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Holiday Output 
Exceeds Year Ago 
By 150 Percent 


Saturday Schedules 
Bring 117,000 Cars; 
Compact Rate Slips 


By Martin L. Whitmyer 
Staff Writer 

HUTDOWNS of two Chrysler 

Corp. plants for the entire week, 
coupled with output losses brought 
about by the Thanksgiving hiatus, 
held United States car production 
to an estimated 117,526 units last 
week. 

That was a 21.6 percent decline 
from the 149,866 cars assembled a 
week earlier, but 150.9 percent 
above the same holiday week last 
year, when the industry turned out 
only 46,836 cars due to the steel 
strike. 

Highlight of last week’s assem- 
bly operations was the production 
of the six millionth car of the 
1960 calendar year on Monday 

(Nov. 21). The industry built 
5,599,471 cars in the entire year 
of 1959. 

A breakdown of production by 
price groups showed the low-priced 

standards taking 45 percent of total 
industry output on 52,920 assemblies 
last week, compared with 48.8 per- 
cent on 68,651 units built a week 
earlier; the compacts off from 32 
percent on 47,931 units to 30.8 per- 
cent on 36,154 assemblies; the medi- 
ums down from 29,072 cars good 
for 19.4 percent a week earlier to 
21.2 percent on 24,914 units last 
week, and the highest-price group 


with 3 percent on 3,538 assemblies | 


(Continued on Page 53, Col. 3) 


Death of DeSoto 
Is Termed Step 


In Consolidation 
By John K. Teahen Jr. 


Associate Editor 


UTOMOTIVE circles last week 

speculated that the death of 
DeSoto was part of a package to 
give Chrysler Corp. two sales divi- 
sions —Chrysler-Plymouth and 
Dodge car-truck. 

A futere step, trade sources 
said, is consolidation of Plymouth 
Division (formerly Plymouth-De- 
Soto-Valiant) with Chrysler-Im- 
perial. 

A Chrysler Corp. spokesman de- 
clared that there was “absolutely 
nothing to it” when asked about 
reports that the merger would take 
place early in 1961. 

+ a * 

OWEVER, the economics of the 

situation, as spelled out by un- 

official Chrysler sources, present a 
strong case for a merger. The 
Chrysler-Imperial Division sells 
fewer than 100,000 cars a year; 
Plymouth and Dodge each sell 400,- 
000 or more units. 

Yet Chrysler-Imperial has to 
maintain a full divisional staff and 


(Continued on Page 51, Col. 1) 
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Connecticut Dealers Elect— 


DETROIT, NOVEMBER 28, 1960 


“ 


New officers of the Connecticut Automotive Trades Assn. are, from left, Arthur J. Roy, 
Willimantic, president; Carl R. Lane, executive vice-president, and Fred. Leehmann, Wa- 
terbury, first vice-president. The officers were elected at the associatidn’s annual con- 


vention in Hartford. 


¥ 





State Factory-Dealer Law 
Wins Supreme Court Nod 


By Maynard M. Gordon 
News Editor 


Paes United States Supreme 
Court has for the first time 
affirmed the right of the states to 
impose stringent controls on fac- 
tory-dealer relations. 

The Court did this last week by 
unanimously dismissing a factory 


}appeal of a Tennessee decision 
|under which Ford wags prevented 


from cancelling a dealer’s fran- 
chise. 

Declaring that Ford’s appeal 
lacked a “properly presented fed- 
eral question,” the high tribunal 
left the way open for a later 
test conditioned on new argu- 
ments about the constitutionality 
of state dealer-factory licensing 
laws. 

But the tone of the Court’s stand 
in the case was such that a major 
victory appeared all but certain for 
new-car dealers who have engineer- 
ed strict licensing safeguards into 
law in 18 states. And association 
managers were predicting last 

week that similar proposals might 
be advanced in non-control states 
next year. 
7 * *” 

FTER a succession of court- 

room successes under the fed- 
eral good-faith law, auto industry 
attorneys were mildly dismayed by 
the dealer victory on a state stat- 
ute. Both General Motors and 
Chrysler contributed briefs to the 
Ford side of the Tennessee case, 
making it a major test of dealer- 
factory licensing legislation. 

Other participants in the case in- 
cluded the Tennessee Automotive 
Assn., which helped the cancelled 
Ford dealer, Cocke County Motor 
Co., of Newport. The defense was 
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Wilkie Views—famous auta,lawsuits, Page 12. 
Rail-truck war flares again. Letterbox, Page 10. 





joined by the Tennessee Independ- 
ent Automobile Dealers Assn, and 
the Tennessee Auction Assn. 

The Tennessee Dealer-Manu- 
facturer Licensing Law went into 
effect in 1955, Like identical laws 
adopted at the same time in a 
number of Southern states, it es- 
tablished an all-dealer regulatory 
commission empowered to pre- 
vent any factory, dealer or sales- 
man from obtaining or keeping 

(Continued on Page 4) Col, 4) 


What’s Going On 
In Shuffles at 


Auto Companies 


By Kenneth C. Kelley dr. 
Staff Writer 


ie RECENT years, the auto in- 
dustry has been .presenting a 
play entitled “Death of the Sales 
Manager.” One question remains 
unanswered: Is the play over or 
will there be a third act? 

First Chrysler Corp, and then 
Ford Motor Co, changed the mis- 
sion of their automotive divisions. 
While the divisions used to con- 
trol the complete operation from 
design and styling through pro- 
duction to sales, Ohrysler and 
Ford divisions now are pure mar- 
keting organizations,and other 
arms of the corpordtions direct 
such functions as manufacturing 
and assembly. 

In the process, the job of sales 
manager with the divisions at Ford 

and Chrysler has lost'a lot of its 
stature. Since the division is a mar- 
keting organization, the divisional 
general manager ig, in effect, a 
sales manager. The old. sales man- 
ager’s post has slipped a notch on 
the corporate ladder to become \the 
spot for one of the divisional gen- 
eral manager's top assistants, 

There is some question about 
whether this move to making divi- 
sions into sales organizations can 
go much further. Studebaker-Pack- 
ard and American Motors have au- 
tomotive divisions Which handle 
most details from the drawing 
board through sples; but these com- 
panies produce one ‘line of vehicles 

(Continued on Page 49, Col, 1) 
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New-Car Sales Pass 
6 Million for Year; 


’°00s Deflate Profits 


By Robert M. Lienert 
Associate Editor 
| Figeorons this week 1960 will join 
other elite years in new-car 
sales volume as registrations reach 
an estimated six million units. 

The milestone transaction 
should take place some time 
before the lights wink out in the 
showrooms om Wednesday (Nov. 
30). Only other years to see reg- 
istrations top six million were 
1959, 1955 and 1950. 

Dealers will be able to cheer this 
achievement in volume only in the 
most academic sense, 


Of more immediate concern are 
the difficulties clouding the present 
market. Although ’61s have been 
slow to fire any sustained buyer 
enthusiasm, the real headache is 
still the leftover ’60s. 

> 7 +* 

ROFITS continue to slide as 

dealers have made further cuts 

in an effort to get things rolling. 
Trading has been hampered with 
the used-car market lying dor- 
mant, 

The ’60s create the biggest sales 
hazard, dealers say. Those that 
weren’t cleaned up within a few 
days of new-model introductions 
have virtually defied the best 
sales efforts. As long as ’60s are 
on hand, they hobble sales of ’61s. 
Just about every dealership of 

any size still has ’60s in stock, The 
most popular solution so far has 
been to split the ’60s and ’6ls as 
thoroughly as possible. 

Some dealers have moved all ’60s 
to the used-car lot although they 
are sold as a new car. Others have 
moved their ’60s to locations away 
from the dealership (where ’61s 
have taken over the showroom) and 
are advertising heavily on their 
“economy headquarters.” 

“The idea,” explained a Midwest- 
erner, “is to convince the customer 
he is buying a new car at rock- 
bottom price without him finding 
out that a '61 wouldn’t cost a whole 


lot more.” 

A FEW dealers are working an 
opposite pitch. They place a ’60 

alongside a '61 in the showroom, 

paste a discount tag next to the 

price sticker on the ’'60 and in- 


” a * 


Top Cars 


New-car registrations for nine months, 
plus 12 states for October; 

1959 

Pos. 
1,161,561— 1 
1,119,108— 2 
302,444— 4 
277,636— 6 
305,324— 3 
112,247— 9 
287,034— 5 
190,614— 7 
117,235— 8 


1960 

Pos. 

1—1,307,990 
2—1,055,584 
3— 346,894 
4— 331,030 
5— 302,392 
6— 281,712 
I— 257,008 
8— 190,424 
9— 114,677 
10— 108,997 
1ll— 104,985 
12— 85,165 
13— 58,251 
14— 19,617 
15— 15,932 


Make 
Chev, 
Ford 
Plym, 
Rambler 
Pontiac 
Dodge 
Olds. 
Buick 
Mercury 
Cadillac 
Comet 
Stude, 100,490—11 
Chrysler 48,737—12 
DeSoto 34,905—13 
Lincoln 20,643—14 
16— 11,588 Imperial 12,833—15 
408,573 Misc. 502,463 
Total All Makes 
5,000,770 4,701,883 


Further details on Page 42. 





struct salesmen to make a show of 
holding tight to full list on the ’61. 

The trouble with ‘60s is that each 
day that passes makes them hard- 
er to move. 

“Six weeks ago when my new 
models came out,” one dealer said 
last week, “I thought I had a 

15-day supply of left over ’60s. 
We didn’t sell them in 15 days. 
We still -haven’t sold them all. 
For all I know, maybe I’ve got a 
six-month stock of ’60s.” 

Many dealers are writing short 
deals on '61s just to get some ac- 
tion, hoping that volume will pick 

(Continued on Page 4, Col. 2) 


‘Distress’ Ads 
Mostly on ’60s 


Dealers See Warning 
Aimed at ’61 Models 


ESPITE a General Motors letter 

which urged dealerg to review 
their advertising and to forego “dis- 
tress-merchandise” type ads, these 
presentations continue to appear in 
the nation’s, newspapers. 

However, most of the ads concern 
leftover '60 models. 

“There have been plenty of real 
cut-price ads on the leftovers,” a 
Midwest GM dealer remarked last 
week, “but I haven’t heard of any 
factory complaints in this area. 
Those cars are distress merchan- 
dise, and everybody knows it.” 

He said he felt the letter was 
meant as a warning to dealers to 
watch their step in advertising their 
’61 models. 

A dealer leader declared recently 
that bad advertising is not the dis- 
ease itself, but a fever that accom- 
panies the disease, 

ok * * 
ces appraisal was made by Wil- 
liam H. Mitchell jr. Waltham 
(Mass.) Chevrolet dealer and chair- 
man of the Advertising Ethics Com- 
mittee of the National Automobile 
Dealers Assn. 

“The actual disease,” Mitchell 
said, “is the maldistribution sys- 
tem, wherein dealers are permit- 
ted to advertise that they have 
up to 450 brand new cars that 
‘must be liquidated this month.’” 

The heart of the problem, Mitch- 
ell said, is that dealers can get twice 
as many cars from the factory as 
the potential of their area calls for. 

Recent distress ads on leftover 
’60s in the Detroit area included 
offers of “brand new Chevrolets 
from $1,699,” Buicks at “up to 35 
percent discount,” Chevrolets “from 
$1,575 or make us an offer” and 
“Impala V-8 convertibles starting 
at $2,245.” 

* * + 
DEALER in central New York 
pushed a '60 Imperial four-door 
hardtop with full power and “loads 
of factory-installed equipment too 
numerous to mention.” 

The ad continued, “Your price 
this weekend: $3,795. New-car stick- 
er price: $5,896.” 

The letter to GM dealers was 
signed by the divisional general 
sales managers. It followed a 
closed-circuit telecast in which 
President John F. Gordon re- 

(Continued on Page 4, Col, 1) 
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Profit Warning Sounded in N. C.... 


Dealers Study Impact of Compact 


ee N, C.—Lower per-car 
profits on compacts will compel 
dealers to sell approximately three 
ears for each two sold before. 

This warning was sounded by a 
finance executive Nov. 18 at a 
working conference on the “Impact 
of the Compact,” sponsored here by 
the North Carolina Automobile 
Dealers Assn. 

Alfred F,. Goodman, vice-pres- 
ident of Ohio Indemnity Co., fore- 
cast an increasing used-car prob- 
lem as more people buy new 
smaller cars. 

He predicted no changes in loan 
terms or dealer-reserve rates, de- 
claring that lenders will absorb 
added floor-plan costs “as long as 
it can be done without increasing 
wholesale interest charges.” 

As an answer to the used-car 
problem, Goodman suggested ads 
stressing roominess, comfort and 
first-owner depreciation — all at 
lower prices than new compacts. 

A thorough review by all dealers 
of their used-car operations was 
advocated by Louis W. King, used- 
car manager for King Motor Co., 
Fort Lauderdale, Fla, 

“Most dealership failures,” 





1,000 Tempest Shafts 


Replaced by Pontiac 


PONTIAC.—Pontiac Motor Di- 
vision has recalled approximately 
1,000 Tempests from the field for 
replacement of the new flexible 
drive shaft, it was learned last 


The recall was initiated after 
several dozen finished “rope” 
shafts turned up with flaws, Of- 
ficials said that critical heat 
treating steps had been omitted 
during two days’ production, and 
it was decided to “program” 1,000 
replacements. 

(A report on the Tempest 
“rope” shaft manufacturing proc- 
ess begins on Page 20.) 





Boise Dealers 


King said, “can be traced to 
three reasons and they are all 
three ‘used cars.’ The market that 
we’re in is going to emphasize the 
fact, and never has it been as im- 
portant, to be first an automobile 
merchant—not just an agent for 
your particular line of new cars.” 

King urged dealers to keep close 
tabs on the wholesale market, stress 
used-car value as against new com- 
pacts and—above all—operate the 
used-car end as a separate business 
offering balanced inventories and 
turning good profits. 

“Make your shop be competitive,” 
King said, “or have a low-salary 
man handle the farming-out or re- 
conditioning. Sales management has 
more important and profitable re- 
quirements than supervising me- 
chanics or jockeying cars all over 
town.” 

To close compact-car sales 


profitably, Ford District Sales 
Manager D. O. Wiggins called 
for a “buying approach” towards 
tradeins and “legitimate full price 
quotes” in appraisals. 

Goodman said better dealer man- 
agement will be needed to extract 
equivalent profits from the higher 
volume of business, 

“The business has changed and 
will continue to change,” he added. 
“Only by facing all the facts and 
adjusting and changing as may be 


necessary will our dealers and fi-| 


nancing agencies cross this bridge 
and go forward to new records, 
greater success and more profits.” 

James C. Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., also spoke. Con- 
ference moderator was M. Brack 
Wilson, B & R Wilson, Inc., Smith- 
field, N. C. 





Britain OKs Ford Offer; 
Small-Car Link Hinted 


By F. C. Livingstone 
Staff Correspondent 


LONDON.—Ford Motor Co, is 
pressing hard to obtain full control 
of Ford of Britain to expedite pro- 
duction of its new four-cylinder 
answer to Volkswagen, a London 
newspaper reported as the British 
government announced approval of 
the controversial offer. 

The Detroit correspondent of the 
Sunday Dispatch said engines and 
running parts for the car, unoffici- 
ally called the Cardinal, will be 
made here while bodies and chassis 
will be assembled at the Rouge 
plant in Detroit. 

Meanwhile, Labor Party oppo- 
sition to Ford’s takeover proved 
unavailing. Observers noted that 
the all-cash nature of the offer 


Open Drive 


To Reduce Repo Losses 


By Robert J. Brown Jr. 
Staff Correspondent 


BOISE, Id.— Franchised dealers 
in this Idaho capital have taken up 


purchasers who are delinquent 
under the terms of their sales 
agreements. 

The letter will point out to the 


arms in a campaign to cut losses| delinquents that they are liable for 


suffered from deficiencies in the re- 
sale of repossessed vehicles. 

Scheduled to begin about Dec. 1 
is a two-pronged attack that mem- 
bers of the Boise Automobile Deal- 
ers Assn. hope will reduce repos- 
sessions and help them to recoup 
at least a portion of deficiencies re- 
sulting from resales. 

First step in the campaign is a 
form letter to be sent by an 
association-appointed attorney to 





S-P Sponsors Show— 


Studebaker-Packard Corp. and its deal- 
ers have contracted to sponsor a newly 
created television comedy series, Mister 
Ed, over 109 stations at a package cost 
of $3 million. This appropriation is said 
to be over and above the S-P 1961 nation- 
al advertising budget for newspapers, 
magazines, radio, outdoors and other 
media. The agreement was negotiated by 
L. E. Minkel, marketing vice-president, 
through D'Arcy Advertising Co., with Film- 
ways TY Productions, producer of the 
show. A. J. Porta, center, S-P executive 
vice-president, checks the contract with 
Connie Hines and Alan Young, stars of the 
TV show. 


any deficiencies that may result if 
their vehicles are repossessed and 
the dealers are forced to sell them 
for less than the remaining bal- 
ances on their contracts. 


“We feel that many delinquents 
are not aware that they are liable 
for deficiencies if their vehicles are 
repossessed,” explains Waldo Thur- 
ber, president of the Boise associa- 
tion. 

“This letter advising them of 
their liability under their con- 
tracts may make some delin- 
quents think twice about default- 
ing and pay up instead of facing 
deficiencies.” 

Second step in the new campaign 
will consist of attempts to collect 
deficiencies through the association 
attorney following repossessions 
and resales by the dealers. 


Whenever efforts to recover de- 
ficiencies are successful, the attor- 
ney and the dealer will split on a 
50-50 basis. Lists of delinquents and 
deficiencies will be supplied to the 
attorney regularly by the dealers. 

“We are optimistic that this move 
will reduce both repossessions and 
our losses from deficiencies,” says 
Thurber. “The same scheme worked 
in Pasadena, Calif., according to 

one of our dealers who used to be 
down there.” 

Now pending in district court 
here is a suit filed by a dealer to 
recover a deficiency from a pur- 
chaser whose vehicle was repos- 
sessed and resold. 

The purchaser's attorney argues 
that the resale was illegal, contend- 
ing that it should have been han- 
dled through a sheriff’s auction. Ac- 
cording to the contract, however, 
resales can be made by any public 
or private means selected by the 
dealer. 





made it almost impossible to re- 
ject. 


Henry Ford II, chairman of Ford 
Motor, declared in his second pace- 
making statement on the proposal 
that “Ford of England is especially 
well fitted to play an important 
role in the . . . world operations of 
the Ford group.” 

“Our major objective in proposing 
to acquire the minority shares of 
Ford of England,” Ford continued, 
“is to obtain greater proportional 
flexibility and to coordinate better 
our American and European opera- 
tions so that the Ford group may 
be able to compete more effectively 
in world markets.” 

The socialist opposition in the 
House of Commons set off in full 
cry after the government the mo- 
ment it heard of the Detroit bid 
for the outstanding stock of Ford 
of Dagenham. 

The Laborites got little assur- 
ance out of the Chancellor of the 
Exchequer, who left the House 
of Commons with the distinct 
impression that the government 
was unlikely to refuse Exchange 
Control consent for the $363 mil- 
lion offer from Detroit. 

One of the most significant indi- 
cations of his way of thinking was 
the Chancellor’s reply to the sug- 
gestion by Hugh Gaitskell, leader 
of the opposition, that, as the 
American company already had 
control and still wanted to buy up 
the remaining stock, there was a 
possibility that the parent com- 
pany’s motive might be to divert 
trade to Ford subsidiaries else- 
where to the detriment of British 
Ford. 

The Chancellor replied by saying 
he thought that the inference might 
be the other way round and that 

(Continued on Page 4, Col, 1) 
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Business Barometer 


Automotive News Economic Index — 


100.9 Percent of Last Week 
111.5 Percent of Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 149,866 108.0 218.0 
Truck Production .............. 22,246 105.8 187.6 
Auto Registrations—yYear to date.. 5,000,770 ey 106.4 
Truck Registrations—yYear to date. 736,186 bias 100.2 
Steel Production—tTons ......... 1,470,000 100.1 65.8 
Lumber Production—Board feet... 211,971,000 99.5 87.4 
Soft Ceal Output—tons ........ 7,375,000 93.2 81.7 
Oil Refinery Output—Borrels ..... 47,998,000 97.9 99.3 
Barometer Freight Car Loadings 329,273 96.4 94.1 
Department Store Sales Index .. 163 109.4 97.6 
Stock Market Price Index....... 112.8 99.8 haNs 
U.S. Gevernment Spending 
—Fiscal year to date ............ $35,771,103,000 eae 98.8 
Commercial and Industrial Loans $31,576,000,000 99.7 106.2 
Savings Deposits ................ $32,425,000,000 99.8 107.0 
Used-Car Prices-—Average........ $1,082 99.0 115.2 
Business Fellures ................ 329 110.4 114.6 
Common Common 
Stocks Nov. 22 Nov. 16 1960 Range | Stocks Nov. 22 Nov. 16 1960 Range 
De. sowoks 18% 19% 29%,-18% Repe ees te cae 43%, 43 50% -38% 
Chrysler... 40% 41 71%-40 Mack...... 32% 32% 52%-29% 
Ford....... 64%, 63%, 92% -60% soca 8%, 8%, 24Yy- 8% 
GM........ 41% 42, 55%-41 | White...... 39 = 39%, 674-36 






Dealers Donate 50 Ramblers— 





Driver training in the Los Angeles city schools gets an assist as keys to 50 new 1961 
Ramblers are turned over to education officials. Edd Young, representing Rambler 
Dealers of Southern California, hands the keys to H. C. Willett, member and former 
president of the board of education. The Ramblers were turned over to the school sys- 
tem for a token rental of one dollar per each car. From left are Bill Lord, president, 
District 20, California Assn. of Student Councils; Mike Ricker, dealer; Cecil G. Zaun, 
safety and driver education supervisor in the city schools; Ellis A. Jarvis, school super- 
intendent; Willett; Floyd Brown, dealer; Young, and Deanne Sando, student council 


association secretary. 





Koenecke, Moll to Leave .. . 


Mercedes Losing 2 Chiefs 


By George L, Glaser 
European Correspondent 
STUTTGART, West Germany. — 
Dr. Fritz Koenecke, management 
committee chief of Daimler-Benz, 
has resigned, effective Dec. 31. 
The official announcement said 
the 61-year-old executive was re- 


that Friedrich Flick, owner of 52 
percent of Daimler-Benz stock, 
wanted a harder-driving chief ex- 
ecutive to prepare for the hard- 
sell period facing Western Eu- 
rope and North America, No re- 
placement has been named, 

Dr. Hans Moll, Koenecke’s chief 


tiring early because of continuing| 4ssistant, also will leave Daimler- 


grief over the drowning of his son 


Benz next month, He has taken a 


off Monaco three months ago. He position with Krupp. 


will continue as a consultant to 
the manufacturer of Mercedes-Benz 
and DKW cars. 

Unofficially, there were reports 


Sunbeam Sales 
Top 759 in Canada 
By 107 Percent 


TORONTO.—Novelty of the com- 
pact cars, says W. R. M. Williams, 
general sales manager of Rootes 
Motors (Canada), Ltd., has not pre- 
vented imported cars from gaining 
sales in Canada. 

He noted that sales of the Sun- 
beam line in Canada have increased 
107.4 percent in the first nine 
months of 1960 over total sales in 
1959. , 

The Alpine sports car, newest in 
the Sunbeam line, has enjoyed in- 
creased sales every month since its 
introduction to Canada early this 
year, said Williams. Only greatly 
expanded factory production has al- 
lowed Rootes to keep up with the 
demand, he added. 




















Other notes from Europe: 

Simca and Fiat will operate to- 
gether the newly planned factory 
in Morocco, 

The laid-off British auto workers 
have appealed to the government 
for help. 

For the Ford models Consul, 
Zephyr and Zodiac, Girling disk 
brakes are now available. For 
those who already own these cars 
Girling disk front brakes can be 
installed. 

NSU dropped prices in Britain by 
10 percent, 

It is rumored that Curtiss- 
Wright, USA, may use Wankel en- 
gines in a planned vertical starting 
plane. 


Dodge Plays Host 
This Week to 
Dealer Council 


DETROIT. — Election of officers 
will be the first order of business 
at the semi-annual meeting of the 
national committee of the Dodge 
Dealers Advisory Conference Nov. 
28-30 at the Park Shelton Hotel 
here, 

Louis J. Ouellette, Dodge director 
of dealer relations, said the com- 
mittee also will discuss dealer mer- 
chandising and retail sales pro- 
grams. 

John Lander, of Atlanta, is in- 
cumbent chairman of the commit- 
tee. 

Dodge General Manager Byron J. 
Nichols and General Sales Manager 
John B. Naughton also will address 
the conference. 

Other committee members are: 

Wilbur Hawkins, Randolph, 
Mass.; W. B. Scott, Charlotte, N. C.; 
Frank Collord, Waterloo, Ia.; F. M. 
Sutter, Columbus, Ind.; G. C. Dow- 
ell, Lubbock, Tex.; David T. Roney, 
Detroit; Frank G. Elliott, Bed- 
ford, O.; Byron J. Clark, Lawrence, 
Kans.; Jess Myers, Covina, Calif.; 
J. Robert Wegge, Pasadena, Calif. 

P. H. McNulty, Pine Bluff, Ark.; 
Leslie D. Eversole, LaCrosse, Wis.; 
W. H. Edwards, Aberdeen, S. D.; 
John White, Mineola, N. Y.; George 
Tunis, Freeport, N. Y.; Roy W. 
Marberger, Norristown, Pa.; H. E. 
Johnson, Youngstown, O.; Harold 
Walsh, Everett, Wash.; John Drew, 
Sacramento, Calif.; John G, Ger- 
inger, Tracy, Calif.; Mike Rendaci, 
Clinton, Ind.; Charles Isbell, Kirk- 
wood, Mo., and R. Harold Craig, 
Albany, N. Y. 
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Alabama Profits Rally Hears Oechsle .. . 


Optimism Is Justified, 


Dealer Forum 


by Robert M. Finlay 





yo can see the battle better if 
you aren’t in it. 

With that idea in mind, some 20 
auto dealers withdrew not long ago 
to the quiet (students were on va- 
cation) campus of an old California 
mission school, the University of 
Santa Clara, Santa Clara, Calif. 

There, away from jangling 
phones and the pressure of daily 
routine, the dealers took a broad 
look at the auto business under 
the stimulus of men dealing pri- 
marily with ideas. 

While the professors knew little 
about the nuts and bolts of dealer- 
ship operation, they were success- 
ful in helping the dealers dig away 
at the causes of the squeeze on 
dealership profits—the dominant 
problem in auto retailing. 

* * a 


Understanding 


A gerrere: dealers may find it stim- 
ulating to be confronted with 
the ideas offered at the seminar, 
which, by the way, was coordinated 
by John Binns, of NADA’s staff. 
Chairman was Arthur H. Kenny, 
NADA director for Northern Cali- 
fornia. During the two-day pro- 
gram, the 20 dealers lived in a 
men’s dormitory, ate in the college 
dining room and meditated in the 
beautiful old courtyard at Santa 
Clara. 

In this atmosphere, some bitter 
competitors were caught up in a 
feeling of fellowship and came to 
a better understanding of each 
other’s problems. 

Leadership of the seminar, held 
in conjunction with the manage- 
ment center at the university, in- 
cluded Dean Charles Dirksen, 
school of business management; 
Profs. John Pagani, economics, and 
Edward Kelly, accounting, and 
Joseph Trickett, employe relations. 
A guest speaker, Robert Pearce, 
assistant genera] counsel of a local 
aircraft company, discussed labor 
relations. 

* * * 


Marketing 


EAN DIRKSEN led the market- 
ing discussion, taking up the 
three phases: 

Supply and demand to create de- 
Sires; advertising and merchandis- 
ing to move the goods; salesman- 
ship to build confidence on the part 
of the public. 

It was noted that under pressure 


Lima (O.) Dealers Pick 


Daulton as President 


LIMA, O.—Richard F, Daulton, 
Daulton Rambler, Inc., has been 
elected president of the Lima New 
Car Dealers Assn. He succeeds 
Thomas W. Conner, Conner Olds- 
mobile, Inc, 

J. Ramon Laibe, Laibe Lincoln- 
Mercury, Inc., was named vice- 
president, and Lou Mannon, sec- 
retary. 
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for profits, misconceptions had de- 
veloped in these areas: 

1. That cutting costs always in- 
creases profits (curtailment of 
some expenditures or costs may 
result in saving pennies and los- 
ing dollars). 

2. Cutting promotion costs when 
sales are down (often these costs 
should be increased to gain sales). 

3. Salesmen appear geared to 
price (should be rededicated to 
filling transportation needs). 

* * * 


Questions 


= eight major marketing 
questions were raised: 

1. Do you know what you are 
actually selling? 

2. Is your product up to date? 

3. Is your sales system up to 
date? 

4. Have you estimated your sales 
area accurately? 

5. Have you decided on a mar- 
keting mix (the job to be done 
in percentage of total sales in the 
area) ? 

6. Have you set long-range distri- 
bution policies? 

7. Are you willing to try new 
ideas while sales are still increas- 
ing? 

8. What kind of controls and co- 
ordination are you using? 

Dirksen observed that 60 percent 
of every dollar in merchandising 
is spent on promotion, and that 95 


percent of all industrial distribution | 


systems are out of date. 

You might try relating these 
questions to your own operation, 
and discussing them with someone 
you know so well that you don’t 
mind taking your hair down. 

of o* * 


Expense Bulge 


ROF. KELLY discussed what 

he called the expense bulge at 
dealerships, offering a five-step rule 
to help keep expenses under con- 
trol: 

1. Does this particular function 
have to be performed? 

2. At what quality level do we 
want this function carried on? 

3. Are we currently performing 
at this quality level? 

4. How much is it costing us to 
do it? 

5. What is the most economical 
alternative way? 

Kelly cautioned against using 
blindly established bench marks 
in financial analysis, 

For instance, it was agreed that 
if an expense item shows up higher 
this month than last, it causes con- 
cern. If it shows up less, dealers 
relax. He asked: “Was last month’s 
figure a good one?” Kelly suggested 
a budget as the only way to really 
know financial operations. 

It was agreed that dealers should 
delegate most of the figure work 
and spend their time in manage- 
ment. They should identify those 
expenses which can be controlled 
and then do something about them, 
while continuing to look at the 
whole financial picture. 

* ES * 


Kinds of Expense 


ELLY described two kinds of 

expenses — enterprise expense, 
which the boss determines; depart- 
mental expense, which the depart- 
ment head determines. He suggest- 
ed that if the department head has 
no control over the rent charged to 
his department, he should not be 
held accountable. He also suggest- 
ed direct costing — dividing costs 
between operational costs based on 
decisions made by the managers, 
and costs as a result of manage- 
ment decisions, like rent. 

This would draw a sharp line 
between administrative costs and 
those incurred entirely by each 
department—new car, used car, 
service, and parts and accessories. 

Prof. Pagani went into the eco- 
nomic factors in selling—transpor- 
tation needs, prestige, status. Deal- 
ers went into the tremendous 
variation possibilities within a 
brand. It was suggested that brand- 
name significance can be lost, so 
that selling automobiles becomes 

(Continued on Page 51, Col. 4) 











Like Father... 


Son Follows in Footsteps 
Of Dad as Dealer 


NEWARK, N. J.—Ed Burns jr. 
realized a big ambition when he 
bought Leeds Lincoln-Mercury and 
became the city’s youngest fran- 
chised dealer at 26. 

“As far back as I can remember, 
I wanted to be a franchised auto 
dealer like my father,” said Burns. 
“I had worked for my father for 
10 years and received the best pos- 
sible training.” 

He said he started working after 
school in the service department of 
his father’s Broad St. Pontiac, 
which is across the street from the 
younger Burns’ dealership. 

“Working in my father’s body- 
and-parts shop taught me an im- 
portant lesson,” said Burns. “If you 
don’t keep your service department 
as clean as a hospital ward, the 
mechanics will start doing sloppy 
work.” 

An accounting student in college, 
Burns later served in the business 
department and finally moved into 
sales, 








Commerce Aide Says 


BIRMINGHAM, Ala.— The auto 
industry “has every right to enter 
1961 with optimism,” Carl F. 
Oechsle, United States Assistant 
Secretary of Commerce for Domes- 
tic Affairs, told Alabama dealers 
here. 

Oechsle spoke at a “Rally Day 
for Profits” sponsored by the 
Automobile Dealers Assn. of Ala- 
bama and attended by some 250 
new-car and truck dealers. 

He said the industry will produce 
the 6.7 million passenger cars pre- 
dicted for 1960 by the Business and 
Defense Services Administration 
last December. 

“Exports have been rising,” he 
continued. “The value of automo- 
tive exports for the first three quar- 
ters of this year has been over 
* a 





Alabama Dealers Hold Profit Meeting— 


Some 250 dealers studied ways and means of improving their profit at a ‘Rally 
Day for Profits’ sponsored by the Automobile Dealers Assn. of Alabama. From left 
are Roland Cooper, ADAA president; John E. Binns, National Automobile Dealers Assn. 
management service director; Harold E. Streetman, ADAA executive vice-president, and 
Carl F. Oechsle, Assistant United States Secretary of Commerce, speaker on Profits and 
Tomorrows Market. 





Fowler Heads 


Mississippi; 


Director Kossman Cited 


JACKSON, Miss.—James E. 
Fowler, Jackson Buick dealer, was 
elected president of the Mississippi 
Automobile Dealers Assn. at the 
organization’s annual convention 
here. 

Other officers elected were H. L. 
Roberts, Chevrolet dealer, of Shelby, 
vice-president for the northern dis- 
trict; Paul Moak, Jackson Pontiac 
dealer, vice-president for the central 
district; Roy Burrow, Plymouth 
dealer, of Laurel, vice-president for 
the southern district, and Frank 
England jr., Greenville, secretary- 
treasurer. 

S. E. Kossman, Buick-Rambler 
dealer of Cleveland, a past presi- 
dent of the MADA, was reelected to| 
his second term as Mississippi di- | 
rector for the Nationa] Automobile | 
Dealers Assn. | 

Kossman received additional hon- | 
ors when he was named the state’s 


600 at Md. Fete; 
Irish Elected 


BALTIMORE, — Approximately 
600 people attended the golden an- 
niversary celebration of the Auto- 
mobile Trade Assn. of Maryland. 
The activities included election of 
officers, who are: President, Charlie 
Irish (Chevrolet), Essex; vice-pres- 
ident, John Kiefer (Chevrolet), 
Baltimore, and secretary-treasurer, 
Thomas O’Donnell (Pontiac), Balti- 
more. 

Four newly elected members to 
the board of directors are: Daniel 
B. Brooks (Buick); Foster W. Tal- 
bott (Ford); Kiefer, all of Balti- 
more, and William D, Smith 
(Chrysler-Plymouth-Valiant), Cum- 
berland. 


quality dealer for 1960. Judge Le- 
land Hendricks, of Jackson, who 
served as master of ceremonies, 
presented the Cleveland dealer with 
a plaque. 


McKean Marks Jubilee 


PITTSBURGH. — McKean Olds- 
mobile, 5001 Liberty Ave. cele- 
brated its 25th anniversary recently. 
The firm was organized in 1935 by 
Edgar D. McKean and was known 
until 1948 as Allegheny County Mo- 
tor Co. He has been in the auto 
business since 1919. 


$400% million, an increase of about 
$34 million over the like period last 
year, or 9 percent. Forces making 
1960 one of the brightest years in 
automotive history will be working 
in 1961.” 

Oechsle said there is presently 

a “much tighter relationship be- 

tween inventory and sales than 

ever before,” and that “attitudes 
of wait and see have led to the 
condition of our economy over the 
last few months, I believe we face 

a strong upturn unless we jaw- 

bone ourselves into a lack of con- 

fidence in America’s future.” 

Auto dealers, Oechsle declared, 
should “welcome the extraordinary 
foreign competition which has 
forced a new discipline on those 
who used to be able to take the 
American consumer for granted.” 

Competitive pressure, he added, 
“may induce labor to be more 
realistic and productive.” 

Harold Draper, Saginaw (Mich.) 
dealer, spoke on “Profit Is Where 
You Find It—and Where Is That?” 
William O. Hundley, Wheeling (W. 
Va.) dealer, told “How I Set Up My 
Sales Activity to Make Money.” 
John E. Binns, director of manage- 
ment services for National Automo- 
bile Dealers Assn., was moderator. 

Roland Cooper, Camden, is presi- 
dent of the Alabama dealer group, 
and Harold E. Streetman, Mont- 
gomery, executive vice-president. 


Dealers Sponsor 
* 

Holiday Safety 
e e 

‘Drive’ Again 

WASHINGTON.—For the second 
consecutive year, franchised new- 
car and truck dealers, tire dealers 
and dealer associations throughout 
the nation are undertaking a 
“drive” for traffic safety during the 
Christmas and New Year's holiday 
season. 

This nationwide traffic accident 
prevention activity is again being 
sponsored jointly by the National 
Automobile Dealers Assn. and the 
Auto Industries Highway Safety 
Committee. 

Additional support is being given 
by the auto and tire manufacturers, 
who are bringing the promotion 
to the attention of their employes. 

Featured in the campaign is a 
holiday safe*driving letter to cus- 
tomers and employes. Motorists are 
being reminded of safe-driving tips 
and their individual responsibility 
to protect themselves, their fam- 
ilies and their community. 

Dealers are also emphasizing the 
“drive for a safe holiday” in their 
regular advertising. 


Dealer Leaves $354,21 9 


MILWAUKEE. —An estate of 
$354,219 was left by Walter A. 
Laev sr., who headed Walter Laev, 
Inc. (Ford), according to an in- 
ventory filed in County Court. 


On the House... 





Wemhoff 
cent by March convention . 


5 a state-wide credit card charge 
at increasing sales of tires, batteries, etc. . . 


Wonder what's become of the industry project 
to standardize automatic transmission quadrants, 
ignition key location and position of key when in- 
serted, location of turn-signal controls and light- 
dimmer buttons? These are definite safety factors 
and deserve immediate solution by the makers... 
Ford’s Charley Seyffer, planning to retire at year’s 
end, has bought a $60,000 home overlooking Onota 
Lake near Pittsfield, Mass.; will be near his two 
sons, one of whom (Howard J.) operates Brookshire 
Ford in Pittsfield... 

Alabama association, having passed all-time 


membership percentage, is shooting for 100 per- 


. . Utah association will announce Dec. 


system for its members; aimed 
. Following dealers 


and former dealers were elected to North Carolina house of repre- 


sentatives: Joe Watkins, J. Paul 
Harriss, Ernest Hicks and R. D. 


Wallace, R. Austin Jones, Clyde 
McMillan jr. ... 


All unsatisfied claims against Consolidated Warranty System (in- 
cluding Registered Tested Cars, Consolidated Auto Warranty, National 
Bonded Cars and Sure Car of America) must be filed by Jan. 22, 1961, 
with bankruptcy trustee (Stephen B. Coleman, 310 Federal Building, 
Birmingham, Ala.) .., Carl Lane, manager of Connecticut association 
for many years, says he may retire “in a couple of years.” 


—Perre Wemuorr, Editor, 
Automotive News 
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Small-Car Link Reported .. . 





Government Approves 
Ford Britain Buyout 


(Continued from Page 2) 


one of the present dangers was 
diversion of development to Ford’s 
German subsidiary, which wag al- 
ready wholly owned. 

The government’s reaction, it 
would seem, is that to turn down 
the offer would be to put British 
Ford at a disadvantage compared 
with fully-owned subsidiaries else- 
where, Also, the government sees 
no danger to British workers in 
view of the company’s big invest- 
ment in Britain. 

The government, in short, de- 
cided that it sees nothing in 
principle against a minority 
stockholding of this type passing 
to the American company and 
that it is not prepared to be gov- 
erned by what it considers to be 
“emotional” considerations. But 
it is clearly going to be con- 
fronted with considerable politi- 
cal criticism. 

Already, over 100 socialist Mem- 
bers of Parliament have signed a 
motion tabled by two of them—the 
MPs for constituencies in which 
large numbers of Dagenham work- 
ers live—urging a full debate before 
the Chancellor of the Exchequer 
gives his decision. 

Leaders of 22 trade unions repre- 
senting the 47,000 Ford workers in 
Britain are to ask the government 
to refuse to sanction acceptance of 
the bid. Two hundred Ford shop 
stewards have passed a regolution 
calling on the government to with- 
hold treasury consent. 

The immediate reaction to news 
of the offer of $20.50 a share was 
a dramatic rise in prices for Ford 
stock on the London Stock Ex- 


Lakeland Dealers 
Elect Officers 


LAKELAND, Fia.—J. H. Rhodes, 
Jeep Motors, Inc. (English Ford), 
has been elected president of the 
Lakeland Automobile Dealers Assn. 

Other elected officers include 
Robert G. Waters, Lakeland Ford 
Co., Inc., vice-president, and George 
J. Husek, M. P. Tomlinson Co. 
(Oldsmobile - Cadillac), secretary- 
treasurer. 








change. Within minutes of opening 
of the Exchange, prices rocketed 
from the overnight closing figure of 
$12.84 to over $19 and finally closed 
at $18.62, increasing the value of 
the stock available by practically 
a quarter of a billion dollars. 

A side effect of the bid hag been 
to increase stock prices for most 
British auto makers, British Motor 


Six-Millionth Sale 


Recorded for Year 


But ’60s Deflate 
New-Car Profits 


(Continued from Page 1) 


up to the point where they can 
gradually work some profit back 
into the picture. 

Their longest gamble currently is 
on the tradeins. With used cars 
sticky, declining values can make 
the washout an unpleasant sur- 
prise. 

ca *” a 

po the industry as a whole, this 

year should wind up with about 
6.5 million registrations, including 
a few more than 500,000 imports. In 
other words, registrations of do- 
mestic cars will probably fall just 
short of six million for the full 
year. 

At 65 million, 1960 will trail 
only 1955 to wind up ag the sec- 
ond best year in history, in terms 
of registrations. 

Milestone No. 6 Million came 30 
days earlier this year than it did 
last year, Corresponding levels 
were reached Oct. 29 in 1955—the 
earliest date in history—and Dec. 
11 in 1950. No other years have seen 
six million cars registered. 

The selling pace this year has 
proceeded as follows: 54 selling 
days to move the first million, 43 
days for the second million, 38 days 
for the third million, 49 for the 
fourth million, 48 days for the fifth 
million and 48 days for the,sixth 
million. 


Distress Merchandise Ads 
Apply Mostly to ’60 Cars 


(Continued from Page 1) 


ized GM’s belief in its 
quality-dealer program under the 
franchise system. 

Declaring that in such a program 
it is necessary for dealers to adhere 
to the highest standards in the op- 
eration of their dealerships, Gordon 
said: 


“Unfortunately, a small minority 
of dealers do not follow the quality- 
dealer concept. Their actions are 
detrimental to the reputation of all 
dealers, Indeed, they reflect ad- 
versely upon the product, the man- 
ufacturer and the entire industry.” 

* OK * 


EEALARGING upon this theme, 
the sales managers wrote their 
dealers: “Since poor advertising is 
the chief type of action on the part 
of the minority of dealers referred 


to by Mr. Gordon, we are taking), 


this opportunity to restate our po- 
sition on the subject, 

“We deplore all misleading, de- 
ceptive and ‘gimmick’ advertising 
that, by casual but reasonable in- 
terpretation, might be placed in 
any such category. 

“We also deplore all advertising 
that contains untruthful or exag- 
gerated statements or claims con- 
cerning price so as to imply: 

“1. That the product is distress 
merchandise. 

“2..That dealers make unreason- 


able profits.on sales at any other) ~ 


prices, and 
“3. That the product is overpriced 
at the price shown on its price 
label.” 
A + * 


E Chevrolet letter continued, 
“Any such advertising is detri- 


mental to the interest of all parties 
concerned. It breaks down confi- 
dence on the part of prospective 
dealers in Chevrolet products, in 
Chevrolet dealers and in Chevrolet. 

“We would like to recommend 
that each dealer again review his 
advertising in the light of these 
remarks. 

“Appropriate action will serve to 
maintain and enhance the high 
standards of quality of Chevrolet 
dealers and Chevrolet products and 
the enviable degree of public good- 
will which they deservedly enjoy.” 


An Automobile? Ghia Whiz!— 


Corp., Rootes, Jaguar and Stand- 
ard-Triumph all showed substantial 
rises, rallying strongly because the 
Stock Exchange expects a lot of the 
take-over cash will be used to buy 
them when it becomes available. 


The Detroit bid was the No, 1 
news story in practically every 
responsible newspaper and, on 
the whole, it is being very well 
received, A few querulous com- 
ments have, however, been made, 


British Ford reported in October 
that during the first half of 1960, 
its trading income amounted to the 
record level of $58,769,362, compared 
with $48,678,514 in the first half of 
1959, 

Ford is the second largest motor 
manufacturer in Britain. Its share 
of the tota] auto production in 1959 
was about 27 percent, compared 
with 36 percent for BMC and about 
13 percent each for Rootes and 
Vauxhall, which is owned by Gen- 
eral Motors. 

Ford is also, with BMC and 
Vauxhall, one of the three largest 
manufacturers of trucks, account- 
ing for about 22 percent of total 
production. It is also one of the 
two largest tractor producers in 
Britain, accounting with Massey- 
Ferguson for the bulk of the 
country’s production and exports. 

Ford Motor Co., Ltd. was formed 
in December, 1928, to acquire the 
business of Ford Motor Co. (Eng- 
land) and the stock of nine conti- 
nental companies making Ford ve- 
hicles. It had an authorized capi- 
tal of $19.6 million, in seven million 
stock units, Only 2.8 million shares, 
40 percent of the total, were issued 
to the public, while the remaining 
60 percent of the shares were con- 
trolled by U. S. Ford. 

When the Dagenham company 
acquired Briggs Motor Bodies in 
1953, Ford issued another two mil- 
lion ordinary shares, of which over 
1.5 million were made available to 
Briggs’ shareholders, so that they 
became shareholders in Ford. The 
company now has a total author- 
ized capital of $117,680,000. 


GM Introduces 
3 New Vauxhall 


Series in Canada 


MONTREAL.—Crisp new looks 
and colors, a redesigned instrument 
panel and better visibility feature 
the new line of Vauxhall Victor, 
Velox and Cresta automobiles in- 
troduced here by General Motors of 
Canada Ltd. 

The new Velox and Cresta cars 
are powered with a new 162-cubic- 
inch six-cylinder engine. Automatic 
transmission, a new version of 
GM’s Hydramatic, will also be 
available for the first time. 

The most important appearance 
change in the Victor is provided 





. by the 18 percent larger rear win- 


dow, which is six square feet in 
area. All Victors have an easier-to- 
clean radiator grille and all models, 
except the standard, have chrome- 
plated cappings on the headlight 
cowls, 

Changes in the rear include a new 
lock which allows the trunk to be 
fastened without being locked. 


Inside are a full-circle horn ring 
on Deluxe, Super and estate wagon 
models and a new instrument panel 
in all models. Heater and ventilator 
controls are now located in the 
center of the instrument panel. 






Both styling and controls are far out on the Ghia “dream car for 1970" which the 
Italian custom body builder exhibitéd at the Turin Automobile Show. 








as 


President at the Turin Show— 





Italy's President Gronchi leaves Bus and Truck Hall after his official visit to the Turin 
Automobile Show. The modernistic hall is built underneath Valentino Park. 





State Factory-Dealer Law 
Wins Supreme Court Nod 


(Continued from Page 1) 


an operating license for viola- 
tions. 

The factory restraint in the Ten- 
nessee code which triggered the 
test case rules out an “unfair” can- 
cellation of a franchise or a non- 
renewal of a franchise “without due 
regard to the equities of the said 
dealer and without just provoca- 
tion.” 

* * * 

Qu of Cocke County Motor 
Co., E. R. Walker and E. R. 
Walker jr., appealed to the Tennes- 
see Motor Vehicle Commission 
under this provision after their 
franchise was revoked by Ford. 

At this stage, Ford obtained a 
court injunction preventing the 
Commission from deciding the sta- 
tus of the franchise pending a 
court determination of the legality 
of the licensing law. In return, 
Cocke County Motor was granted 
an injunction keeping its Ford 
franchise operative while the case 
went through the courts. 

Chancellor Ned Lentz, of Nash- 
ville Chancery Court, heard the 
arguments first. He declared the 
law unconstitutional and ordered 
the Commission out of business. 

“Limiting the right of manu- 
facturers to weed out inefficient 
dealers and those who fail to 
offer proper service to customers 
would certainly harm the public,” 
Lentz stated. 

Last March, the dealer and TAA 
won a reversal of the lower court 
and a ruling that the law was con- 
stitutional from the Tennessee Su- 
preme Court. It was this decision 
—also unanimous—which the U. S. 
Supreme Court let stand last week. 

“The purpose of this act,” de- 
clared Justice Hamilton Burnett for 
the Tennessee Supreme Court, “is 
to eliminate harmful trade prac- 
tices and dishonest dealings result- 
ing in injury to the purchasing 
public. Such an act is constitu- 
tional.” 

* + * 
NPROVOKED franchise termi- 
nations are one of nine prac- 

tices denied to factories by the 
Tennessee law. The others are: 

1. Coercing a dealer to take un- 
ordered vehicles or parts. 

2. Coercing a dealer to order or 
accept vehicle options not included 
in the advertised list price of the 
vehicle. 

8. Coercing a dealer to order 


Christie Resigns 


As Dayco Chief 


DAYTON, — Clowes M. Christie, 
president and chief executive offi- 
cer of Dayco Corp, (formerly Day- 
ton Rubber Co.) since 1957, has re- 
signed, 

No reason for the move was 
given, but financial losses reported 
by the company in August are 
thought to have a bearing on the 
resignation. 

The board of directors, which an- 
nounced Christie’s decision at a 
New York meeting, temporarily 
delegated the powers and duties of 
the executive officer: to the board 
chairman, A. L, Freedlander, 








parts, accessories or equipment 
from outside manufacturers. 

4. Refusing to deliver vehicles to 
dealers within 60 days after receipt 
of the dealer’s order. 

5. Coercing a dealer to commit 
an “unfair” act by threatening 
franchise cancellation. 

* * * 
SX Offering any items for sale 
to a dealer as part of negotia- 
tions for a new or renewed fran- 
chise. 

7. Refusing to let the dealer 
choose the type of transportation 
in getting new vehicles. 

8. Signing up a dealer who does 
not have adequate service facilities. 

Dealers are barred from doing 
the following: 

1. Requiring a vehicle purchaser 
to take unwanted options, 

2. Selling a demonstrator as 
new and unused. 

3. Selling a new vehicle without 
@ warranty. 

4. Operating without an “estab- 
lished place of business.” 

5. Using “false or misleading” ad- 


vertising. 
A POINT raised by Ford in its 
opposition to the law was the 
all-dealer nature of the Motor Ve- 
hicle Commission, Tennessee’s gov- 
ernor selects a new-car or used-car 
dealer of five years’ experience 
from each of the state’s nine Con- 
gressional districts. 

In addition to being denied li- 
censes under the law, factory or 
dealer violators may be fined $500 
or imprisoned for six months. 

Cocke County Motor Co, had 
asked the Commission to rescind 
Ford’s license to sell cars to Ten- 
nessee dealers, but this was not 
done and is not expected to be. 

No punitive action against Ford 
is likely to be invoked until the 
Tennessee Supreme Court gets back 
official notice of the U. S. Supreme 
Court’s dismissal of Ford’s appeal. 

Then the Motor Vehicle Commis- 
sion finally will get a chance to try 
the Newport case on its merits, if 
Ford still wants to cancel Cocke 
County Motor Co. 


* ed 








Safety Tour Ends— 


West and East Coast “Prestone" safety 
barnstorming teams, both driving Rambler 
Americans, meet in Kenosha for a home- 
coming celebration as the cars returned to 
the city of their manufacture. 








Motorola was dedicated to the 
advancement of car radio back when 
wind wings baffled the breeze 


Remember? They deflected the wind and kept 
it and the dirt from biting your face when you 
were “going like sixty.” 

Motoring was fun! And refinements in cars 
and roads were making it even more so. And 


Motorola’s new dynamic speaker (first of its 
kind for car radio) brought a world of differ- 
ence to entertainment en route. 

Best yet, the refinements keep right on 
coming. From you and Motorola. 


SGMOTOROLA 
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Ohio Unit Chartered 
By Salesmen’s Guild 


By Francis J. Gawronski 
Staff Writer 


OUGH unsuccessful in its ef- 
forts to organize new and used- 
car salesmen in the Detroit area, 
the Salesmen’s Guild of America 
has turned its sights on salesmen 
in Ohio. 

The guild, a Detroit-based, inde- 
pendent union, has 
granted a charter to 
a group of Cleveland 
salesmen, who will 
spearhead the cam- 
paign to sign up 
more than 10,000 salesmen register- 
ed in Ohio. 

The guild was organized last 
June and is one of two unions woo- 
ing some 3,000 salesmen in the De- 
troit area. The other union is Team- 
sters Local 376. The drives by both 
unions are on the verge of collaps- 


LABOR 
FRONT 


new union, to be known as 
Chapter 1 of Ohio, Salesmen’s 
Guild of America, has selected its 
officers and hag named an organiz- 
ing committee with men in key 


, and chavies Tarkanian, 


seunateny. 

According to Rene DeLorme, 
president of the guild’s national of- 
fice, the Ohio campaign will be di- 
rected from Detroit. 

“The salesmen will do the foot- 
work and we will do all the plan- 
ning,” DeLorme said. “We have 
gained a lot of experience in the 
Detroit drive and hope to use it to 
put over the campaign in Ohio.” 

The Ohio drive will get under 
way this week when the guild 
mails a letter to every salesmen in 
the state, according to DeLorme. 

* J * 
vos letter will outline the guild’s 
plans and objectives. It also 
will ask the salesmen to fill out an 
application card and pay an ap- 
plication fee of $25, Total initiation 
fee has been set at $100, 

DeLorme said the course of the 
campaign will depend on the in- 
itial response to the letter. 

“The response will give us an in- 
dication where to concentrate our 
organizing efforts and where to 
make personal contacts,” he said. 

“If they sign the application 
cards and pay the application fee, 
we will know that they are inter- 
ested and we won’t worry about 
losing elections,’ DeLorme said. “If 
they don’t pay the fee, they won't 
be organized.” 

R. Earl Burrows, secretary-man- 
ager of the Cleveland Automobile 


Pure Oil Revises 
Rules for Daytona 


Economy Trials 


DETROIT.—Pure Oil Co, has re- 
vised its 1961 Economy Trials to 
conform more closely to actual 
driving conditions and to obtain 
more realistic mileage figures, ac- 
cording to Harry L. Moir, retail 
marketing vice-president. 

The '61 trials, which will be held 
at the Daytona International Speed- 
way, Daytona Beach, Fla., Feb. 14- 
16, will be run at an overall speed 
of 40 miles per hour instead of the 
25 run in last year’s event. 

Addressing a gathering of auto- 
mobile leaders and newsmen, Moir 
said that the public was entitled to 
a more realistic mileage figure than 
the 51 miles per gallon achieved by 
the winning car last February. 

Bill France, president of both the 
National Assn. for Stock Car Auto 
Racing and the Daytona Speedway, 
announced that Daytona’s 13th an- 
nual Speed Weeks program has 
been expanded to include practical- 
ly a full month of action. 

The program opens on Feb. 1 
with practice for the national 
Sports Car Club of American cham- 
pionship races to be held Feb, 4-5, 
followed by the Pure Oil trials, It 
winds up with the third annual 
“Daytona 500” NASCAR Grand Na- 
tional Classic Feb. 26. 


Dealers Assn., said association 


members feel that there is no place | | 


in the union for salesmen, 
* * * . 
— salesman is an agent of the 
dealer and can’t divide his 
loyalty,” Burrows said. 

“The measure of a salesman’s 
success is not determined by time 
alone, A production man can put 
in a certain amount of time and 
show a certain amount of re- 
sults,” he pointed out. “Nothing 
can be done by the union for the 
poorly equipped salesman.” 
Burrows said “standards by large 

are good for salesmen” in the 
Cleveland area. 

“A few years ago, most dealers 
set up two standards for salesmen,” 
Burrows explained, “One standard 
created a certain minimum for 
every car sold and the other estab- 
lished a monthly minimum. These 
standards have been pretty much 
sustained.” 

Meanwhile, the campaigns by the 
guild and Teamsters to recruit 
Detroit-area salesmen are on the 
verge of collapsing. 

” * * 

es guild has filed 31 petitions 

with the National Labor Rela- 
tions Board seeking representation 
elections among the salesmen. To 
date, the guild has lost six of eight 
elections and has withdrawn from 
a ninth election. 

The outlook for the Teamsters’ 
campaign is even darker. 

The big union has been rejected 
in 14 straight representation elec- 
tions conducted by the NLRB. 
Some dealers are predicting that 
the union will be defeated in all of 
the 71 elections it has petitioned 
the NLRB to conduct. 

Salesmen at Jim Davis Chevrolet, 
Inc.. Wayne, Mich., rejected the 
Teamsters ag their bargaining 
agent by a vote of 11-to-1. At Mor- 
ris Buick Co., Detroit, the vote was 
8-to-1 against the union. 

Salesmen at Fischer Buick, Inc., 
Birmingham, Mich., voted 5-to-0 
against the Teamsters, while the 
vote at Art Grissom Buick Co., Cen- 
ter Line, Mich., was 6-to-3. The 
guild also was on the ballot at 
Grissom, but failed to get a vote. 

At Holbrook Buick Co., Inc., 
Dearborn, the vote was 4-to-2 
against the union, while the vote 
at Suburban Motors Co., Inc, (Olds- 
mobile), Birmingham, was 6-to-2 
for rejection. Salesmen at Kra- 
jenke Buick Sales, Inc., Ham- 
tramck, Mich., voted 9-to-0 "against 
the Teamsters. 

Teamsters Local 376 also was re- 
jected by. salesmen at the following 
Detroit dealerships: 

Jefferson Chevrolet Co., 13-to-1; 
Evans Lincoln-Mercury, Inc., 8-to- 
5; Hanley Dawson Chevrolet, Inc., 
21-to-1; O’Green Ford, Inc., 8-to-0; 
Kessler Buick, Inc., 8-to-2, and 
Stark Hickey, Inc. (Ford), 13-to-8. 

Salesmen at Superior Motor Sales, 
Ine. (Ford), in Southgate, Mich., 
also voted 8-to-1 against represen- 
tation by the Teamsters local. 

+ + * 
Or THE factory front, Ford 

Motor Co, and General Motors 

rejected a proposal by Walter Reu- 
ther, United Auto Workers presi- 
dent, for a series of conferences be- 
tween labor and auto industry man- 
agement. 

Reuther had asked that such 
conferences be set up in letters to 

(Continued on Page 51, Col. 3) 


Late Report... 


Japanese Don Italian Dress— 


~e 
y 





Among the sleekest of the sleek at the Turin Automobile Show were these Japanese- 


built Fuji Prince Skyline convertibles with 
Rambler American. 


Italian bodies. Grille is reminiscent of the 





Peak Turnout of 700,000 
Seen for Chicago Show 


DETROIT.—The 53rd annual Chi- 


to be a challenging second in the 


cago Automobile Show Feb. 18-26; nation. 


will occupy a new $35 million arena 
with a record-shattering attendance 
goal of between 700,000 and 750,000. 

The goal was announced here last 
week at the annual inter-city lunch- 
eon. Officers and directors of the 
Show-sponsoring Chicago Automo- 
bile Trade Assn. were hosts to rep- 
resentatives of auto manufacturers, 
newspapers and advertising agen- 
cies. Nearly 200 attended. 

Don C, Mullery, chairman of 
the executive show committee, 
pointed out that the Chicago 
event has been held more times 
than any other in the world. He 
also voiced optimism for the 1961 
renewal in McCormick Place, 
Chicago’s new exposition center 
on Lake Michigan. He said: 
“Our objective is a 50 percent 

increase over last year’s 512,156, or 
a total of between 700,000 and 750,- 
000. McCormick Place will provide 
a beautiful setting for the more 
than 400 new cars, both domestic 
and foreign, and trucks that will 
be displayed in one vast area of 
300,000 square feet. 

“The 5,000-seat theatre adjoining 
the exhibit area is expected to be 
ready for use in late January so 
the Chicago Automobile Show will 
formally dedicate this feature of 
the new exposition center.” 

Maxwell S. Evans, president of 
CATA, praised the National Auto- 
mobile Show in Detroit’s new Cobo 
Hall in October and added: 


“We have always felt the success 
of Auto Shows elsewhere is good 
for the Chicago Show, too. With 
the alltime record breaking attend- 
ance (nearly 1,500,000) of the first 
National ever held in Detroit, we 
will be happy to attract enough 
hundreds of thousands in Chicago 





$150,000 Fire at Becker 


LAFAYETTE, Ind.—Becker Auto 
Sales, Inc, (Rambler), suffered a 
$150,000 fire loss when a cement 
block building and about 13 auto- 
mobiles inside were destroyed. A 
heavy wind intensified the flames 
and increased the damage. Edward 
R. Becker, owner, said about half 
of the loss was covered by insur- 
ance. He plans to rebuild. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $11 last week to $1,082, according to Automotive News’ 
index. 

For the first time in four weeks, every model on the index 


shared in the setback, with “middle aged” pieces hurt most. Losses 
amounted to $22 on ’58s, $20 on '59s, $11 on '57s, $11 on 61s, $10 
on ’54s, $9 on ’56s, $5 on ’60s and $3 on "55s. 

The adjusted prices on 58s, ’57s, ’55s and ’54s represented new 


lows for those models. 


At a group of representative auctions last week, the sales ratio 
averaged 61.8 percent, compared with 61.3 percent the previous 


week. 


Auction reports begin on Page 38. 





“The Chicago Show takes 
greatest pride in the consistency 
of presentation and the high level 
of attendance maintained year 
after year. It is a matter of great 
satisfaction to be so firmly estab- 
lished that our Show has pre- 
vailed against periods of bad 
weather and counter attractions. 
The Chicago Show is a widely 
accepted annual civic fixture.” 
Edward L. Cleary, Show manager 

and CATA executive vice-president, 
predicted it would again be a top 
selling medium: 

“Our dates are about four months 
after the National Show and the 
fall new model announcements, We 
will be in a position to renew the 
wave of enthusiasm created in 
October, and with emphasis on our 
theme that ‘the car is the star,’ we 
are certain the 1961 Chicago Show 
will generate new interest. 

“The manufacturers have assured 
us they will send all of their exhi- 
bits that made the National Show 
so memorable and glamorous an 
event. Some have contracted for 
extra space in Chicago and have 
indicated their displays will be aug- 
mented to provide additional in- 
stances of showmanship.” 

The first Chicago Show was held 
in 1901 and it has been presented 
annually since, except from 1941- 
1949, inclusive, the period of World 
War II and aftermath. CATA, with 
a membership of 400 new-car deal- 
ers in Cook County, has been sole 
sponsor since 1935 and the 1961 
Show will be the 19th under its 
auspices, including two in 1935. 


Gabriel Shocks 
To Be Produced 


In Canada 


TORONTO. — Automotive shock 
absorbers, formerly imported from 
the United States, are now being 
manufactured in a new $500,000 
plant here. 

This plant, which has an initial 
daily output of 2,500 units, is oper- 
ated by Gabriel of Canada, Ltd., a 
new Canadian company jointly 
owned by Van Der Hout Associates, 
Ltd., Toronto, and Gabriel Co., 
Cleveland. Van Der Hout has been 
the Canadian distributor for Ameri- 
can-made Gabriel shocks. 

J. B. Van Der Hout, Gabriel of 
Canada president, said the plant’s 
opening was consistent with the 
Canadian Government’s policy of 
encouraging American exporters to 
the Canadian market to provide 
manufacturing facilities in Canada. 

Altogether, four lines of shocks 
will be manufactured in the 33,000- 
square-foot plant. These, under the 
names Gabriel, Briggs, Golden 
Glide and Hercules, will be gold 
across Canada. 

The new manufacturing facilities 
incorporate up-to-date automatic 
and electronic machinery, and it is 
intended to build production to- 
wards a daily output of 5,000 units. 
The plant will eventually employ 
about 100 persons. 


Code of Ad Ethies 
...|Adopted by Miami 


Assn. Manager, City 
To Share Policing 


MIAMI.—For years Florida has 
had a statute which makes it a 


.| punishable offense to advertise any- 


thing for sale which contains any 
statement that is deceptive, mis- 
leading or untrue. Because the 
language in these laws is so gen- 
eral, their enforcement has been 
practically dormant. 

Although automobile advertising 
has probably been no more at fault 
than other ’ aerion of advertis- 
ing, motor car dealers seem to bear 
the brunt of criticism. 

Recently, Richard Gerstein, Dade 
County state’s attorney suggested 
that the Miami Auto Dealers Assn. 
draw up a code of ethics to be 
applied to new and used-car ad- 
vertising. John Sheehan, president 
of MADA, and Gene Manager 
O. C. Farnsworth, worked with 
Eugene P, Spellman, assistant 
state’s attorney and with the as- 
sociation’s board of directors to 
write such a code, 

This has been done and at the 
monthly meeting of the associa- 
tion Nov. 15, the code was adopt- 
ed. Farnsworth is now faced with 
the task of handling complaints 
and monitoring all forms of ad- 
vertising. Gerstein has promised 
full cooperation in whatever en- 
forcement proceedings are neces- 
sary. 

Text of the code follows: 

1. ACCURACY, 

(a) All new and used-car adver- 
tising shall be accurate and truth- 
ful in every respect and free from 
any misuse of wording, illustra- 
tions, typographical arrangements, 
omission of vital information, etc., 
that might mislead or deceive any 
reader. (A Florida statute and a 
City of Miami ordinance make it a 
punishable offense to advertise any- 
thing for sale which contains any 
statement that is deceptive, mis- 
leading or untrue.) 

A classified advertisement offer- 
ing a single car for sale may omit 
the name and address, but should 
oe “Dealer” and telephone num- 

er. 

All cars advertised for sale shall 
be accurately described in copy as 
to year, model and type. 

(b) If a price quoted in an ad- 
vertisement as an offer for a used 
car of a certain year and make 
to be traded in on the purchase of 
@ new car, is dependent upon the 
model or condition of the car, 
that fact shall be plainly and 
prominently stated in conjunction 
with the price offered. 

2. AVAILABILITY AND CONDI- 
TION. 

(a) ADVERTISED PRICE OF 
NEW CAR. 

Advertised new car shall be in 
possession of the franchised dealer 
at the address given in the copy, 
at the time the advertising appears 
unless otherwise stated and shall 
be willingly sold at the price ad- 
vertised. The ad should state the 
number of cars available and/or 
that it applies to cars in stock only. 

(b) Advertised used cars shall be 
in possession of the dealer at the 
(Continued on Page 52, Col. 2) 





A Canadian First— 


The first Gabriel shock absorber manu- 
factured in Canada is examined as it 
comes off the line by Edward Noonan, left, 
general manager, Gabriel of Canada, Tor- 
ento, and Ivar Samuelson, international 
Division, Gabriel Co., Cleveland. 











Rambler Dealers Sell America’s 
Lowest-Priced Compact Cars! 





| LOOK AT THE RAMBLER AMERICAN PRICE ADVANTAGE’... 


America’s Lowest-Priced 2-Door Sedan 


PRICE ADVANTAGE AT LEAST 


1961 
RAMBLER 567° 
AMERICAN ieee 
Deluxe 2-Door Sedan 


America’s Lowest-Priced 4-Door Sedan 


1 9 6 1 PRICE ADVANTAGE AT LEAST 
RAMBLER § oo 
AMERICAN — 
Deluxe 4-Door Sedan 


America’s Lowest-Priced 2-Door Station Wagon 


PRICE ADVANTAGE AT LEAST 
1961 


RAMBLER ST 4. B00 


AMERICAN 
Comparable 4-Door Deluxe Station Wagon Price Advantage is $137.00 














Deluxe 2-Door Station Wagon 








Coming Soon! America’s Lowest-Priced Convertible 


PRICE ADVANTAGE AT LEAST 


1961 
AMERICAN aaneumaaes 
Custom Convertible 





Lowest Prices « Highest Quality « Widest Choice of Models to Suit the Needs of Every New Car Buyer... 


The Rambler Franchise Offers an Outstanding Opportunity for the Volume-Minded, Profit-Minded Dealer! 


tors Sales Corporation 


e rican 
Car Market .. . There Are Still a Few Detroit 32, Michigan 
Sear aca ae Rembler Oe ilan, Sisdeniead tae’: 


Franchises Available in Select Markets .. . page's ve ge ond iy Tauihty ie bea held lethe 
confidence. 


We Have the Product for the Exploding Compact Director of Dealer Development 


YOU Have The Opportunity! Pe a ea 


ountiien tins Franchises Also Available in Can vsrvedle ge. yey emtar sein ois ri 
In Canada, Write to: American Motors (Canada) Lid., Brampten, Onta 
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Four-Seater Arrives in May... 





$1,050 Toyopet Nears Market 


By Stuart Griffin 
Staff Correspondent 


TOKYO.—Toyota Motor Co. has 
announced that its “people’s car” 
would be placed on sale from next 
May at about $1,050. The two-door 
midget vehicle able to seat four 
passengers has already been on dis- 
play at the annual fall Japanese 
Automobile Show. 

The car is equipped with a power 
plant mounted on the rear that 
consists of two four-cycle, hori- 
zontally opposed air-cooled engines. 
This is the first time that such an 
engine has been used by the Japa- 
nese automotive industry. 

Overall displacement of this 
engine is 698 cubic centimeters 
and it is able to develop approxi- 
mately 30 horsepower, The new 
vehicle’s maximum speed will be 
roughly 100 kilometers per hour. 

Meanwhile the New Mitsubishi 


Braden Expects 
More Demand for 


Sports-Type Cars 


By Ed Brown 
Staff Correspondent 


NEW YORK. — Increased public 
demand for sports-type cars was 
foreseen by E. M. Braden, general 
sales manager of Chrysler Division, 
at a preview of 
the 300G here. 

The 300G was 
introduced here 
with a’demon- 
stration of its ca- 
pabilities by Bob 
Grossman and 
Max Goldman, 
racing drivers. 

At high speeds, 
Grossman and 
Goldman tore 
down the West- 
bury (L. I.) track in a demonstra- 
tion of the ’61 Chrysler sports car’s 
abilities. At one point Grossman in 
the lead car was weaving back and 
forth across the track at high 
speeds with Goldman hard on his 
tail in a straight line run, 

At another point Grossman and 
Goldman dragged their cars, one a 
straight stick, the other an auto- 
matic transmission, from 0 to 85 
and from 85 to 0 down a straight 
track, The automatic transmission 
won. 

“Our principal business is to build 
family cars, but we find there are 
an increasing number of persons, 
mostly business and professional 
men, Who want something more 
than a family car,” Braden said. 
“They like motoring for the fun of 
it, they want something extra for 
their personal transportation and 
they are willing to pay for it.” 

Braden said that rather than see 
all of this business going to im- 
ports, Chrysler will continue to 
build full-size, high performance 
cars with exceptional roadability, 
distinctive interiors and all-around 

(Continued on Page 53, Col, 1) 





Coming Dec. 12— 








Heavy Industry Co., Ltd., similarly 
announced that two models of what 
the concern calls “minicars,” 
mounted with a 360-cubic-centi- 
meter engine apiece, would be 
placed on sale. They have also been 
on display at this year’s Toyko 
motor show. 
* ok + 


NSU Contract Inked 


TECHNICAL assistance con- 

tract for the manufacture of 
the revolutionary NSU rotary in- 
ternal combustion engine for auto- 
mobiles has been initialled between 
Toyo Kogyo Co., Ltd., of Hiroshima 
Prefecture, Japan, and NSU Co, of 
West Germany. 

The new rotary engine is said to 
be smaller in size than the conven- 
tional automobile engine but has 
more horsepower. Its fuel consump- 
tion is reported to be 70 percent 
that of the orthodox engine, too. 

Tsuneji Matsuda, president of 
Toyo Kogyo Co., during his recent 
visit to Western Europe and the 
United States, visited the West 
German company and signed the 
contract that now enables his en- 
terprise to start production of the 
rotary-type engines within 1% 
years. 

& * * 


°61 Datsun Bows 


ISSAN MOTOR CO. has an- 
nounced its new ’61 model in 
the Datsun series. 

The Bluebird sedan will have a 
55-horsepower engine (the highest 
for compact cars in this country) 
or 45 horsepower, and will adopt 
full synchromesh transmission, also 
for the first time in Japan. The 
Bluebird model will therefore 
possess greater power in accelera- 
tion, slope climbing and yet will 
consume less fuel, 


Datsun trucks, pickups, and | 


light vans will also have been 
powered with 55 horsepower and 
with the application of torsion 
springs, they will now have many 
features as commercial vehicles. 


Prices, generally speaking, have 
been left unchanged, Nissan said. 

The Datsun Cablight’s body style 
has been remodeled and with the 
application of remote control gear- 
shift, the efficiency of the car has 


been improved. 
a * 


Record Output 


OYOTA has turned out a record 
13,343 cars a month, This was 
318 more vehicles than its previ- 
ously established record of 13,025. 
Specifically, the production of the 
new Corona and Tiara models ele- 
vated the total number of cars 
manufactured to 2,807 above the 
latest official figure for August. 
Completion and partial opera- 
tion of the machinery plant at 
Toyota’s Motomachi facilities was 
chiefly held responsible for the 
advance in both the production 
and the delivery abroad of cars. 
The Motomachi factory is 
equipped with complete assembly 
line facilities for assemblying, 
painting, machinery and pressing. 
The machinery plant itself occupies 


Spotlight on Imports 


Results of a searching study of the multimillion-dollar im- 


ported-car market will be depicted in a special issue of Automo- 


tive News, coming Dec. 12. 


All those who have a stake in this market will want to see: 


A straightforward look at the imports’ future. 


Blueprints of success, drawn up by outstanding dealers. 


Ammunition for fighting 1961's competitive battles. 


A complete package of statistical analyses and reference 


material, unavailable elsewhere. 














a total space of 20,000 square me- 
ters. It will shortly be placed in 


full-scale operation. 
oe * * 


Financing Debut 


IPPON Kangyo (Industrial) 

Bank will be the first financial 
institution to finance buyers of au- 
tomobiles, the Renault and the do- 
mestic Mitsubishi 500 model being 
the objects of the bank’s initial fi- 
nancing schemes. 

Nippon Kangyo was negotiat- 
ing with Hino Motors and Mitsu- 
bishi Heavy Industries for the 
financing of their products, If 
one wants to buy the French au- 
tomobile, he will get it when he 
deposits about 150,000 yen (at of- 
ficial rate of exchange of 360 yen 
to $1 U. S.) with the bank, 

In the case of the Mitsubishi 500, 
the deposit will be approximately 
100,000 yen, or about $278. The re- 
mainder of the sum is to be paid by 
monthly installments within a two- 
year period. 





Prize for the Winner— 


Thurlow Sennholtz, right, president, Zion 
Auto Parts, Inc., Zion, Ill., displays a win- 
ner's smile as he receives his check cov- 
ering expenses for a round-trip fare for 
two to the Automotive Service Industry 
Assn.'s 1961 convention in Los Angeles 
from J. L. Wiggins, the association's act- 
ing executive secretary. The check repre- 
sents the award for submitting the winning 
convention slogan, Design for Dividends, 
which won out over hundreds of entries 
submitted by members. 


Dann Amends Chrysler Suit 
To Add New Charges 


WILMINGTON, Del. — Chrysler 
Corp.’s antimanagement forces last 
week amended one of their suits 
against the company, adding six 
individuals and 12 companies to the 
already lengthy list of defendants. 

The group is that headed by Sol 
A. Dann, Detroit lawyer, who has 
been the chief critic of Chrysler 
management. The suit asks that a 
receiver be appointed to oversee 
Chrysler operations and makes 
broad charges of misconduct. 

Biggest name among those ad- 
ded to the list of individual de- 
fendants is Sam Keller jr., neph- 
ew of K. T. Keller, former head 
of Chrysler. A number of other 
Kellers had already been named 
as defendants. 

The biggest names among those 
companies added to the list of de- 
fendants were Electric Autolite and 
Yale and Towne Mfg. Co. 

Chrysler issued a_ statement 


Dealers Exchange 
Ideas on Profits 
At Neb. Meetings 


LINCOLN, Neb.—Profit ideas are 
being exchanged at a series of five 
statewide meetings for dealers and 
their new and used-car managers, 
according to A. C. Borror, president 
of the Nebraska New Car Dealers 
Assn. 

The first meeting was held last 
week at the Scottsbluff Country 
Club in Scottsbluff. All of the ses- 
sions are being sponsored by the 
NNCDA. 

Other meetings are: 

Nov. 28, Sheraton Fontenelle 
Hotel, Omaha; Nov. 29, Madison 
Hotel, Norfolk; Dec. 7, Pawnee 
Hotel, North Platte, and Dec. 8, 
Yancey Hotel, Grand Island. 

“None of us are ever too told 
to learn more about our business,” 
said Borror in announcing the meet- 
ings. 
edge through the exchange of ideas 


with other dealers, we can estab- is 


lish these profit ideas in our own 
dealership with a definite plan and 
then put the plan to work.” 





Dealer, Salesman Face 


Theft Charge in Auto Deal 

FAIRFIELD, Calif.—Walter Han- 
sel, Vacaville (Calif.) auto dealer 
and Dale L. Jones, salesman for his 
company, were arrested by sheriff's 
deputies and booked in Solano 
County Jail on grand theft charges. 
Both were freed on their own re- 
cognizance. 

Ruth Reed, Fairfield high school 
teacher, signed the complaint. She 
alleged she bought a car from the 
firm in February and was to have 
been allowed $600 for the car she 
traded in. She claims she received 
no credit on the purchase price of 
the new car and was charged $65 as 
the salesman’s commission on the 
sale of the car. 





“As we gain added knowl-| ' 


which said that Dann’s charges had 
been “reckless and irresponsible” in 
the past and charging that “appar- 
ently” many of the charges in the 
current amendment are of the same 
character. The company noted that 
the law firm of Thomas E, Dewey, 
former New York governor, had 
concluded that some of Dann’s pre- 
vious charges were without founda- 
tion after an investigation this 
summer. 


Some of the new charges made 
by the Dann group were: 

That a company was set up by 
the K. T. Keller family to receive 
a commission of Chryaler purchas- 
es. Chrysler's present president, 
L. L. Colbert, was said to have 
shared in the arrangement. 

That Electric Autolite obtained 
Chrysler business at uncompeti- 
tive prices and provided inferior 
equipment. Keller, Colbert or 
their wives were said to have 
profited from the arrangement. 

That orders were diverted from 

other suppliers to Yale and Towne, 
when K. T. Keller’s brother, Sam, 
and nephew, Sam jr., served as 
Yale and Towne representatives. 
(The elder Sam Keller is stil] with 
Yale and Towne and has emphati- 
cally denied any wrongdoing on 
business with Chrysler). 

That “this tribute to the Keller 
family” continues because K. T. 
Keller picked Colbert as his suc- 
cessor “in order to retain control 
over Chrysler.” 

That Chrysler dealers are com- 
pelled to buy $400 to $500 worth of 
tools from Miller Mfg. Co, each 
year “at about twice the amount 


which such tools would cost on the 
open and competitive market.” 





‘Public Holds Key 


To Style—Walker 


Ford Aide Notes 
Swing from Bigness 


By Allan Heim 
Stafi Correspondent 


CINCINNATI.—Styling is deter- 
mined by the public with just a 
slight assist from the automakers, 
says George W. Walker, styling 
vice-president for: Ford. 

“We don’t push them, we just 
kind of lead them,” Walker said 
in an interview here, He addressed 
a group of students in the College 
of Applied Science at the Univer- 
sity of Cincinnati. 

Walker pointed out a couple of 
cases where the public showed it 
couldn’t be pushed. 

“The public stamped its feet 
when the ‘pregnant Buick’ came 
out in 1927 and said no later on 
to the Chrysler Airflow,” he said. 


Walker pointed out that the 
length of the Lincoln wag cut this 
year “because the country is pulling 
in its horns a bit.” 

An indication that cars won’t get 
any longer for some time, says 
Walker, is that the average home 
has an 8-by-19-foot garage. 

“You won’t find many people 
who'll tear down a garage to get 
a car in,” he said. 

Walker, who now is sketching up 
’63 and '64 Ford models, says his 
firm is pitching more and more to 
the woman. 

“This is especially true when it 
comes to the interior,’ he said. 
“Fabrics used to be dull and now 
they are the shades you would find 
in a woman’s living room.” 

The husky, dapper Walker, who 
was a professional football player 
before becoming an artist and then 
a stylist, said the automaker's 
profit is made on the designing 
board and at the distribution cen- 
ter. 

“Since materials and labor cost 
all of us the same price, design 
and distribution are the only 
areas where you can cash in and 
make a profit,” said Walker. 

But Walker emphasized that 
large-scale design piracy goes on 
between the automakers and that 
“everybody hits the trend about 
the same time.” 

“We know what General Motors 
is doing and they know what we 
are doing,” said Walker, “even 
though there is maximum security.” 

What about the car of the fu- 
ture? 

Walker said he wouldn’t guess 
what the cars of 10 years from 
now will look like. 

“Tll say this, though, they’ll be 
determined by evolution not revo- 
lution,” Walker added. 


Socorro Drops Franchises 

DATIL, N. M.—Socorro Motor Co. 
has given up its Buick, Pontiac, 
GMC and Willys Jeep franchises, 
according to R. L. Gibson, general 
manager. He said the firm will con- 
tinue to service cars and trucks 
and operate a used-car business. 





French Dealers Visit NADA Officials— 


Six Citroen dealers from France stopped at the Washington headquarters of the 
National Automobile Dealers Assn. on their two-week tour of the United States. Shown, 
left to right, are Guy van den Broek, service director, International Study Groups, 
Assn. of Small Businessmen, Paris; Henri Bouculat, Colmar; Henry Duluc, Perigueux; 
Jules Jean Tomine, Rennes; William C. Hamilton, director, NADA membership activities; 
Rene Pichard, Tours; Emile Gaston le Pinniec, Colman, and Pierre Albert Lauvergnat, 


Chatteauroux. 








y For bumpers that can take it, car buyers 


Tr count on steel. Millions of drivers park by ear, and that’s 
one reason bumpers are made of steel to absorb impact. Rugged 





steel does the job best. Steel gives the bumper designer strength 
for deflection without permanent deformation, and formability that 
ter- permits him to create stylish designs. 





of the special steels used for bumpers and other parts that must 

take punishment and stay good looking. The public prefers steel in 

automobiles, as shown by continuing surveys conducted by Alfred 

, | Politz, Inc. The surveys show that car buyers look to steel for 
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-n Steel’s strength keeps bumpers in shape. Steel’s surface holds 
g plating tightly, keeps bumpers bright and new-looking longer. Steel 
‘ bumpers have high resistance to scuffs and scrapes, and high 
; “ding” resistance. 
i 
- Strong bumper steels are among the more than 160 types and grades 
it of steel used in the new cars, each selected to do the most depend- 
it 
able, most economical job. Tell your customers about the durability 


strength, dependability and quality. We’re strengthening the pub- 
| lic’s preference for steel even more with a big national advertising 
. campaign in magazines, billboards and network television. Make 
this preference for steel in automobiles work for you. 


Sell it sells for you 
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11. Fair and equitable contracts between manufacturers and dealers in 


vehicles, parts and ot 
{ 2. Every dollar of auto exc’ oll taxes, collected by states 


gasoline and 
and U. S. governments, apeiied to peeling and maintenance of highways; 


7 3. the precepts of individual freedom, which made the U. S. A. 
— ne ome gave bh citizens more of the better things of life than anywhere 
se . 


Capsule Comment 


A pretax profit of 1.4 percent of sales was recorded by 
the typical new-car dealer during the first nine months of 
1960, according to NADA calculations. 

While this figure is slightly below a year ago, NADA 
noted that fewer dealers operated in the red during the 
first nine months of 1960. 


Dealers’ service and parts business in October showed 
a 4A percent increase over September, as 32 percent of 
the shops prepared to buy new equipment to meet rising 
demand 
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The new 12-12 warranties should be a big boon. 


Sighting a bright Sa in the v. S., British auto makers 
say they “will fight harder to keep our feet on the ground 
in America.” 

Planned are more parts depots, increased advertising 
and more distribution outlets. 

Following the huge success of Detroit’s first National Auto 
Show, attendance has shown a marked rise at shows in Phil- 
adelphia, Los Angeles, Denver and Knoxville. 

No doubt about it, people are interested in the ’61 mod- 
els. Now to sell them, at a profit. 


More than enough money will be available to finance 
ear purchases in 1961, reports C. L. Landen, chairman of 
American Finance Conference’ 8 legislative committee. 

With the upsurge of compacts sales, 10 percent less 
money will be needed to do the job, he estimated. 

* * * 


Byron C. Nichols, Dodge’s new general manager, declares 
that “the only way we can increase our sales is to increase 
the sales and profits of our dealers.” 

“Misleading ads hurt everybody,” Nichols says. “In 
the short run, they hurt other dealers in the area; in the 
long run, they catch up with the dealer who places them.” 
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Coming 
Events 


%& Enprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
Jan. oh meme ol f° indent Auto- 
— Dealers . iden Roc Hotei, 
iami 


Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco. 
March 13-14—Louisiana Automobile Deal- 


ers Assn., Roosevelt Hotel, New Or- 
leans. 
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* * * 


Auto Shows 
Nov. 25-Dec, 3—Indianapolis Auto 
Indiana State Fairgrounds, inilenemte: 


Dec. 2-1I—A. Harris Oak Cliff Auto Show, 
ores Oak Cliff Shopping Center, 
allas 


Dec. 7-11—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 

Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 


Jan. 3 Se Fort Worth Auto Show, Fort 












Letterhox 
‘Rail Inroads 


Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, Cc. 


Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 1422-—-Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 


*& Jan. 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 


Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditoridm, Birmingham, Ala. 


Jan. 28-Feb. 4—Rochester Auto Show, Wer 
Memorial Exhibit Hall, Rochester, 'N. 
Feb. 2-l1—Amsterdam Auto Show, a 

sterdam, The Netherlands. 


Feb. 3-8—International Foreign & Sports 
aor Show, Dinner Key Auditorium, 
iami. 


Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


%& Feb. 22-26— Eleventh annual National 
Autorama, Connecticut State Armory, 
Hartford. 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 


¥& April 
Auto ‘ 
Philadelphia. 
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Piggyback Problem 


Regarding your Nov. 7 issue, the 
Piggyback picture on Page 45 
should have been printed adjacent 
to the “Problems of a Truck Driv- 
er” dissertation on Page 27 to point 
up the impact of the piggyback 
train on the trucking industry, 

It is reasonable to expect that 
half of our highway truck revenue 
may be lost to the railroads under 
present conditions of operating 
costs. 

Highway rolling stock, jobs, serv- 
icing facilities and profits are 
roughly proportional to revenue 
earned. Considering the large in- 
dustry segment devoted to highway 
trucking, this loss of revenue can 
only mean a proportional loss of 
new truck sales and service, the 
associated profits and jobs. 


The long haul fleets may dis- 
appear entirely due to the now 
moderate break-even operating 
range concept. This range cannot 
exceed the distance between any 
two points which the railroads 
can connect by a minimum of one 
piggyback train every day or two. 
That represents the cream of the 
business the highway hauler once 
had. 

A fleet owner losing business to 
the railroads probably won’t suffer 
too much as far as his trailers are 
concerned, as they will become the 


The Big Stories 


35 Years Ago—1925 

Cadillac Motor Co. inaugurated a plan for recruiting its salesmen 
force from college graduates. This policy was carried out in coopera- 
tion with Cadillac distributors and dealers. 


20 Years Ago—1940 


Dealers were in favor of the setting up of a reserve for dealers by 
the factories, namely, the withholding of a certain amount on each 
new car, the lump sum to be paid to the dealer at the end of the 


contract year. 
10 Years Ago—1950 


Chrysler Corp. and the independents won out in their battle against 
advantageous freight rates enjoyed by Ford Motor Co. and General 
Motors Corp. Ten years of complaints were climaxed by issuance of 
an Interstate Commerce Commission order narrowing the differential 
in rates between the GM and Ford assembly plants and the concen- 
trated plants of the other firms. 



















15-23—Philadelphia International 
rade & nvention Center, 













General 


Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 
cago. 


Dec. 9-I1—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 


Jan. 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 


Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 


Jan. 28-Feb. 5—General Motors Motor- 
ome, Pan Pacific Auditorium, Los An- 
geles. 


Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 
















"It's all right, Smith, | was just thinking of all the 
two-car garages with one car in them." 


This is an open forum for the discussion of any subject of interest to our 

readers, and your letters are welcomed. 

letters but you may sign your name with 
dress Editor, Automotive News, Detroit 7, Mich. 
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No attention is given to unsigned 
the assurance that it will not be 





mobile “containers” for rail ship- 
ment. 

But when he idles say half of his 
tractors he may be facing financial 
disaster. His tractors are probably 
financed. They cannot be stored 
economically for long periods to 
use later, and the disposal of his 
used units for a fair price may be 
next to impossible because the po- 
tential buyers will be facing or in 
the same situation. 

Used highway tractors can be- 
come a drug on the market with 
serious repercussions to the manu- 
facturers. If the railroads are real- 
ly expeditious in the construction 
of low-platform cars, loading fa- 
cilities, electronic classification 
yards, etc., the total effect on the 
highway truck industry may well 
be near catastrophic. 

Even the individual motorist can 
be affected. The highway construc- 
tion amortization costs must be dis- 
tributed over the remaining traffic. 
Should the tax policies of the 
states become even more abusive 
of trucks, the breakeven operating 
range will be reduced accordingly 
and less tax revenue can result 
from that source. 

Antiquated methods of the rail- 
roads made possible the mush- 
rooming of the truck industry in 

the last few decades, The rail- 
roads must be given credit for 
doing a real job of moderniza- 
tion. The shoe is now on the 
other foot with the truck indus- 
try being overtaken because of 
its antiquated practices, but with 
helping hand of taxation which 
railroads do not face. 

Railroads continually harp on the 
theme of the subsidization of truck 
transportation as regards highway 
cost distribution. They neglect to 
mention the wholesale subsidiza- 
tion they enjoyed beginning a cen- 
tury ago when the government with 
the “eminent domain” ruling deed- 
ed huge tracts of “right-of-way” 
lands to the railroads on what was 
practically a gift basis. The taxpay- 
er footed that bill and will appar- 
ently continue paying for it in these 
modern ways. — Henry H. Durr, 
Consulting Engineer, Detroit. 

* * * 


He Counted 
In case no other slide-rule skeptic 
commented, your correspondent 
(Continued on Page 16, Col. 1) 





AITENTION! 


CHEVROLET DEALERS! 


SAVE MORE MONEY | ON EVERY BENDIX 
MAKE MORE MONEY | RADIO YOU INSTALL IN 
A NEW 1961 CHEVROLET! 






Here’s a marvelous money-mak- 
ing opportunity to increase your 
profits on every new Chevrolet 
you sell! 


Install new DeLuxe* push-button 
radios designed and built solely 
for 1961 Chevrolets and Corvairs 
by the Bendix Corporation— 
America’s foremost manufacturer 
of car radios. 


You can add 25%—and more—to 
your net profit on each radio sale. 
Because these premium-quality 
Bendix radios will cost you at 
least 25% less than Chevrolet 
radios of comparable quality! 


You can buy from DeLuxe” at the 
lowest price in the industry— 
and each radio is completely guar- 
anteed by Bendix for a full year. 


Don’t lose profits on Chevrolet 
and Corvair radios. Write, phone, 
wire to DeLuxe* today—and get 
full information on this marvelous 
chance to sell America’s outstand- 
ing automobile radio—at bigger 
profits than you’ve ever dreamed! 


CONTACT: 


* 
otcade Automotive Products, Inc. 1313 Robinson Bidg., Phila. 2, Pa. 





Here is the smart, modern styling of the 1961 
Chevrolet car radio by Bendix that you’ll be 
selling. Each has push-button tuning, tone and 
fader control. 


Phone: LO 8-4136 





Wilthie Views... 
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Famed Auto Lawsuits 


By David J. Wilkie 

LAWSUITS ARE NO unusual ex- 
perience for the nation’s auto in- 
dustry. 

In fact, the industry exists in its 
present form be- 
cause of one of 
the longest and 
most bitterly 
fought court ac- 
tions in American 
industria] history. 

This ig stated 
for the benefit of 
those who may 
have been unduly 
impressed by the 
numerous suits 

D. J. Wilkie brought by and 
against Chrysler Corp. in recent 
months. 

Most auto makers have been de- 
fendants at one time or another in 
suits brought by retailers whose 
franchises have been cancelled or 
by individuals claiming patent in- 
fringements. There have been hun- 
dreds of these and other relatively 
minor actions over the more than 
60 years of the industry’s history. 

Fortunately, the creation of 
dealer councils and factory ap- 
peal boards to work out differ- 
ences between manufacturer and 
retailer has reduced the disputes 
that reach the lawsuit stage be- 
tween maker and merchandiser. 
It was a major patent infringe- 

ment claim in the infant days of 
the industry that brought the 
greatest of all lawsuits—the famed 
Selden patent suit. 

There were other suits of major 
significance. John F. and Horace E. 
Dodge forced Henry Ford to dis- 
tribute increased dividends to ori- 
ginal Ford company stockholders; 
Harry Ferguson’s tractor company 
sued Ford for an alleged patent in- 
fringement, and more recently the 
federal government sued to force 
the duPont interests out of Gen- 
eral Motors. 

But the Selden suit unquestion- 
ably was the most far-reaching of 
all the auto industry’s lawsuits. Mil- 
lions of words of testimony and 
millions of dollars in litigation fees 
were piled up in that action, which 
dragged through the courts from 
1903 to 1911. 

* * * 

THE SUIT WAS BASED on a 
patent granted in 1895 to George 
Baldwin Selden, an upstate New 
York lawyer with a mechanical 
bent. With the advent of scores of 
automobile companies, Selden as- 
signed the patent to the Assn. of 
Licensed Automobile Manufactur- 
ers. 

The association collected roy- 
alties from all car makers on the 
basis of licenses it issued under 
the patent. Ford Motor Co. scarce- 
ly had started operations in 1903, 
without seeking a license under 
the patent, when it was made a 
defendant in an infringement ac- 
tion. 

Ford not only refused to pay roy- 
alties to the patent holders, but 
set up a huge fund to indemnify 
car purchasers against future liti- 
gation. A 1903 Ford advertisement 
included a box with this statement: 
“We agree to assume all respon- 
sibility in any action the trust 
may take regarding the alleged in- 
fringement of the Selden patent to 


Bank Returns 43 Repos, 
Dealers Back in Business 


TUCSON.—John E. Gregory and 
Ray L. Harris, independent dealers 
here, have recovered 43 cars and 
trucks repossessed under a writ of 
replevin, and are back in business 
as Central Auto Sales. 

Valley National Bank of Phoenix 
repossessed the vehicles after the 
firm, then operating as Frontier 
Motors, Inc., failed to produce $255,- 
000 or a bond equal to it, a bank 
official said. The vehicles were re- 
turned after the firm “met its fi- 
nancial obligations,” he added. 


Sports-Car Repair Guide 
NEW YORK.—‘“Care and Repair 
of Your Sports Car,” published by 
Arco Publishing Co., offers money- 
saving repair tips for all sports-car 
owners at the do-it-yourself level, 
Arco has announced. 


prevent you from buying the Ford.” 

The advertised car was priced, 
“with tonneau,” at $900. It had 
leather “mud guards” and no wind- 
shield. The advertisement claimed it 
equalled “in speed, reliability and 
comfort, any car sold at less than 
$2,000.” Of course, Ford subsequent- 
ly reduced the price to less than 
half the 1903 figure. 

Ford fought the suit through the 
lower and higher courts. In 1911 
an appellate court ruling held the 
Selden patent valid, But, it added, 
Ford did not infringe upon it be- 
cause his four-cylinder engine dif- 
fered from the type used by Selden. 

* * + 

HOW MUCH TRIBUTE would 
have been paid to the patent holders 
had they won an unqualified deci- 
sion is impossible to estimate. 

It was in 1917 that the Dodge 
brothers, who had started their own 
company in 1914, sued to compel 
Ford to distribute earnings he 
wanted to retain in the business for 


expansion. The Dodges, among ori- 
ginal Ford Motor Co. stockholders, 
won a decision that got them more 
than $2 million of nearly $20 mil- 
lion the court ordered distributed. 

It wasn’t long afterward, how- 
ever, that Ford forced all the 
minority shareholders out of Ford 
Motor Co. by to sell 
his own holdings and organize a 
new company. 

Harry Ferguson, an Irish-born in- 
ventor, sued Ford Motor Co, in 1948 
for more than $360 million, charging 
infringement and conspiracy to de- 
stroy the Ferguson company. In 
1952 he settled for $9,250,000. 

A government suit to compel the 
duPonts to divest themselves of 
their 23 percent holdings of Gen- 
eral Motors stock was decided in 
favor of the government several 
months ago. Just how the stock is 
to be disposed of still igs being 
worked out. 

There were numerous other 
widely heralded court actions that 
involved individuals prominent in 
the industry, such as the Ford suit 
against the Chicago Tribune, which 
had termed him an anarchist, and 
a suit growing out of Ford’s alleged 
anti-Semitic campaigns, but these 
did not directly concern the auto- 
motive industry. 


Chrysler Dealer Council Meets— 


The National Chrysler Dealer Council of Chrysler and Imperial Division began its 
10th year of activity when newly elected members met in Detroit to choose officers 
and set up committees for the ensuing year. Front row, from left, are E. J. Craigo, 
Jackson, Miss.; Fenner Tubbs, Lubbock, Tex.; Carl A. Hahn, Bremerton, Wash.; George 
H. Harger, Los Angeles, vice-chairman; Clifton Dennard, Dallas, chairman; Lee A. 
Marshall, Salina, Kans., secretary, and Hamilton Lamont, Buffalo. Second row: James R. 
Johnson, Hartford; Willard Scott, San Francisco; W. L. Taylor, Springfield, Ill.; H. C. 
Munroe, Miami; Tom O'Brien, Indianapolis; T. E. Chambers, New Castle, Pa.; Charles 
A. Bott, Philadelphia, and George H. Leitenberger, Johnstown, Pa. Third row: B. E. 
Kuhn, St. Clair, Mich.; Roy Burnett jr., Portland, Ore.; Charles J. Whittey, Bismarck, 
N. D.; James Murphy, Elizabeth, N. J.; Paul M. Brown, Greensboro, N. C.; John Montone 
sr., Philadelphia; C. J, Thompson, Pittsburgh (retiring secretary); H. W. Mcleod, Green- 
wood, Miss., and David A. Learner, Rock Island, Ill. 


The Dial Twister 
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Economic Forecasts 


By William Ullman 


Washington Bureau Chief 


— HE nation’s economists finally seem to be getting to- 
gether, after months of pre-election disagreement on a 
very big, and very muddied, issue —the outlook for the| Voicing this prognostication were 


United States’ economy in 





is 
s 


year,” is at least 
more encouraging 


businessman than 
the gloomy expec- 





during his cam- 


paign. latter half of 1961. 





Any computer, no matter how marathon the range of its 
“intellect,” subsists on the facts fed into it by human choice. 
Many computers strut their electronic stuff in what is famil- 
iarly known as “Video Land.” But only one computer really 
counts—that’s the one that starts the count rolling. The one 
who starts the count rolling. 

Who? 

You. 

The Dial Twister. 

You are the only computer that ever really created any- 
thing. You created another network (see our signature 
below). You created a network second to none (see the chart 
to the right). You kept twisting and twisting that little dial 
on your living-room set and you twisted us right up there... 
where we now have 7 of the 10 most popular shows and are 
first 4 nights and tied for a fifth. Not since 1957 has Net Y, and 
not since 1954 has Net Z, had so high a Share of Audience 
as ABC-TV has today. 

You (along with millions of other Dial Twisters) have 
made ABC the network most people watch most of the time. 

That pleasing result came from your computing of certain 
facts fed into you. Take such bold new facts as The Untouch- 
ables, 77 Sunset Strip, The Real McCoys, The Flintstones, 
My Sons, SurfSide 6, The Roaring 20's. You digested them, 
computed them and reported those so highly pleasing (to us) 
Top Ratings. 

When you were in.a mood (other computers are incapable 
of being in orout of moods) foreven moresubstantial fare, ABC 
fed you such responsible Public Service documentaries as 
those in the Bell & Howell Close-Up! series and Expedition. 
Etc. We confidently expect many more dials to be twisted 
our way as you start (next week) computing the intense 
significance and inspiring excitement of the forthcoming 26- 
part series, Winston Churchill: The Valiant Years. (Music 
background by Richard Rodgers.) 

When you were in a mood to compute Sports facts, we 
fed (and will continue to feed) you the most Sports hours of 
any network: NCAA Football, American League Football, 
Fight of the Week, All Star Golf. 
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Ray of Hope Penetrates 





1961. The agreed-on opinion, | forecasting an upsurge in business 
though not as rosy as Vice-Presi-|for the coming year, few see any 
dent Nixon’s campaign forecasts of | real indication of a coming decline 
an “even healthier! in the nation’s purchasing and pro- 
economy next ducing sectors. The Department of 
Commerce, in its recently-released 
for the sma]]| first business forecast for 1961, 
bases its predictions on a conviction 
that the economy will “remain at 
tations voiced by|#bout present levels” in the new 
Senator Kennedy| Year, and goes on to hint that a 
strong recovery may be due in the 


— While no one in Anether note of encouragement 
the economists’| comes from the Federal Reserve 
William Uliman camp is flatly| Board, which says that the third- 


quarter slump in industrial pro- 
duction is no longer a slump. Ac- 
cording to the Board, the drop 
turned into-a rise during October, 
with increased auto output that 
month helping to offset cuts in 
other areas of manufacture. 

To further bolster the growing 
opinion that the “sober sixties” may 
not be as grim as all that, two top- 
level government economists pub- 
licly agreed last week that an “up- 
trend in economic activity will be 
reestablished” as 1961 grows older. 











economic arm. 
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Nathan M. Koffsky, an expert with 
the Department of Agriculture, and 
James W. Knowles, a member of 
the staff of the Joint Congressional 
Economic Committee, 


While declining to predict the 
complete recovery implied by the 
Commerce Department forecast, 
both men, participating in a panel 
discussion sponsored by the Na- 
tional Agricultura] Outlook Confer- 
ence, noted signs that an economic 
pickup is just around the corner. 

Noteworthy, perhaps, was that 
one of these “signs” was a predicted 
increase in Federal spending during 
the coming year—by up to $10 bil- 
lion, both men said—which would 


—at least, tempo: 
Before the 




















—TV’s Most Dependable Computer 


(or, how you’ve changed your viewing preferences over the last 8 years 


And in Specials: Remember how quickly you computed 
such extra-special Specials as The Bing Crosby Show, 
Maurice Chevalier’s Invitation to Paris, Elvis Presley’s return 
to our Frank Sinatra shores, Debbie Reynolds’ TV debut. 





1953 1954 1955 1956 1957 1958 1959 +1960 


*Source: Nielsen 24 Market TV report week ending November 6, 1960, vs. multi-network 
area reports for similar periods previous years. 6:30-11 PM Sun., 7:30-11 PM Mon.-Sat. 
Sample Special coming up: David the Outlaw, two-part 
Biblical epic starring Jeff Chandler and Israel. 

Obviously, no human computer can be told what to watch 
and compute in this land of 180 million human computers. 
There is no arm-twisting in this land. 

There is, however, dial-twisting a-plenty. 

We owe our existence as a network to it. We owe our 
phenomenal growth in Client Acceptance to it. Against last 
year, ABC’s billings are up 30% and give every evidence of 
continuing to out-pace the growth of any other element in 
the TV industry. 

So, whether you are an advertiser dialing-in the public... 
or whether you are a Dial Twister dialing in for Television’s 
best... ABC-TV is now your first choice. 


ABC TELEVISION 


mean a real shot in the nation’s 


‘Indirect Deflation’ 

T THE same time, indications 

that some prices in our econ- 
omy are softening have given birth 
to speculation that a kind of “in- 
direct deflation” may be in store 
for the nation—a decline in prices, 
in other words, which would signal 
the real close of the postwar boom, 
yet also would prompt a different, 
and perhaps more trustworthy, kind 
of economic growth. 

Though the experts are keeping 
silent about it, the current slow 
decline in prices at the “company- 
to-company” and wholesale levels, 
reflected in recent statistica] sur- 
veys by the Government and pri- 
vate interests, could seep down to 
the consumer level, creating the 
classic situation of “too many 
goods chasing too much money” 


rarily. 

word “deflation” 
prompts a panic, however, cooler 
heads would do well to glance at 
their history books, where they will 
find recorded the fact that periods 
of general price decline followed 
both the Civil and the First World 
wars, by varying numbers of years 
—accompanied, in both instances, 


13 


by rapid and healthy economic 
progress, and by ultimate increased 
sales, at the consumer level, 
throughout the nation. 

* 


Agency Overhaul 

Se regulatory agen- 
cies may be in for a vast ex- 

pansion program within the year, a 

top advisor to Senator Kennedy 

hinted last week. 

James M. Landis, a New York 
attorney chosen by Kennedy to pre- 
pare a study on the operations of 
these agencies, revealed plans by 
the incoming president for estab- 
lishment of a “watchdog” commit- 
tee over the regulatory. groups. 

Membership of the committee 
would be made up of representa- 
tives from the agencies them- 
selves, Congress, the nation’s bar 
members, and some of the Presi- 
dent’s own advisory groups, The 
purpose of the assembly would be 
to make recommendations to 

Congress for improvement of the 
operations of the agencies con- 
sidered by it. 

Landis has gone on record a num- 
ber of times as being “concerned” 
about the inadequacy of personnel 
in the regulatory agencies, especial- 
ly the Federal Trade Commission 
and the Civil Aeronautics Board. 
He also has suggested creation of 
a sort of “ministry of transporta- 
tion” to take over the planning 
function of the agencies. 

Obviously picked to play a lead- 
ing role in any reorganization of 
regulatory agencies due during the 
new administration, his views will 
doubtlessly be reflected in any sug- 
‘gestions made by the watchdoggers 
for revamping them. 


* * 
Smog Letdown 
NFORCEMENT of the District’s 
newly-tightened regulations 
against cars, trucks and buses 
which emit excessive smoke has 
bogged down, apparently a victim 
of police and citizen disregard. 

Hope had been that the program, 
probably involving repair or adjust- 
ment of thousands of cars if prop- 
erly enforced, would be well under 
way by now. Ag yet, however, not 
one motor vehicle has been through 
motor vehicle test stations set up 
for the purpose, and not one adjust- 
ment or repair has resulted from 
the regulations. 

According to police and traffic 
officials, the breakdown in enforce- 
ment of the anti-smoke rules seems 
to be caused mostly by citizen dis- 
interest—those picked up by the 
cops for an overabundance of fumes 
can pay a $5 fine and thereby waive 
that part of the regulation requir- 
ing a car examination. Then, they 
drive off, still smoking, but free 
to begin the cycle all over again. 


Studebaker Offers 
Skybolt Six, V-8 
On ’°61 Taxi Line 


SOUTH BEND.—A. E. Fitzpat- 
rick, Studebaker-Packard fleet sales 
manager, announces that for 1961, 
Studebaker taxis are available 
either with the new Skybolt over- 
head valve six-cylinder engines or 
more powerful V-8 power plants. 

A three-speed, heavy duty trans- 
mission is standard. Automatic 
transmission and a four-pinion 
Twin Traction limited-slip differ- 
ential are optional. 

A sway bar of the new linkless 
type is standard on all six cylinder 
models, reducing any tendencies of 
a vehicle to sway on sharp corner- 
n 














































g. 
Studebaker taxi components and 
hardware include the box-section 
frame and 10%4-inch clutch, 
Brakes have bonded linings with 
195.3 square inches of lining area 
and finned drums, front and rear. 
Standard equipment for 1961 in- 
cludes a gsafety-padded dash, and 
newly-designed instrument panel. 


Garage Owners Select 


St. Paul for Convention 

ST. PAUL.—The 1961 national 
convention of the Independent Ga- 
rage Owners of America ig sched- 


| uled for June 28-July 1 at the 


Lowry Hotel here, according to Ray 
Swedeen, president of the IGO of 
Minnesota, 

Registration is expected to exceed 
600 including garagemen, jobbers, 
manufacturers, boosters and repre- 
sentatives of the trade press. This 
will be the sixth annual convention 
of the organization. 
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(Continued from Page 10) 


(10/10/60) President Catron of 
(Calif.) Catron Motors 


A ‘million people in a seven-day 


week, for 14 hours daily, amounts 
to 10,204 people daily or 170 people 
per minute. 


a former exhibitor at the big 
York Auto Show, my staff 
could hand out nearly three 
circulars a second from 10 a.m, to 


may be only fair to 
that I was responsible for 
construction in 1957 
one-mile paved auto race 
track at the Trenton (N. J.) fair- 


Nor could we draw a million 


portation facilities at a nominal 
are. 


Fair enough ?—Erwin L. Scuwatrt, 
P. O. Box 384, Atlantic City, N. J. 
* a 


* 
Bearing Article Clarified 
I read your article in AUTOMOTIVE 
News, Aug. 15, 1960 issue, on Bear- 
ing Trouble with a great deal of 
interest. As a manufacturer of both 
original equipment and re place- 
ment bearings, we are vitally inter- 
ested in the fine print behind the 
broad statistics which you listed, 
wherein 30 percent of engine fail- 
ures were attributed to bearings. 
If for no other reason than self 
Preservation, the bearing manu- 
facturer must dig further than 


against our product and 
be allowed to stand with- 
a complete story. An import- 
phase of our service work is 


A sleeve bearing is a mechan- 
ical-metallurgical device for estab- 
lishing and maintaining a separat- 
ing oil film on the order of 50 to 
100 millionths of an inch between 
its surface and the rotating shaft. 
It is easy to see then that the life 
of the bearing depends highly on 
many other components and fac- 
tors, such as journal, connecting 
rod or block bore, an oil pump, re- 
lief valve, filter, the built-in align- 
ment to its system, and the care 
taken in assembly. 

If you blow a fuse in the electri- 
cal circuit in your home, generally 
you do not assign the cause of the 
trouble to a defective fuse, but look 
elsewhere to find the cause of a cir- 
cuit overload. Not always so, with 
bearings. Our records show that 
some engine rebuilders have re- 
placed bearings in the same engine 
two or three times; yet, the pre- 
mature cause of the engine failure 
almost immediately following the 
rebuild may be reported as defec- 
tive bearings. 

Finally, cost and an unhappy cus- 
tomer force a more thorough 
search for the basic source of trou- 
ble. Too infrequently, the statistical 
record still shows a defective bear- 
ing as the cause. Many times, and 
fortunately so, the complete over- 
haul after a reported defective 
bearing unknowingly corrects the 
basic trouble without recognizing 
the specific location. 

An accumulative study of bear- 
ing problems of the past several 
years for both OEM and replace- 
ment sales, where we have in- 
vestigated each reported incident 
for the exact assignable cause, 
breaks down in the following 
broad 8 


categories: 
Percentage assignment of cause 
of bearing failures: 
Dirt, foreign particles in bearings 
and lube system, 41.5, excessive fil- 


ter change periods. Infrequent oil 
changes, Poor technique in han- 
dling replacement parts. Valve and 
cylinder remains, Left-over, un- 
cleaned lapping compound. 

Misassembly, 13, capshift. Assem- 
bled with interfering burrs, mis- 
matched oil holes, dowels, bearing 
tangs. 

Misalignment, 12.5, bent rods. 
Misaligned case bores. Tapered 
journals. Deflection from weak or 
cracked caps and case sections, im- 
properly torqued bolts. 

Mating components off specifica- 
tion, 10, rough shaft finish. Over- 
size fillets. Oversize bores. Tight 
shafts. Insufficient clearance. 

Lack of lubrication, 8, low oil 
pressure, Open by-pass. Overheated 
oil. Plugged oil passages. 

Overloading, 6, excessive inertia 

loads using the engine as a 
break. Operating above design 
conditions. 

Corrosion, 4.5, excessive fuel di- 
lution, Crankcase condensation. Ex- 
cessive oil temperatures. Insuffici- 
ent drain periods, Low grade 
lubricants. 

Indeterminate causes, 4.5. 

I believe a check with any of the 
manufacturers in the sleeve-bear- 
ing business would reveal a similar 
type of record on bearings returned 
for failure analysis. If all of the 
engine’s component parts are given 
proper attention, and maintenance 
recommendations of the engine 
manufacturer are followed, there 
will be few troubles encountered 
with the bearings themselves in the 
service life of an engine. 

I hope the figures which are pre- 
sented above will shed light on the 
broad statement that 30 percent of 
engine failures are caused by bear- 
ings.— W. A. WeINKAMER, bearing 
engineering manager, Cleveland 
Graphite Bronze, Division of Clev- 
ite Corp. 

* * * 


Prestige and Respect 


Thank you for the many fine ar- 
ticles you have written relative to 
the National Auto Auction Assn., 
many of the used-car auctions and 
the individuals operating them. 

You certainly have done a lot for 
us; you have given us prestige and 
respect through your articles that 
cannot be bought.— Tim ANsPACH, 
Tim Anspach, Inc., Albany, N. Y. 

* * * 


Law Abides 


Your Nov. 7 copy, which I read 
most avidly, lists me as regional 
sales manager. Please note that 
since September, I have been gen- 
eral sales manager of Standard- 
Triumph Motor Co., Inc.—Bos Law, 
New York. 

* 


+ * 
A Student’s Questions 


My Master of Business Adminis- 
tration thesis igs a study of the 
“Greater Dallas Retail Franchised 
Automobile Dealer.” The main 
questions I am trying to answer 
are: 

Why should a man with about 
$120,000 invested in a business real- 
ize such a pitiful profit as minus 
one percent to plus 1.5 percent on 
his investment—especially in a busi- 
ness as important and prosperous 
as the auto industry? 

Why should the factories real- 
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Site of Portland Show— 


ize a greater profit per unit than 
their retail dealers who, after 
selling a car, must maintain serv- 
ice facilities? 

Finally, why do the factories per- 
sist in overproduction, burdening 
the dealers with excessive inventory 
and financing problems and causing 
blitz sales and advertising in order 
to keep up with the overproduc- 
tion? 

The factories manufacture the 
cars, ship them to the dealers and 
collect their money. They make a 
good profit and have none of the 
financial worry of the dealer. 

These and other problems con- 
cerning the auto dealer in Dallas 
area are my primary study. 

Dealers in this area have had a 
pretty rough time, I interviewed 60 

of them, and most of them express- 
ed grave concern about the future 
of the franchised dealer system. 

Some said they would get out if 
they could get back the money they 
have invested in their dealerships. 
A new-car dealership seems to have 
become an illegitimate child that 
nobody wants any part of. 

Do you have any ideas on these 
questions or on any other dealer 
problems? 

My father has been in the auto 
business 35 years. I wanted to 
enter the business after finishing 
college, but my father and other 
auto men advised me to try some- 
thing else. They felt a man with 
a college degree could do better 
in some other field. 

Other boys my age have had the 
same experience, To me, this is a 
very unhealthy situation—one that 
should be rectified if the industry 
expects to progress. 

Please let me know if you can 
help me in any way regarding the 
“Dealer and His Problems.”—Srv- 
DENT. 
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Ford Unveils Canadian Monarch— 


Ford Motor Co. of Canada, Ltd., announced that its 1961 Monarch features as 
standard equipment several items that were optional in previous models, These include 
automatic transmission, padded instrument panel, wheel covers, electric clock and 
backup lights. The ‘61 Monarch exterior is shorter and narrower than the preceding 
model while retaining its interior roominess. The Monarch is available in three models. 


Phila. Probes Appraisals 
After Ford Dealer Sues 


PHILADELPHIA.—The City of 
Philadelphia has launched an in- 
vestigation into the reappraisal of 
308 tradeins on which it stands to 
lose $63,000. 

A suit for that amount has 
been filed by Richard D’Agostino, 
president of Ogontz Sales & Serv- 
ice, Inc, (Ford), which received 
a city order last January for 353 
new Fords and Falcons. 

He said the amount represents 


C of C Headed by Conley 


HOMESTEAD, Fla.— Dick Con- 
ley, Homestead car dealer, is the 
new president of the Homestead- 
Redland District Chamber of Com- 
merce. 


U.S.-Run Firms Bar Parts 
For Cuba, Canadian Says 


TORONTO —A Toronto auto- 
parts exporter has claimed that a 
dozen American-controlled Cana- 
dian firms have refused to sell him 
goods for shipment to Cuba. 

Ralph Malach, owner of Ralph 
Malach Industries, said he has 
orders for about $1 million car 
and truck replacement parts from 
a Cuban government agent. 


The United States government | 


has stopped all American trade with 
the Communist-leaning Castro 
regime of Cuba, which has seized 
most American assets there. 


(Twice in the last two years, con- 
troversy has arisen in Canada be- 
cause two large American-control- 
led companies—Ford and Aluminum 
—refused to sell goods to China. 
There is a long-standing American 
embargo against selling or trading 
with China.) 

“TI have called a number of firms,” 
said Malach, “but the doors have 
just been shut in my face.” 


He started his business in July 
after 13 years as export manager 
for a Toronto auto-parts distributor. 

“An embargo has been placed 
on U. S. subsidiaries,” he said. 
“After I place an order, they 
check with the home office, and 
call back to say, ‘Sorry, no.’” 

Malach refused to identify the 
U. S.-controlled Canadian manufac- 
turers (who dominate the auto 





This is an architect's sketch of the new $8 million Memorial Coliseum, where the 
1961 Portland (Ore.) Auto Show will be held. It will be the first show staged in the 


“Glass Palace.” 


parts industry) who have refused 
to sell him parts for shipment to 
Cuba. 

A survey showed that only one 
auto-parts company had turned 
down an order for goods to Cuba. 

Another firm said a Cuban had 
approached it with a view to be- 
coming its sales agent. (This firm 
has restricted its exporting to the 
. 8.) 

Perfect Circle Co. said it had de- 
clined an order for Cuba which 
was “not a very substantial offer, 
not as our business goes.” 

W. Blake Dodds, president of the 
Canadian branch of the firm, said 
it’s an agonizing situation to be in. 

For one thing, he added, Cuba 
still owes money to the parent 
company in the U. S. For another, 
Cuba does not appear to be a 
permanent market for Canadian 
goods, but merely a stop-gap 
until Russia can supply them, he 
said. 


“I feel the U. S. needs some sup- 
port when it is leading the free 
world,” said Dodds. “I don’t think 
it is cricket to use Canada as a 
back-door” (as a supplier of Amer- 
ican-type goods). 

“I am distressed at what is hap- 
pening in Canadian secondary in- 
dustry. I know we need trade, but 
do you sell your soul for a mess 
of pottage? I think there is a prin- 
ciple involved here.” 

He said he had not been ordered 
by the parent company to decline 
the proffered Cuban order. 

An Official of another U. S.-owned 
auto-parts maker, Electric Autolite, 
Ltd. of Sarnia, said a Cuban had 
sought to become its sales repre- 
sentative. So far, this company has 
confined its export sales to the 
U. S., but is now planning to push 
overseas sales. 


An official of McQuay Norris 
Mfg. of Canada said it had not re- 
ceived any Cuban bids, and did not 
know what it would do if one was 
received. He said other auto parts 
makers have been asking each 


*| other what they'd do if bids were 


received from Cuba. 

Other companies, such as Ray- 
bestos-Manhattan (Canada), Peter- 
borough, and Thompson Products, 
St. Catharines, said they had not 
received any Cuban orders—and 
didn’t know what they’d do if such 
orders came. 


the difference between the first and 
second appraisals of the 308 cars. 


Ogontz submitted the low bid of 
$544,798 for the order, according to 
City Controller Alexander Hemphill, 
with the city receiving a credit of 
$138,000 against the total for the 
cars to be traded in. 

During the course of delivery of 
the new cars, however, the vehicles 
to be traded were reappraised by 
city employes, which is customary, 
according to Hemphill. 

He said the reappraisals reduc- 
ed the original estimate from 
$138,000 to about $75,000. This was 
due to additional damage to the 
vehicles, he added. 


Managing Director Donald C. 
Wagner called the reappraisal fig- 
ures questionable, but admitted that 
some adjustment in the trade price 
because of added damage “undoubt- 
edly is necessary.” 

In the reappraisal process, he 
said, subsequent damage is noted 
and the amount is deducted from 
the original estimate. 

He said he questioned some reap- 
praisals “because the damages may 
have been in existence at the time 
of the first appraisal and not re- 
corded.” 

Wagner also said it was possi- 
ble that some of the damage may 
have been intentionally inflicted 
because of the knowledge that 
the cars were going to be traded 
in. 

But he pointed out that the in- 
vestigation thus far has not turned 
up any evidence of fraud or collu- 
sion on the part of Ogontz and 
city employes. 

Hemphill said the probe hag pro- 
duced “some apparent irregularities 
in the procedures used to establish 
the value of the cars traded in,” 
but he did not elaborate. 


Under a new policy adopted re- 
cently, Hemphill said, the city will 
sell its cars outright rather than 
trade them for new units. He added 
that the city plans to sell its first 
group of cars under this plan in 
February. 





Charity 'Carcade’"— 


Smiling volunteers, from left, Jolene 
Fabian and Marcella Duffy, join Matthew 
Slap (Chevrolet), Cynwyd, Pa., in decor- 
ating the lead car for the Muscular Dys- 
trophy Assn.'s ‘“Carcade” which kicked off 
a drive for funds. Sitting proudly in the 
lead car—a white convertible supplied by 
Matt Slap Chevrolet— was Philadelphia 
poster child, Paul Grande. Other cars held 
local radio and television personalities, 
sports figures and recording artists all of 
whom contributed their time and enthus- 
iasm to help raise funds for the associ- 
ation. 
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One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 





“British imports 


H. Gordon Munro, President 
The Rover Motor Company of North America Limited, says: 


are realistically priced for more 
stable, more profitable business.” 


British auto manufacturers have always recognized that 
each transaction in the chain from manufacturer to con- 
sumer must provide all concerned—the maker, the dealer, 
and the purchaser with profitable results. Stability in 
business, and most particularly in the automobile business 
under today’s conditions, depends upon the mutual pros- 
perity that such a policy brings. 


Americans buying British automobiles represent a sub- 
stantial and discriminating cross section of the buying 
public to whom this especially wide range of vehicles in all 


classes—from low priced sedans to the highest in specifi- 
cation and price—has one common appeal: 


This common appeal is consumer satisfaction reflecting 
the factory and dealer policy of the British automobile 
manufacturer which recognizes the necessity of adequate 
provision in sales overhead for all service. Such service 
provides the consumer satisfaction that gives the British 
automobile industry its strength; the dealer a future in 
stable, profitable business, and the consumer his full 
measure of value. 


Why US. dealers can rely on the stability and growth of the British imported car business 


1. Capital Investment —sritish auto makers have the largest 
investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products — Built to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... solid financing of superior products. 


4. Service Facilities—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. P r oduct Diver sification_a vehicle for every need . . . 
every taste... every budget. British makers provide the widest 





range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support—he British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
have parts warehouses ‘strategically located from coast to coast. 
Additional warehouses are under construction. 


9, Design Continuity — British makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 


British imports give you business you can bank on 





Lucas Electrical + Morris + RollsRoyce + Rover - 


BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


680 Fifth Avenue, New York 19, N. Y. 


Austin + AustinHealey - Bentley - Daimler + DunlopTires - EnglishFord + Hillman + Humber + Jaguar + MG 


Singer + Smiths Accessories + Sunbeam + Triumph + Vauxhall 
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Highways & Safety... 
Panel Airs 





LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 






A bright future for American 
cities through provision of ade- 
quate, balanced transportation sys- 
tems was painted by a panel of 
traffic experts at the annual meet- 
ing of the American Automobile 
Assn. in Cleveland, 

The idea that central business 
districts are doomed and face 
strangulation through a mount- 
ing tide of traffic was described 
as “one of the great myths of our 
time.” Proponents of that idea 
were branded as “prophets of 
doom.” 

There was genera] agreement 
among the panelists that intelli- 
gent land-use planning, provision 
of expressways and adequate park- 
ing facilities, use of mass transit 
facilities particularly in the larger 
and older cities were among the 
major steps to be taken to ease 
city congestion. 

It was brought out that in some 
cities, about 50 percent of all traf- 
fic in the central business district 
was composed of through traffic, 


$120,000 Buys L-M Deal 


SALT LAKE CITY.—Robert J. 
Svitak, Garden Grove, Calif., has 
purchased Lake Motors Co. (Lin- 
coln-Mercury), 633 S. Main, from 
Consolidated Investments for $120,- 
000. E. C. Nichols will continue as 
general manager. The firm also 
handles Comet and English Ford. 





Medel $-58 Shown on Falcon 
Dealer Cost, $26.70 


(Clamp-ons from $14.85) 
Send for Details on Your Make 


CAMEL ~ 


HUbberd 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 


r— SNOW PLOWS 














@ Can be instalied on all trucks up to 
and including 1|'/2 tons. 
@ Complete kits include hydraulic power 
control and installation brackets. 
@ Snow Plows for Jeeps also are manu- 
factured. 
Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone TR 6-8772 
Kenmore 17, New York 










ANN ARBOR, Mich.—Auto sales 
will slip and unemployment will in- 
crease next year, despite a modest 
upturn in economic activity. 

This forecast was made at the 
University of Michigan’s eighth 

annual Conference on the Eco- 
nomic Outlook by Professor Dan- 
iel B. Suits of the university’s 
economics department. 

Suits said sales of domestic and 
foreign cars in the United States 
in 1961 will probably drop by 300,000 

units to 6.2 million. Last year, he 
predicted 1960 sales at 6.5 million. 

Using a mathematical model of 
the economy, Suits said the gross 
national product will rise about 2 
percent in 1961, totalling $515 bil- 
lion in present prices, The GNP 
measures total production of goods 
and services. 

The GNP hit a peak rate of $505 
billion during the second quarter of 
1960, then dipped to $503 billion in 
the third quarter. The econometric 
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ice and frost on wind- 
shield. Won't harm car 
finish, metal or rubber. 
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69¢ — far below 
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AUTO model used by Suits indicates this 

downtrend will be reversed some- 

PLASTIC 196. 4 time next year. The model has not 

PRICE missed a “turn” in the economy 
TAG since it was first used in 1953. 

Despite a slightly higher level 

SET of economic activity, however, 





many of the nation’s new work- 
ers will be able to find jobs. Suits 
estimates the labor force will in- 


Interchangeable Figures, Names 
crease to a total of 71.4 million. 


and Sales Headings 








Set ainciodes 10 12/4" x 10/4" plates, 100 

s" 10 "down" tab But unemployment will rise by 
umbert, '22\car name ‘inserts, 80 tales || 500,000 to a total of 4.3 million, or 

headings ("Good Buy," “Like New,” etc.).|]| 6 percent of the total labor force. 





Thanks largely to the conserv- 
ative attitudes and behavior of con- 
sumers, America can expect only 
“short and mild” recessions during 
the next few years, Professor 
George Katona of the University of 
Michigan Survey Research Center, 
said. 

In remarks prepared for the Con- 
ference on the Economic Outlook, 
Katona said the present decline in 
business activity is “fundamentally 
different” from 1957. 

“We don’t have a sharp, deep 
downturn as in 1958 in the offing,” 
he declared. 

During the first half of 1960, 
the center reported a “substantial 
deterioration” in consumer opti- 
mism, But in recent months, Ka- 
tona noted, consumer sentiment 
has moved sidewise rather than 
declining further as it did dur- 
ing the summer and fall of 1957. 

Where in 1957 there was wide- 
spread resentment against price in- 
creases and concern about higher 


Complete Set—$21.75 


Postage prepaid if payment accompanies 
order. Write for brochure. 
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HARRY TAINTOR 


8547 24th N.W., Seattle 7, Washington 
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SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 


complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 
News of California, 523 East 14th 
Street, Oakland 6, California. 








Remedies 


For Downtown Tieups 


and that provision of belt or by- 
pass routes alone would go far to- 
ward solving the congestion prob- 
lem. 

Several panelists took swipes at 
the oft-repeated contention that 
one rail line can carry ag many 
people in an hour as 20 lanes of 
highway. 

“That's 40,000 people,” one panel- 
ist pointed out. “You can carry that 
many people on one lane of high- 
way if you stuffed them all in buses 
—but that doesn’t seem to be the 
way everyone wants to travel.” 

There was agreement also that 
solutions to metropolitan trans- 
portation problems would best be 
found by voluntary cooperation 
among the agencies concerned 
rather than through the super- 
imposition of mammoth metro- 
politan governments, 

Moderator of the panel was Pyke 
Johnson, consultant, Automotive 
Safety Foundation. Participants 
were Frederick T. Aschman, Evans- 
ton (Ill.) engineering and planning 
consultant; Joseph E. Havenner, 
engineering and technical services 
director, Automobile Club of South- 
ern California; E. H. Holmes, as- 
sistant research commissioner, 
United States Bureau of Public 
Roads, Wilbur S. Smith, New 
Haven (Conn.) traffic and transpor- 
tation consultant, and Donald C. 
Wagner, managing director, City of 
Philadelphia, 





interest rates, today the major rea- 
son people are concerned about the 
business outlook is the absence of 
“good news’’—things which, in the 
public’s opinion, could sustain or 
stimulate prosperity, Katona said. 

And where there was dissatisfac- 


Chicagoans Tiff 
Over Compacts’ 


Revenue Effect 


CHICAGO.—It was bound to hap- 
pen in the nation’s second city 
where revenue from auto owners 
is a major part of the budget foun- 
dation; compact cars are currently 
in an argumentive tug-of-war here 
as to the money they bring into 
the treasury. 

City Collector William T. Prend- 
ergast has disputed the contention 
of other officials that compact cars 
will mean less money for Chicago 
next year. Despite the emphasis on 
compacts, he said that actually 
fewer small cars are being licensed 
here. 

This was an opposite view of that 
given earlier by City Budget Direc- 
tor Alvin L. Weber, who told the 
city council finance committee that 
revenue estimates for 1961 are being 
trimmed about $3 million because 
of the compacts. Weber pointed out 
that compacts use less gasoline and 
produce less taxes; thus a total 
of $2% million was cut from the 
amount the city estimates it will 
receive for its share of the state 
motor fuel taxes. 

The remainder of the cut, about 
$500,000 is considered lost revenue 
from the city vehicle tax, since 
compact car owners pay smaller 
sticker charges. 

Prendergast, however, read fig- 
ures to the alderman which “prov- 
ed” the compacts will have little 
impact on city revenues. The rec- 
ords for 1960 to date, he said, show 
an actual increase by 12,000 in the 
number of stickers for autos over 
35 horsepower, and these tags cost 
$30. 

Weber said that “in the autos 
under 35 horsepower, there has been 
a $15,000 reduction. We are running 
$90,000 ahead of receipts in 1959, 
which indicates there will not be 
any impact by the compacts.” 

It was also noted that many auto- 
mobiles formerly in the $15 sticker 
class have moved to the $30 class 
because of increased horsepower. 
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Florida's Officers and Directors— 


Among the officers and directors who attended the 1961 Florida Automobile Dealers 
Assn. convention aboard the S. S. Hanseatic as it cruised the Caribbean Sea were, 
seated, from left, Walter C. Mallory, Orlando, general manager; Don Schulstad, Tampa, 
secretary-treasurer; C. B. Tutan, Miami; George Williamson, Lake Wales; H. F. Wellman, 
Williston; Herbert L. Butler, Leesburg; Earle B. Lokey, Clearwater; F. Earl Wallace jr., 
Delray Beach; Gordon Thompson, Jacksonville, first vice-president; C. C. Harrison jr., 
Marianna; J. L. Ferman, Tampa, immediate past president; Wilson P. Turnipseed, Ocala, 
and William Catlin, Jacksonville. Standing: William H. Terry sr., Jacksonville; Waid 
Phillip, Palatka; J. T. Brasington, Gainesville; R. J. O'Brien, St. Petersburg; Walter A. 
Fordyce jr., Melbourne; Edward G. Cooke, Sarasota; John C. Deihl, Jacksonville; M. R. 
Young, Fort Lauderdale; Frank S. Edelen, Miami, president; Frank E. Welles jr., Pensa- 
cola; W. Theodore Proctor, Tallahassee; J. Saxton Lloyd, Daytona Beach; M. G. Nelson, 
Panama City, and James A. Urban and W. J. Steed, Orlando, FADA legal department. 
Those not in attendance are R. L. Dempsey, Tampa; T. Glenn Booth, Green Cove Springs; 
Donald E. Davidson, Jacksonville; Fred O. Drake jr., Tallahassee; Cecil P. Holland, 
North Miami Beach; P. J. Schaefer, Coral Gables; Dean Martin, Daytona Beach; Roland 
Arnold, Vero Beach; Sam O. Smith, West Palm Beach; George B. Childs, Winter Haven; 
M. P. Tomlinson, Lakeland; C. H. Ratliff, Live Oak, and Newman C. Brackin, Crestview. 





















Used-Car Notes 





PHILADELPHIA.—Matt Slap, a 
Chevrolet dealer, has secured a 
building at 6101 Frankford Ave. to 
be used exclusively for the display 


of used cars. 


The new building is three times 
the size of Slap’s new-car show- 
|room and can accommodate 75 to 





6.2 Million Sales Seen in 1961 


tion with the assortment of cars of- 
fered by the auto industry in 1957, 
this year there has been widespread 


satisfaction with the new compacts, 
he added. 


cessive buoyancy” 
timism which followed the 1953-54 


1958. 

Katona sharply criticized those 
who believe installment debt and 
economic “saturation” represent 
a serious threat to American busi- 
ness. 

“Installment debt is a favorite 
whipping boy of the liberals,” he 
noted. “Statements to the effect 
that ‘the average family is three 
months away from bankruptcy’ in- 
dicate a lack of factual knowledge. 

“Actually, installment debt has 
contributed significantly to raising 
our standard of living, by making 
it possible for people to have babies 
and the things needed for them at 
the same time. 

“Installment payments serve as a 
budgetary device. For many people, 
installment buying makes for self- 
discipline. Saving for future pur- 
chases is much harder. 

“In 1960, 18 percent of Amer- 
ica’s families made installment 
debt payments which amounted to 
less than 10 percent of their dis- 
posable income. Another 18 per- 
cent had payments equivalent to 
10 to 19 percent of their dispos- 
able income. About 12 percent had 
higher ratios. These are partly 
people expecting income increases 
or experiencing, for a while, un- 
usually low incomes in terms of 
their past history. 

“Thus, only a small proportion of 
the population can be classified as 
overextended. A much larger pro- 
portion of the population says it 
could borrow more if it so desired.” 


Sterling Aluminum Buys 


Engine-Valve Firm 


ST. CHARLES, Mo.—Sterling 
Aluminum Products, Inc., makers 
of aluminum pistons, has acquired 
Rich Mfg. Corp., Battle Creek, 
Mich., manufacturers of engine 
valves, 

Howard Rich will remain as pres- 
ident of the latter company and no 
personnel changes will be made, 
the buying company announced 
through E. W. Bromwich, president 
of Sterling. 





In addition, Katona said, the “ex- 
in consumer op- 


recession has not developed since 


100 cars indoors. It has 5,000 square 
feet of office space. An area of 50,- 
000 square feet of open display 
space adjoins the building and will 
be used during the spring and sum- 
mer. 

* ok * 


Hupp Auto Sales Moves 


CLEARWATER, Fla. — Dick 
Hupp Auto Sales, used-car outlet, 
has moved to a new location at 700 
S. Missouri Ave, 

oa + +* 


Used Cars, Inc., Opens 


HOUSTON.—Used Cars, Inc., has 
been opened at 1700 San Jacinto, 
* * ok 


City of Cars Makes Bow 


SAN BERNARDINO, Calif.—City 
of Cars, Inc., formerly Winston 
Head, Inc., has opened at Seventh 
and D Sts. 

* * * 


Wentz Motor Opens 


LARGO, Fla.—Wentz Motor Sales 
& Service has opened at 111 Clear- 
water-Largo Rd. The firm will spe- 
cialize in selling late-model used 
cars, Mercury outboard motors and 
Stamas boats. Harold Wentz is the 
owner. 

* * * 


Hitzemann Opens Lot 


WHITE BEAR LAKE, Minn.— 
Ace Motor Sales has been opened 
by Don Hitzemann at 3065 High- 
way 61. 

* x of 


South City Motors Opens 


SOUTH ST. PAUL, Minn.—South 
City Motors has been opened here 
by Don Sheridan, who formerly 
managed a used-car lot for South- 
view Chevrolet. 

ea + * 


Clemas Sells Used Cars 


SOUTH ST. PAUL, Minn. — 
Clemas Motors was opened here re- 
cently by Ed Clemas. 

” * ot 


Gray Opens U. C. Outlet 


JACKSON, Miss.—Truett Gray 
has opened Truett Gray Auto Sales 
at 619 S. West Bt. Extension. 


Gulf Truck Adds Lot 


CLEARWATER, Fia. — Gulf 
Truck Sales has opened a new lot 
on US-19. John Voss, owner, has 
been operating the only firm in this 
area dealing exclusively with used 
trucks. He has been in business in 
Clearwater for four years and han- 
dles stake-body, van and flatbed 


types. 


* * * 
Clay Opens Used-Car Deal 
IDAHO FALLS, Id.— Vern’s 
Motor Mart has opened at 1910 N. 
Yellowstone Highway. Vern Clay, 
former sales manager for Park 
Avenue Motors, is the operator. 
* 


Parker-Dodge Opens 2 Lots 

WINSTON-SALEM, N. C.—J. C. 
Parker-Dodge (Dodge), has opened 
two used-car lots, one at Cherry 
and Second Sts., and the other at 
1044 N. Liberty St. 
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Of all the compacts, only The Lark has Performability—you 
have to drive it to believe it! Only Studebaker dealers sell 
the economy-minded new Skybolt Six with exciting acceleration 
—or the hottest compact V-8 on the road. The Lark is time- 
proved and improved with new easy steering, new suspension, 
new big bonded brakes, new unmatched roadability. The Lark 
gives extra roominess—smart low-line design—comfort and lux- 
ury that even includes safety-padded dash on all models! 


Only Studebaker dealers can offer the sizzling Hawk for sports- 





A DEALER CAN LIVE RIGHT WITH THE LARK... 


ompare the product! 


car-minded families, and the husky, handsome Champ pickup 
truck—lowest priced fully rated U.S. truck. 


Do yourself a favor—go drive the ’61 Lark—see for yourself how 


Performability will sell in ’61. You have to drive it to believe it! 


And what else do you get with the Studebaker franchise? A 
happy and profitable association with a factory that helps—not 
pressures—you to profitable volume. ..a factory that keeps you in 
the driver's seat ...a factory that promotes the product you sell 
aggressively and constantly. 


COMPARE THE OPPORTUNITY... COMPARE THE BUSINESS ATMOSPHERE...COMPARE THE FUTURE! 


Dealer Development Division 


START LIVING RIGHT! | GET THE FACTS ON THE LARK DEALER FRANCHISE 


men HARK 


BY STUDEBAKER 


Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence— 
no obligation. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


New Compacts Strive 
To Avoid ‘Cannibalizing’ 


H°w do you avoid “can- 
nibalism’’ — the unhappy 
situation in which a smaller, 
cheaper car captures the customers 
who formerly purchased the larger, 
more expensive models. 

This is the problem and potential 
nightmare now confronting the four 
divisional general managers who 
have recently introduced new com- 
pacts. It is the same problem which 
the other compact producers have 
wrestled with during the past year 
with varying degrees of success, 

Incidentally, a minor problem 
of the manufacturers of the new 


How ‘Rope’ Shaft 
Is Manufactured 


High Stakes Riding 
On Tempest Innovation 


7" single biggest engineering 
question in the auto industry 
this year is “How good is the Tem- 
pest’s flexible or ‘rope’ drive shaft?” 

Riding on the durability of this 
single, revolutionary component is 
the success of the Tempest and the 
Pontiac Division, as well as a good 
many people in that division. 

Thousands of engineers in the 
United States, as well as in 
Europe, are anxiously waiting to 
examine this flexible shaft and 
see how it stands up in the hands 
of customers. 

The famed engineers of Daimler- 
Benz in Stuttgart, Germany, were 
so dubious about the engineering 
soundness of this drive shaft that 
they built one themselves, installed 
it in a Mercedes 220 and discov- 
ered indeed that it worked. 

+ + a 


7 LEARN exactly how Pontiac 
is manufacturing this flexible 
shaft, Automotive News visited the 
Pontiac plant. An afternoon spent 
examining the multitude of manu- 
facturing steps in the production 
of the shaft convinces one that 
Pontiac management igs well aware 
of the importance of this compon- 
ent and that this shaft is more than 
likely to succeed in its function. 
Briefly, the Tempest “rope” 
shaft is a %-inch or %-inch steel 
shaft (depending on whether the 
car has an automatic or manual 
transmission) that solidly links 
the engine to the rear transaxle. 

To reduce the tunnel inside the 
car, this rather thin shaft curves 

downward three inches in the 
middle. 

To absorb some of the vibration 
from the four-cylinder engine, it 
twists about 30 degrees, like a tor- 
sion bar spring, when the engine 
is operating. 

Some 29 people on two shifts are 
involved in the production of this 
shaft, after the initial rough steel 
forging is received from Oldsmobile 
which had the forging space avail- 

(Continued on Page 23, Col, 1) 


Engineering New Products 
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compact cars is how to keep peo- 
ple from calling them “compacts.” 
However, they’ll probably be un- 
able to lick this problem. The 
stubborn press apparently feels 
that since it doesn’t tell the auto 
makers what materials they 
should use in their cars, the mak- 
ers shouldn’t tell the press what 
words to use in their stories, 

To a lesser extent, the problem 
of how to prevent the loyal buyer 
of a medium-priced car from de- 
serting to a compact also must be 
faced by the engineers and design- 
ers because the type of car they 
produce is a big factor in this situ- 
ation. 

During the past year, the specter 
of cannibalism was faced by Chev- 
rolet, Ford and Plymouth with 
Corvair, Falcon and Valiant, re- 
spectively. 

* * ok 

yo Ford’s Falcon was easily 

the best seller of the three, 
many people feel that Chevrolet’s 
Corvair, although only 60 percent 
as many were sold, was the more 
successful car of the two because 
it apparently did not eat into big 
Chevrolet’s sales as much as Falcon 
ate into big Ford’s market, 

Chevrolet officials say that this 
was deliberately engineered by 
them because they aimed the 
unique, rear-engined Corvair at a 
different sector of the market than 
the Chevrolet was aimed. Whether 
this was foresight or hindsight, it 

appears obvious that the Corvair’s 
sales came mostly from non-Chev- 
rolet markets. 

When Ford executives were 
asked about the 1960 cannibalism 
problem, they frankly said they 
were perplexed. They said they 
didn’t know how much of the 
1960 dip in big Ford sales was 
due to cannibalism and how 
much was due to the fact that 
the bigger car just didn’t hit the 
public’s fancy. Of course, an ad- 
ditional factor in the Ford situa- 
tion was that Comet also was 
“shooting” at the traditional Ford 
car clientele. 


In this connection, a very inter- 
esting situation is developing in 
General Motors’ formerly very- 

(Continued on Page 27, Col, 1) 





*Rope’ Inspection— 

Paul Taber, general foreman of Pontiac's 
motor plant, checks the diameter of the 
flange end of a flexible “rope"’ propeller 
shaft used on the Tempest. 





Engineer's 


Showcase 


@ Why does the Pontiac Tempest 
use 15-inch wheels when the 
Oldsmobile F-85 and Buick 
Special have 13-inch wheels? 
Although this difference has 
been attributed to styling and 
several other factors, more 
likely answer is simply that 
the Tempest requires more 
ground clearance because of 
the torque tube that surrounds 
the flexible “rope” shaft. How- 
ever, 15-inchers now are op- 
tional on Special. 

+ ok cd 

@ At the winter meeting of the 
Society of Automotive Engi- 
neers in Detroit this January, 
there will be three papers on 
the Wankel rotating combus- 
tion engine—from Curtiss- 
Wright, NSU and Daimler- 
Benz. 

+ * * 

@ While the general trend in 
automotive metals has been 
from iron to aluminum, there 
have been a couple of changes 
recently counter to this trend. 
One example is the Corvair 
transmission case, which was 
converted from aluminum to 
cast iron toward the end of 
the 60 model run. According 
to E. N. Cole, Chevrolet gen- 
eral manager, aluminum’s 
thermal expansion was result- 
ing in noisy gears. 

* * * 

@ Studebaker-Packard has or- 
dered a considerable quantity 
of tooling from outside sup- 
pliers which, in all likelihood, 
will be used for producing a 
new S-P compact next year. 


ARIS. — While many of the 

world’s engineers have been de- 
bating whether a front or rear en- 
gine is best for a car, Citroen has 
developed a car that can be driven 
simultaneously by both front and 
rear engines. 

This car, the Citroen Sahara, 
is essentially the regular front- 
wheel-drive Deux Chevaux (the 
Two-Horsepower) equipped with 
a similar engine in the rear trunk 
which makes it possible for the 
car to climb a sand dune with a 
45-degree grade. 

First designed for French oil 
prospectors in the Sahara Desert, 
this vehicle is now being used 
wherever road conditions are too 
challenging for normal cars. Among 
these applications are large-scale 
farming and ranching, public works 
projects, railroad and dam con- 
struction, and as a liaison vehicle 
in underdeveloped territories. How- 
ever, it is not available in the U. S. 

The outstanding maneuverability 
of the Sahara is achieved also by 
its low net weight (about 1,400 
pounds), nearly equal weight dis- 
tribution on each wheel, four in- 
dependently sprung wheels linked 
by an interacting suspension system 
that connects both the front and 
rear suspensions, outsize tires with 
very low air pressure and, according 
to the company, a relatively high- 
powered engine system—28 French 
horsepower, counting both engines. 
* * + 


Bumpers Permit Hoisting 
ND, if these engineering char- 
acteristics aren't adequate for 
the terrain, the Sahara has tubular 
front and rear bumpers that permit 





Designed for Rough Terrain... 


Twin-Engine Citroen 





Industry Completes 
Program to Cut TV, 


Radio Interference 


By Joseph M. Callahan 
Engineering Editor 
OR the first time, not a single new car produced in the 
United States this model year will have the traditional 
copper ignition wires running from the distributor to the 


spark plugs and from the dis- 
tributor to the coil. 


In place of the copper wires, 
the ignition system of every ’61 
car will have resistor cables. 
These consist of carbon-impreg- 
nated linen or rayon threads cov- 
ered by a relatively thick rubber 
tube to protect the threads from 
ozone and high voltage, and a 
thin rubber tube to protect them 
from oil and grease. 


Resistor cables have gradually 


supplanted copper wiring in U. S. 
ignitions for the purpose of elimi- 


nating most electrical interference 


that radiates from a car’s ignition 
system and produces static in the 
car’s radio and in outside TV sets 
and radios, especially FM radios. 
Behind this development lie more 
than 25 years of electrical research 
in the auto industry, a decade of 
transition before the entire indus- 
try accepted the responsibility for 
the static emitted by its cars, con- 
siderable work by the Society of 
Automotive Engineers and the Au- 
tomobile Manufacturers Assn. and 
the participation by American en- 





hoisting it by hand out of mud or 
over an obstacle. 

To prevent damage to the en- 
gines when the car is climbing 
over particularly rough terrain, 
there are skis on the underside 
of both engines that protect them 
while deep ruts are being crossed. 
Front and rear axles of the ve- 

hicle are powered by two independ- 

ent drive trains, each with its own 

motor and transmission. The stand- 

ard air-cooled, horizontally-opposed, 

two-cylinder engines have a dis- 
eee on Puan 3, Col, 1) 























gineers in a worldwide organization 
for the elimination of static caused 
by autos. 

The decade of transition from 
copper wires to resistor cables 
began in 1950, when Pontiac intro- 
duced the first television radio sup- 
pressors, or T.V.R.S. as General 
Motors calls them, and ended this 
fall, when American Motors and 
Studebaker - Packard announced 
they had made the switch. 

K * Ke 

HEVROLET, Buick and Olds- 

mobile made the change in the 
middle 1950s. Cadillac adopted re- 
sistor cables in 1958. Ford Motor 
Co. took the step the following 
year. Chrysler Corp. switched to 
resistor cables in 1959 for its 361, 
383 and 413-cubic-inch engines and 
in 1960 for all its other engines. 

However, Chrysler had used re- 
sistor plugs for the previous few 
years. These plugs almost do an 
equivalent job, but they are more 
costly. Contrary to some opinion, 
resistor cables are more expensive 
than the conventional copper 
cables. 

Besides reducing the interference, 
resistor cables improve the durabil- 
ity of spark plugs by decreasing 
electrode wear on the plugs by 
about 50 percent. 

Resistor cables have some draw- 
backs. In addition to their extra 
cost, they are somewhat fragile, al- 
though much work has been done 
to improve their strength. Also, 
they reduce the amount of fouling 
that can be tolerated by a spark 
plug, although they do not acceler- 
ate this fouling. 

Why does an operating car en- 
gine cause radio and TV interfer- 
ence? 

Briefly, an electrical-ignition sys- 
tem produces interference because 
of the electrical arcing that is pro- 
duced by the oscillating current 

(Continued on Page 22, Col, 1) 





Citroen with Two Engines— 


Designed for use over rough terrain, the Citroen Sahara can be driven simultaneous- 
ly by both front and rear engines. Front and rear axles are powered by two independ- 
ent drive trains, each with its own motor and transmission. The air-cooled, horizontaily- 
opposed, two-cylinder engines have a displacement of 25 cubic inches and deliver 14 
horsepower. When necessary, the engines can revolve at different speeds to provide 


increased maneuverability. 











The first thing every American car maker puts on his new cars: Tires made with TYREX® tire cord 


FOR 1961, YOU CAN AGAIN TELL YOUR CUSTOMERS that they’ll ride 
on tires made with TYREX rayon tire cord. Chosen for the 
third straight year by America’s car makers through their own 
independent testing, these tires let you “‘talk up” the greatest 
sales-features on wheels: 

SAFETY!... More resistance to impact breaks, 3% cooler 
running at turnpike speeds. 

ECONOMY! ... Upto 17% more mileage. 

SMOOTH RIDE!... Tires stay in ‘round,’ no annoying nylon 
thump. 

So let your customers know all the extra advantages they’re 
getting in your cars—tell them about the tires of TYREX cord 
—help make your car sales easier! 





TIRE CORD IS THE BACKBONE OF A TIRE’S 
STRENGTH, SAFETY, COMFORT...with- 
out it, a tire’s no more than a 
‘‘rubber balloon.’”’ For a safe, smooth 
ride, America’s car makers choose 
tires made with TYREX rayon cord. 





/tddydy_ TIRE CORD 


TYREX Inc., Empire State Bldg., New York 1,N.Y.TYREX (Reg. U.S. Pat. Off.) is acollective trademark of TYREX Inc. for tire yarn and cord. TYREX tire yarn and cord is also produced and available in Canada. 
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All Now Use Resistor Cable Instead of Copper Wire... 
Ignition Static Cut in U.S. Cars 


(Continued from Page 20) 


that flows through sections of the 
wiring. 


* * * 


Where Arcs Occur 


IHESE arcs occur at breaker 

points, starter and generator 
motor brushes, voltage regulators, 
loose connections and sometimes in 
the instrument panels. Static elec- 
tricity produced by a fan belt or 
rolling tires are also possible trou- 
ble sources. 

However, the most important 
source of radiated interference 
is the extremely high-frequency 
oscillations that occur at the 
spark plug and at the coil. The 
frequency of these radiated 
waves coincides with the waves 
used in radio (550 to 1,600 kilo- 
cycles) and TV (30 to 300 mega- 
cycles), and interference results. 
There are three methods of sup- 

pressing this ignition “noise”’—re- 
sistor cables, resistor plugs or sup- 


Remember when... 
HIS LAST 


pressor units in high tension leads, 
but the latter method is the most 
expensive and least effective. 

All of these methods reduce the 
electrical radiations by cutting 
down the peak current which flows 
when the spark discharges. With- 
out resistance, this peak can reach 
200 to 500 amperes, but it can be 
reduced to one to 10 amperes with 
resistor cables or plugs. This am- 
perage reduction also makes pos- 
sible the decreased electrode wear 
on the spark plugs. 

Although this resistance also re- 
duceg the electrical current, there 
is still more than ample current to 
give satisfactory car performance 
without malfunctioning. 

* + * 
yt pretty well established that 
resistor cables and plugs ab- 
solutely do not adversely affect 
car performance, although this was 
thought to be the case in the early 
days. Subsequent investigation 


lems were caused by loose spark- 
plug terminals, wire shorts, poor 
distributor-point adjustment and 
other factors. 

Many engineers feel that the 
resistor cables do a much better 
job than the resistor plugs be- 
cause the resistance is uniformly 
distributed over a long length, 
permitting suppression of noise 
from the plugs and the distribu- 
tor rotor, while the resistor plugs 
only eliminate the radiation at 
the plugs. 

Auto companies first became 
aware of the radio interference pro- 
duced by their cars in the early 
1930s, but little was done at that 
time because it was thought that 
the problem was too great and too 
expensive for solution, The think- 
ing was somewhat comparable to 
that regarding the hydrocarbon 
emissions from current cars today. 

Also, for a long time it was im- 
possible to measure the noise ac- 


showed that most of the early prob-i!curately and consistently. The 


MINUTE PASS 


GAVE THE LIONS THE CHAMPIONSHIP 


Two minutes and eight seconds of playing time remain in the 
hard-fought 1953 NFL Championship game. The Lions trail the 
Browns 16 to 10. Bobby Layne has the ball. 


He shoots a 40-yard pass into the Browns’ 
end zone for the vital score. Then booting 
the extra point, the Lions win—17 to 16. 

What's that extra ‘‘something” in real 
pros that pays off in the clutch? It’s skill, 


experience and spirit. 


You'll find the same qualities in bus- 
iness pros. The Timken Company are 
pros in their field — bearings. For over 60 
years they've been improving just one 


kind of bearing, the tapered 


They’ve packed more capacity into more 
compact Timken bearings— 


roller bearing. 


more quality, 








Akron Dealers Hailed 


For School Trainers 


AKRON—The Akron Automo- 
bile Assn. has paid tribute to the 
Akron Auto Dealers Assn. for 
helping to make possible the 
“best school driver training pro- 
gram in Ohio.” 

At a dinner, it was disclosed 
the dealers are now providing 25 
training cars to Summit County 
high schools, a practice that has 
been in effect here for years. The 
American Automobile Assn. pro- 
vides the dual controls. 

Superintendent Martin Essex, 
of Akron schools, told the dealers 
that Akron has made more prog- 
ress in driver education than any 
of the state’s eight largest cities. 





available instruments sometimes 
showed the interference and some- 
times they didn’t. 

About 1935 an SAE subcommittee 
was established to investigate this 
problem and to seek possible solu- 
tions. 

During World War II, the Army 
Signal Corp. developed some instru- 
mentation that for the first time 





too. Produced these bearings for less to give you greater value. 
Solved countless customer bearing problems. And they've 
worked with your engineers for 50 years in designing countless 
bearing applications that have assured your customers trouble- 
free mileage, cut your warranty and assembly costs. 

For the most for your bearing money, 


call in the bearing pros — Timken Com- 
pany Sales Engineers. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable 
address: ‘‘TIMROSCO”’. Makers of Tapered 
Roller Bearings, Fine Alloy Steel and 
Removable Rock Bits. 


TIMKEN 


tapered roller bearings 


from the pros of the bearing business 





accurately measured the interfer- 

ence. In 1947, a GM policy was 

established, urging that all GM cars 
be designed with interference sup- 
pressors. 

* ** * 

GM Units Made Studies 
ELCO-REMY DIVISION did 
considerable investigation of 

the matter, and GM’s Packard 

Electric Division began developing 

devices that would solve the prob- 

lem, 

The Federal Communications 
Commission became acutely con- 
cerned with the interference 
emitted by cars about 1950, and 
numerous orders and recommen- 
dations were issued on the situa- 
tion. 

But the biggest impetus probably 
was supplied by U. S. Public Law 
200, which became effective in Oc- 
tober, 1951, and which provided for 
the confiscation of radiating de- 
vices (either vehicles or stationary 
engines) whenever a state of emer- 
gency was declared. 

During these years there was a 
good deal of negotiation between 
auto people and radio and tele- 
vision people as to exactly how 
much noise suppression would be 
required, since it was not economic- 
ally feasible to eliminate all of it. 
The car makers were holding out 
for a reasonable limit that would 
not be too costly to achieve. 

Acknowledging that the problem 
was industrywide, all the auto mak- 
ers worked together. Spearheaded 
by the SAE, electrical groups from 
each company would gather with 
Delco-Remy officials at a country 
barn each September to measure 
the noise suppression each company 
had achieved. The radiated interfer- 
ence was measured from 50 feet 
away, with specified voltages, The 





voltage is highest at the time of 
highest engine torque, which is 
during acceleration. 

oa * or 

HE Automobile Manufacturers 

Assn. also was active in the 
drive to eliminate radio interfer- 
ence, periodically setting up sug- 

gested dates at which all the man- 
ufacturers should have suppressors 
on their cars, 

While auto-caused interference 
in the U. S. has largely been elim- 
inated, there is still a great deal 
of radio and TV interference be- 
cause most trucks still do not 
have suppressors. 

Truck operators in the main have 
steadfastly refused to accept the 
suppressors on their vehicles (which 
produce much more static than a 
car) on the grounds that the re- 
sistor cables are too fragile. This 
fragility is much more of a prob- 
lem to them because of the need 
for their mechanics to pull off the 
spark plug wires monthly or more 
frequently to check and clean the 
plugs. 

Electrical engineers feel that 
truck owners and makers are ex- 
aggerating the fragility of the re- 
sistor cables, They say these cables 
can be bent double and that the 
principal danger to them would be 
a mechanic who roughly jerked the 
cable from the plug when the 
cable is hot. Also, constant flexing 
of the cable will ruin the cable by 
separating the graphite particles 
in it. 

a + 


Airports Curb Trucks 


MAN* trucks without static sup- 
pressors now are required to 
keep their motors shut off as much 
as possible around airports to mini- 
mize interference with aircraft ra- 
dios. Static on some trucks is partly 
suppressed, Some top industry offi- 
cials have established next Jan. 1 
as the date when all trucks should 
have adequate suppressors, but this 
is unlikely to be realized. 

Just last month the Institute of 
| Radio Engineers met in Detroit 
to seek measures that would fur- 





ther reduce interference from 
trucks and buses. 

In the interest of further static 
| suppression on a worldwide basis, 
|a number of U. S. engineers at- 
| tended a meeting in September of 
| the Special International Commit- 

tee on Radio Interference in Paris. 


| Largely because of the work of 
| this body, many European countries 
| have laws or soon will have laws 
| requiring all vehicles to have static 
| suppressors, Among these countries 
are England, France, Germany, 
| Switzerland and Austria. 
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22 Manufacturing Steps ... 


How Flexible Shaft 
Is Built for Tempest 


(Continued from Page 20) 


able. Pontiac is now producing 400 
flexible shafts a day, but the vol- 
ume is rising. 

* * ok 


Method Explained 


parr TABER, general foreman 
of Pontiac’s motor plant, de- 
scribed and demonstrated the fol- 
lowing steps in the production of 
the shaft: 

1, After the shaft arrives from 
Oldsmobile, it is submerged in two 
“normalizing” furnaces to relieve 
the stresses from the forging ham- 
mer action and to level out the 
grain structure. It remains in the 
first furnace (temperature: 1,650 
degrees) for one hour and then is 
placed in the second furnace (tem- 
perature: 1,250 degrees) for two-to- 
three hours for gradual cooling. 

2. Shot peening follows for the 
removal of scale, and the shaft 
that came in looking quite rough, 
comes out free of scale, but not 
extremely smooth yet. 

3. It ig next put through the 
first of three straightening opera- 
tions. This operation employs a 
new, automatic straightening press. 
The piece is straightened to within 
30-40 thousands of perfect horizon- 
tal. Originally, this was done by 


hand. 






































* * s 


OUR. The shaft is now qualified 
for overall length. Those that 
are too long are shortened with a 
steel saw. The automatic transmis- 
sion shaft must be 87.75 inches long 
and the manual shaft is 81.75 inches. 
5. Rough grinding follows. In four 
passes, a belt type grinder removes 
30-40 thousands from the shaft’s 
diameter, bringing the automatic 
transmission shaft down to 660 
to 650 thousands of an inch. 
6. The part is then sent through 
a washer on a conveyor and oiled. 
7. A lathe operation centers, faces 
and de-burrs the flange end of the 
shaft. 
8. Six locating holes are drilled 
in the flange to tie the shaft to the 


engine. 
* * + 


2 Shafts on Same Line 


INE. The lathe work is done on 

the bearing end, ahead of the 
spline. Although the automatic and 
manual transmission shafts have 
different diameters and lengths, 
both are mostly made on the same 
line, with different adjustments 
made on the machinery when nec- 
essary. 

10. A Norton grinder grinds the 
spline end (where the shaft ties 
in to the transaxle. Before the 
shaft is completed, it will have 
a very fine “micro” finish, because 
the slightest nick or roughness 
could result in stress cracks that 
will later lead to shaft breakage. 
The slightest nick could cause 
trouble. 

The final finish must be between 
10 and 20 micro-inches which is 
10-20 millionths from _ perfectly 
smooth. 

11. A spline roller instantly cuts 
grooves in the shaft, creating the 
spline. 

12. Another heat treat operation 
follows in which the piece is heated 
to 700 degrees and quickly quench- 
ed in an oil bath for rapid cool- 
down, This is a hardening operation 
which subsequently makes straight- 
ening and grinding more difficult. 

13. Next comes another straight- 


Dow Brochure Describes 


Rise of Silicone Use in Cars 


MIDLAND, Mich.—How silicones, 
with a higher initial price, are 
gaining wide acceptance in cost- 
conscious, high-volume automotive 
industries is described in an eight- 
page brochure, “Silicones for the 
Automotive Industries,” just re- 
leased by Dow Corning Corp. 

The illustrated brochure describes 
how silicones are helping designers 
of autos, trucks and other land ve- 
hicles solve difficult engineering 
problems. Applications for silicone 
products in production equipment 
and as aids to manufacturing and 
maintenance also are outlined. 


ening operation in which a man 
with an air hammer straightens 
the shafts within 15 thousands of 
perfectly horizontal. 


* * * 


FOURTEEN. A finish grinder 
smooths the shaft’s center sec- 


Construction Is Completed 
On New Q-T Tool Plant 


BEDFORD, Ind.—Completion of 
manufacturing facilities for the 
production of standard and special 
cutting tools has been announced 
by the Q-T Tool Co. 

The plant is a 10,000-square-foot, 
one-story building, with rail and 
truck facilities for overnight serv- 
ice to practically all major Mid- 
west industrial centers, a Q-T offi- 
cial said. 


Sales up... profits up... satisfaction assured 


tion—between the flange end and 
the spline end. 

15. Loaded on a conveyor, the 
shafts are again washed. 

16. Every shaft is then sent 
through a Magnafiux tester. This 
is a test in which a fluid with a 
special material is poured over 
the part. Then the part is placed 
in a dark chamber and a fluores- 
cent light is put on it. The slight- 
est crack or imperfection shows 
up prominently, and causes re- 
jection. 


17. Another heat treat and shot 
peening operation follows. 

18. The final straightening opera- 
tion is accomplished, with limits of 
five thousands at the flange, 10 
thousands at the bearing and 20 
thousands at the center maintained. 
Of course, some of the earlier 
straightening has been lost during 
the subsequent operations. 

19. The flange end is given a 
smooth grinding. 

* & 


Sealed Bearing Used 


"[WEnrr. A sealed bearing is 
put on the shaft ahead of the 
spline and this bearing area is 
given a fine finish, 

21. The shafts are wiped with a 
special fluid that removes finger- 
prints from them, especially during 
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1.0% 1.1% 


What Is a Car Made Of7— 





Steel is still the major material in the modern car, accounting for almost % of the 
weight. The percentages of other materials used in this typical compact, a Dodge Lancer, 


are shown in the drawing above. 


humid weather. A fingerprint could; plastic which prevents the shaft 


cause the shaft to rust slightly in 
a matter of hours. The shaft is then 
oiled to prevent soiling. 

22. The final operation, before 
shipping the shaft to the assem- 
bly line consists of completely 
coating the shaft, except for the 

, with a brown-colored 
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from rusting during its life. 

In conclusion, Taber commented 
that he maintains 100 percent in- 
spection on every step taken with 
every shaft. Thus far, the scrap 
rate has been less than one per- 
cent, 

—JosePH M. CALLAHAN 
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Sales of Quaker State Motor Oil are climbing, and so are dealer’s a be 


profits... Sell satisfaction by the quart. Sell Quaker State—the 100% 
Pure Pennsylvania Motor Oil. There is no better way to build business! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Pennsylvania Grade Crude Oil Association 
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Designed for Rough Terrain... 
Twin-Engine Citroen 


(Continued from Page 20) 


buretors have been made to pre- 
vent the engines from coughing or 
choking on steep grades. Linked by 
cable, they are simultaneously con- 
trolled by a single gas pedal. Cable 


placement of 25 cubic inches and 
deliver 14 horsepower. There are 
two regular four-speed transmis- 
sions. 

The two engines are not syn- 
chronized. On the contrary, when 
necessary, front and rear wheels 
can revolve at different speeds, thus 
providing increased maneuver- 
ability over ground that has differ- 
ent surfaces at the front and rear 
wheels. 





























Research Engine Laboratory 


Is Expanded by Monsanto 

ST. LOUIS.—Monsanto Chemical 
Co. has completed an expansion of 
its research engine laboratory here, 
which more than doubles its previ- 
ous capacity for full-scale engine 
evaluation of chemical] additives in 
motor oils, gear lubricants, auto- 
matic transmission fluids and fuels. 

Facilities have been expanded to 
include an additional battery of 
highly instrumented engine test 
cells as well as a photo room, an 
enlarged engine-rebuilding shop, 
garage and storage facilities, the 
firm said. : 


the car ig operating over 
a highway or a packed earth 
trail, the two engines automatically 
fall into synchronization with each 
other. A special device permits 
shifting the rear transmission into 
neutral without affecting the front 
transmission. In this way, the car 
ean be driven. by the front engine 
only, permitting reduced fuel con- 
sumption. 

Citroen officials say the Sahara, 
which is capable of 60 miles an 
hour on the highway, will pro- 
vide 31 miles to the gallon on the 
highway and 23-25 miles per gal- 
lon over other surfaces. 

Modifications on the normal car- 


Vehicles to Gulp 
312 Percent More 
Fuel This Year 


WASHINGTON.—Motor-fuel con- 
sumption is expected to total 63.8 
billion gallons for the United States 
in 1960, a gain of 3.5 percent over 
1959, Federal Highway Administra- 
tor Bertram D. Tallamy announces. 
The 1960 estimate, prepared by the 
Bureau of Public Roads, is based 
on information received from state 
agencies and other sources. 

Motor-fuel consumed in highway 
use is expected to total 58.3 billion 
gallons, including 55.8 billion gal- 
lons of gasoline and 2.5 billion gal- 
lons of special fuels such as diesel 
and butane, Nonhighway use of 
motor fuel is expected to be 5.5 
billion gallons. 

Based on this estimate of high- 
way use of motor fue] and the re- 
cently published estimate of 1960 
motor-vehicle registrations, the an- 
nual rate of fuel consumption for 
1960 is expected to be 790 gallons 
per vehicle. 

While the use of motor fuel has 
risen steadily ever since the end 
of World War II, the 3.5-percent 
rate of increase anticipated in 1960 
is less than the 4.8-percent gain 
made in 1959. These annual in- 
creases follow very closely the in- 
creases in motor-vehicle registra- 
tions; 3.3 percent (expected) in 1960 
and 4.3 percent in 1959. 

California leads the states in ex- 
pected consumption of motor fuel 
for highway use, with 5.7 billion 
gallons, followed by New York with 
3.9 billion and Texas with 3.8 bil- 
lion, Pennsylvania, Ohio, and Iilli- 
nois are also each expected to top 
three billion, and Michigan and 
New Jersey will each have more 
than two billion. These eight states 
will account for 47 percent of the 
total highway use fuel consump- 
tion, 

Twelve other states are expected 
to consume more than one billion 
gallons of motor fuel in highway 
use, 


GM Research Chemist 
Gets Two SAE Awards 


DETROIT.—Theodore W. Selby, 
senior research chemist for Gen- 
eral Motors Research Laboratories 
fuels and lubricants department, 
has received both the Russell S. 
Springer and Henry Ford Memor- 
ial awards from the Society of Au- 
tomotive Engineers, 

Presented by the national SAB, 
the Springer award goes to the 
youngest author of a technical 
paper of permanent interest to be 
accepted and published in SAH 
Transactions. The Henry Ford 
Award, presented by the Detroit 
SAE Section, goes to the junior 
SAE member who writes the year’s 
best technical paper on ground ve- 
hicles. 








linkage also permits control of the 

two clutches by a single pedal. 
In addition, both transmissions 

are commanded simultaneously by 


a single shift lever: 
= a * 


Brakes Are Protected 


quxs the rear of the car is likely 
to bear more weight than the 
normal Deux Chevaux, the frame 
has been built to lie in a horizontal 
position, so that the portion of the 
chassis lying ahead of the front 
axle igs raised, thus giving the car 
greater maneuverability over rough 
terrain. 

The car’s brakes, which are 
located at the working ends of 
the front and rear transmissions, 
have been given extra protection 
against the intrusion of mud or 


The car uses x-type tires which 
are especially suitable for driving 
over sand. The treads cannot lose 
their shape and they permit carry- 
ing a load of 1,750 pounds per axle. 
Tire pressure can be reduced to 9% 
pounds per square inch, a great 
advantage over bad surfaces. The 
same pressure can be maintained 
while travelling, so there is no 
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Corvair a la Farina— 
Chevrolet Corvair Special, as custom-crafted by Pininfarina, made its second appear- 


need for continual bleeding and | ance at the International Motor Show of Turin, having been introduced at the Paris 
putting air into the tires when| Motor Show. The Farina Corvair has a shortened wheelbase of 100 inches and is fitted 


changing terrains. 


Corvair 


by 
Chevrolet 





as a two-seater. Interior of the car is trimmed in light tan leather. 


Tempest 


by 
Pontiac 


..-@lectrical systems 


Delco-Remy systems provide electrical energy for the needs of mo- 
tion in General Motors new size cars, too. Special electrical systems 
were developed by Delco-Remy working closely with Chevrolet, 


Pontiac, Buick and 


Oldsmobile. In all four new cars, these lighter 


units deliver the same kind of reliable high performance that has 
been built into Delco-Remy electrical systems for over fifty years. 








_— 
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cal laboratories, has been promoted | moted to chief engineer succeeding 
William Oberlin 


Technical PERSONNEL CHANGES 





AKRON.—Appointment of Robert 
J. Burns as general manager of the 
Goodyear Metal Products Division 
is announced. 

Burns, assistant general manager 
of Goodyear Metal Products since 
1957, succeeds H. J. Lafaye, who is 
retiring as head of the rim products 
operation. = 

* 


¥ 
Riecks Joins Knight 

DETROIT.—Frank C. Riecks has 
joined Lester B. Knight & Associ- 
ates, Inc., consulting engineers, as 
senior associate. He wil] head up ‘a 
new Detroit office at 20111 James 
Couzens Hwy. Prior to joining the 
Knight organization Riecks was 
with Timken Detroit Axle Co., Ford 
Motor Co. and Sutter Products Co. 

* * 


Battelle Names Grover 


Dr. Horace J, Grover has been 
named staff physicist in Battelle 
Memorial Institute’s Department of 
Mechanical Engineering, and 
George M. McClure has assumed 


Special 


by 
Buick 


by Delco-Remy 


Delco-Remy equipment for the Corvair, Tempest, Special and F-85 includes * Gener- 
ators * Regulators * Cranking Motors * Distributors * Ignition Coils * Horns * Flexible 
Cable Controls * Directional Signal and Control Switches * and Delco Batteries. 


Delco-Remy electrical systems 


From the highway to the stars 


DIVISION OF GENERAL. MOTORS, ANDERSON, INDIANA 


Dr, Grover’s former post as chief 
of applied mechanics research, 


* 
Burkhardt Appointed 


The appointment of Kenneth W. 
it as director of design 
standardization has been an- 
nounced by American-Standard In- 


dustrial Division, Dearborn, Suc-| weber 


ceeding Burkhardt as product 
development engineer is William E. 
Wendover, formerly senior power 
— engineer for the divi- 
sion. 


* * * 
Chrysler Names Powell 
In Materials Handling 


J. H. Powell has been named 
manager of Chrysler Corp.’s newly 
created materials handling depart- 
ment. The department will provide 
closer coordination between mate- 
rials handling engineering and con- 
tainer control, Chrysler said. 

Powell joined Chrysler Corp. in 
1943 and has held various positions 
in automotive manufacturing. He 


was manager of the Evansville 
(Ind.) assembly plant from 1956 to 
1959. 


* af * 

Divco Names Holland 
Diveo Truck Division of Divco- 
Wayne Corp. has appointed Joseph 
Holland senior service engineer. 
Holland formerly was claims super- 
visor for the car and truck service 

department of Dodge Division. 


Hofweber Named to Head 


Ternstedt Quality Control 
Appointment of August J, Hof- 


ir. 

to head the newly established prod- 
uct reliability department at Tern- 
stedt Division of General Motors, 
has been announced, 

Hofweber had been a staff engi- 
neer in Ternstedt’s product engi- 
neering department. : 


Engineering Assignments 


Revealed by Timken 


Two changes in Timken Roller 
Bearing Co.’s Engineering Division 
have been announced. 

H. J. Urbach, formerly company 


to assistant director of engineering. 
+ + * 


Holley Promotes Hermans 


Fred C. Hermans jr., former pro- 
duction control supervisor, has been 
named production control manager- 
automotive ~ Carburetor 


after nearly 20 years with Holley. 
* * * 


Pittsburgh Plate Promotes 


Three in Glass Engineering 
Pittsburgh Plate Glass Co., Pitts- 


as director of reliability) pyrgh, has announced a series of 





H.W. Gastace CO. H. Swensen 
appointments in the engineering 


executive engineer, has been given oo of its Glass Division. 


the title of director of engineering. 
Ralph E. McKelvey, formerly as- 
sistant chief engineer of the physi- 


F-85 
by 
Oldsmobile 


W. Gardner, formerly assist- 
ant chief engineer—project and 
plant liaison section, has been pro- 


25 


who was ap- 


as chief power engineer during the 
past two years, has been named to 
succeed Gardner, and Thomas B. 
Jerman, formerly senior power en- 
gineer, has been named to succeed 
Swensen. . 


* * 
Kendall Joins Dupli-Color 
Stanley E. Kendall has been 
named technical director of Dupli- 
Color Products Co., Inc., manufac- 
turer of automotive paints, 


Autolite Ups Urbine 
OR juali os trol f 
manager q ty control for 
Electric Autolite Co.’s Bay City 
(Mich.) Division. He had headed 
Autolite’s Detroit customer-me- 
chanics departme nt. 


Condon Gets Sales Post 


Patrick R. Condon has been 
named sales engineer for Norma- 
Hoffmann Bearings Corp., Stam- 
ford, Conn. He will cover the St. 
Louis and southern Illinois terri- 
tory. He had been a buyer for Cat- 
erpillar Tractor Co. 5 





Huff Joins Thermoid 


J. Wilbur Huff has been appoint- 
ed to the research and development 
staff of Thermoid Division of H. K. 
Porter Co., Inc. He will head major 
development projects at the divi- 
sion’s Trenton (N. J.) Works. Huff 
formerly was technical manager of 
Dayton Rubber Co.’s V-belt plant in 
Springfield, Mo. 


* * 
Vickers Appoints Chao 


Research, Development Chief 


Dr. W. Wai Chao has been ap- 
pointed research and development 
director at Vickers, Inc., a division 
of Sperry Rand 
Corp., Detroit. 

Dr. Chao joined 
Vickers in 1959 as 
chief of research. 
Prior to joining 
Vickers, he di- 
rected engineer- 
ing efforts for 
such major proj- 
ects as the second 
stage liquid rock- 
et engine for the 
Dr. W. Wai Chao “Discoverer” pro- 
gram and altitude control rocket 
systems for “Project Mercury” and 
the X-15 airplane. 

+ ot 


General Motors Promotes 
Titlow and Hendrichs 


Two executive promotions affect- 
ing the Jones Mills, Ark., and Bed- 
ford, Ind., Fabricast plants of Cen- 
tral Foundry Division, General Mo- 








R. A.Titlow R. P. Hendrichs 


tors Corp., have been announced by 
James H, Smith, divisional general 
manager. 

Robert A, Titlow, Jones Mills 
plant manager, has been promoted 
to general superintendent of the 
Bedford plant, the larger of the 
two facilities. Robert P. Hendrichs, 
sales manager of non-ferrous met-. 
als, has been promoted to plant 
manager of the Jones Mills plant, 
succeeding Titlow. 


* * * 
Fruehauf Names Hulverson 


Advance Design Engineer 


Adrian F. Hulverson has been 
named chief engineer of advance 
design for Frue- 
hauf Trailer Co., 
Detroit. He suc- 
ceeds Richard T. 
Fujioka who was 
named assistant 
director of re- 
search and devel- 
opment. 

Formerly de- 
sign group leader 
Pa at the Ternstedt 

, - Detroit Division, 
A. F. Hulverson § General Motors 
Corp., Hulverson wag responsible 
for directing new product develop- 
ment design, phototype fabrication 
and testing. 
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condition, corrected to prevailing temper- 
ature conditions, according to Electric 
Autolite Co., Toledo 1, O. 


Photostress Rosette Gauges 
Marketed by Budd Co. 


A PhotoStress Rosette Gauge that is said 
to have been put on the market which 
is the only gauge of its kind to provide 
directly both orientation and separate 
magnitudes of principal strains, has been 
announced by Budd Co., 2450 Hunting 
Park, Philadelphia 32, Pa. 

This feature, coupled with the gauges’ 
speed and ease of application, is said to 
simplify stress analysis problems for which 
they are used. The gauge can be used 
on such varied mechanical assemblies as 
automotive frames. Above, gauges show 
fringe patterns characteristic of three 
load conditions: Top—no load; middie— 


low load; bottom—high load. 
* * * 


One-Button Control Featured 
On Schrader Chuck Gauge 


An improved metal-bodied airline chuck 
gauge that is,.said to combine easy opera- 
tion and simple component replacement 
has been announced by A. Schrader's Son, 
a division of Scovill Mfg. Co., Inc., 470 
Vanderbilt Ave., Brooklyn 38, N. Y. 


The moment the chuck gauge is placed 
on a tire valve, the tire pressure is regis- 
tered on the builtin gauge. To deflate, the 
single control button is partially depressed; 
to inflate the button is fully depressed. 
Release of the button instantly provides 
the pressure reading. The chuck gauge 
model 3650 is available with single- or 











Clyde Engineering Develops 
Automatic Screwdriving Unit 


Tru-Tork automatic screwdriving ma- 
chines are said to be adaptable to custom- 
built units with multiple spindles in any 
number necessary for the fabrication de- 
sired. 

Tru-Tork five-spindle machine consists 
of a single hopper feeding screws into 
five pneumatic air feed screwdrivers. The 
screwdrivers are adjustable for center dis- 
tances and are mounted on a rail with 
quick acting clamps for fast adjustments. 
Units are available with positive jam-free 
feeding mechanisms for screws, studs, 
rivets and pins up to 24 inches in length. 
Clyde Engineering & Mfg. Corp., 937 E. 
10 Mile Rd., Madison Heights, Mich. 

of * * 





Portable Unit Measures 


Surface Roughness 


The Roughmeter SR-14, a portable in- 
strument for measuring surface roughness 
of metal or plastic parts, is contained in 
a case that has a storage compartment 
for the pickup and calibration standard. 
Automatic reel rewind is provided for the 
pickup scale. 

The amplifier consists of a feedback- 
stabilized tube and transistor circuit. It 
is battery operated; battery life is 700 
hours. Marduth Products, 1387 Ledge Rd., 
R. D. 1, Hinckley, O. 


ae * * 


Autolite Battery Tester 


The Climate-Eye battery tester quickly 
provides an accurate report of a battery's 





dual-foot chucks. 


Electronic Student Desk 
Useful in Industry 


Electronic student desk developed by 
Williams Research Corp., Walled Lake, 
Mich., is designed to replace a live teacher 
in many applications. 

Teachers, on a sound motion picture 
screen, lecture and quiz student who must 
respond quickly by pushing answer but- 
tons. Student is automatically graded on 
adding machine tape at the right of the 
screen which also records answers as 
“correct” or “‘incorrect."' This approach is 
said to make the desk of value in indus- 
trial applications. 





Abrax Instrument Unveils 


Wall-Mounted Thermometer 


Abrax Instrument Corp., 179-15 Jamaica 
Ave., Jamaica 32, N. Y., has announced 
its wall-mounted Abbeon Thermometer, 
model TAB-8, is now in production. 

The overall diameter is 734 inches and 
it is 2% inches in depth. The operation 
is by metallic element and the percentage 
of accuracy is within 1 percent over the 


entire range, it is said. The range of the| 


dial is from minus 30 degrees Fahrenheit 
to 230 degrees Fahrenheit. 






Engineering and Production 
New Products 








Stewart-Warner Announces 
Electronic Vibration Monitor 


A versatile electronic device for protect- 
ing equipment and processes against dam- 
age from excessive vibration has been 
announced by Industrial Balancer Depart- 
ment, Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill. It is sensitive to 
vibrations as minuscule as two-millionths 
of an inch amplitude, the manufacturer 
states. 


The device is described as a resonance- 
type vibration monitor. It not only stands 
sentinel on the equipment which it is set 
to monitor—flashing a signal or stopping 
the machine if safe limits of vibration am- 
plitude are exceeded—but also becomes, 
with an accessory plug-in attachment, a 
portable balancer to be used in correcting 
the condition creating the vibration. The 
unbalanced, vibrating part can be cor- 
rected, in place and at once, in most cases. 

a 


AC Spark Plug Develops 
Compact Mobile Phone 


A light-weight, compact telephone for 
automobiles and other motor vehicles has 
been developed by AC Spark Plug Divi- 
sion, Milwaukee, Wis. 


The new unit can be equipped for 
four-channel operation, compared with a 
maximum of two on present equipment. 

ar oe 










Deburring Machine 
Announced by Acme 


A semi-automatic deburring machine for 
finishing circular or related shaped parts 
has been announced by Acme Mfg. Co., 
1400 E, Nine Mile Rd., Detroit 20, Mich. 
Gears and sprockets, motor rotors, stators, 
and wide assortment of stampings are 
suited to finishing on this deburring ma- 
chine, it is said. 

Basically, the deburring machine con- 
sists of an adjustable single spindle Acme 
type B-61 semi-automatic machine that 
positions and rotates the parts, and Acme 
L-8-L adjustable lathes positioned around 
the machine to perform the deburring 


operations. 
. 


Shell Oil Introduces 
New 10W/30 Lubricant 


A new premium 10W/30 motor oil has 


been introduced by Shell Oil Co., 50 W.| 


50th, New York, N. Y. 

Shell says the new oil is formulated to 
minimize the contribution of the oil to 
combustion chamber deposits and thus re- 


duce surface ignition and rumble. 
2767 oe 


Greaseless Lubricant 


A dry greaseless lubricant, called Poly- 
Powder, which can be sprayed onto slid- 
ing surfaces or moving parts, has been 
announced by Polydoris Products Corp., 
5306 W. Lawrence Ave., Chicago 30, Ill. 








The powder is manufactured from pure 
Teflon, the same material now being used 
to make self-lubricated “permanent” bear- 
ings. 





Utica Drop Forge Unveils 
Wire Stripping Tool 


Utica Drop Forge and Tool Division, 
Kelsey-Hayes Co., 2500 Whitesboro St., 
Utica 4, N. Y., has introduced the SW-1 
Stripwright, a wire stripping tool that is 
said to clean and strip most types of in- 
sulation, including teflon on both solid 
and stranded wires. 

The unit has a squeeze grip, slide ac- 
tion with all parts machined to close tol- 
erance. It is equipped with a cam action 
calibrated dial which can be adjusted to 
strip from No. 12 to No. 26 wire gauge 
size with a full range from .0 inches to 
-080 inches. It will not nick the wire and 
it is so constructed that the operator can 
set the cam dial to compensate for any 
variation in wire size that may exist, it is 
said. 

au. te. 
New Polyester Coatings 
Developed by Goodyear 


Tough, armor-like coatings—their appli- 


cations ranging from automobile bumpers 
to sensitive recording tapes—have been 
developed from a family of polyester plas- 
tic resins, according to the Chemical Divi- 
sion, Goodyear Tire & Rubber Co., Akron, 
° ; 


The coatings are said to have excep- 
tional resistance to abrasion, ultraviolet 
rays, chemicals and weather. Other ad- 
vantages of the Vitel resins, include excel- 
lent adhesion, clarity, electrical properties 
and the ability to bind pigment. 

ie 





Transistorized Meter Reads 
Absolute, Relative Vibrations 


A battery-operated, hand-carried vibra- 
tion meter with high gain, transistor cir- 
cuitry has been produced for the Korfund 
Co., Inc., Cantiague Rd., Westbury, N. Y., 
by Philips of The Netherlands. 

The type PR-9252, a self-contained in- 
strument reading peak amplitudes of both 
absolute and relative vibrations directly 
on its large meter dial, can be used wher- 
ever vibrations must be measured or moni- 
tored, it is said. Readings are in microns, 
over its five cps to 1,200 cps frequency 
range. It has a measuring range from 0 
to 1,000 microns value (0.039-inch) in five 
steps, and a sensitivity down to 0 to 10 
microns full scale (0.00039-inch). 


Engineering Briefs 


WILMINGTON, Del. — An in- 
creasing preference for regular 
grade gasoline and a greater de- 
pendency on credit cards are 
among the preliminary results 
shown in the latest survey of the 
habits of the American motorist 
conducted by the duPont’s Petro- 
leum Chemicals Division. 

A detailed report on the “Profile 
of the Motorist” survey, based on 
4,500 personal interviews conducted 
across the country earlier this year, 
will be available after tabulating 
work has been completed, This is 
the fourth in a series of duPont- 
sponsored studies of motorist buy- 
ing habits and service station op- 
erations. 

+ + * 


Synthetic Web-Belt Slings 
Offered by J & L Division 


A complete line of synthetic 
Safety-Weave web-belt slings of 
nylon and Dacron has been de- 
veloped by the Wire Rope Division, 
Jones & Laughlin Steel Corp., 
Muncy, Pa. 

The slings, which are available 
in a wide variety of widths, lengths 
and capacities in five different 
nylon and an equal number of 
Dacron types and with a compre- 
hensive selection of fittings, are de- 
signed for use in lifting finished 
products, machined surfaces and 





soft metals. 
* * * 


Expansion Is Completed 
At Monsanto Engine Lab 


ST. LOUIS.—Monsanto Chemical | 
Co, has completed an expansion of | 
its research engine laboratory at | 
1700 S. Second St. 

The expansion more than dou- 
bles the capacity for full-scale en- 
gine evaluation of chemical addi- 
tives in motor oils, lubricants, 


auto transmission fluids and fuels. 
” + : 


SAE Plans Science Display 
At Convention in Detroit 


DETROIT.—Exhibits to illustrate 
the theme of “Science Applied to 


Automotive Engineering” are being | 





sought by the Society of Automo- 
tive Engineers. 


A science pavilion, noncommer- 
cial in nature, will be a part of the 
SAE International Congress and 
Exposition of Automotive En gi- 
neering, to be held at Detroit's 
Cobo Hall Jan. 9-13. The 20,000 
square feet of exhibit space devoted 
to the pavilion will complement the 
70 technical sessions and the hun- 
dreds of commercial exhibits. 

* a a 


Youngstown Aide to Name 
New Galvanized Sheets 


YOUNGSTOWN, O. — When 
Youngstown Sheet & Tube Co. be- 
gins to produce galvanized sheets 
at its new mill at Indiana Harbor 
early next year, the product will 
bear a trade name suggested by an 
employe of the company. 

The winner of the name-the- 
product contest will receive a port- 
able television set. Youngstown has 
not made galvanized sheets since 
1941, 

+ ke + 


New Standard of Length 
Adopted for World in Paris 


WASHINGTON.—The world has 
adopted a new international stand- 
ard of length — a wavelength of 
light—replacing the meter bar 
which hag served as the standard 
for over 70 years, according to Dr. 

(Continued on Page 27, Col. 2) 





Over 5 Million Vehicles 


Counted in Canada 

OTTAWA, — Canada now has 
one car for every 4.7 people. 
Motor vehicle registrations in 
1959 rose to a record 5,017,686 
from 4,723,825 a year earlier, the 
Dominion Bureau of Statistics 
reports, 

Passenger-car registrations 
climbed 6.7 percent to 3,812,422 
from 3,572,963 in 1958 and com- 
mercial vehicles 5.2 percent to 
1,171,097 from 1,112,638, 
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closely allied Buic k-Oldsmobile- 
Pontiac complex. Oldsmobile and 
Buick, whose general managers 
both confidently state that their 
new compacts will largely produce 
“plus” business, have produced 
these compacts with appearances 
and engineering features that clear- 
ly tie them closely to their parent 
cars, much as Ford Division did 
in 1960. 

Upon being asked why Buick’s 
new smaller car was being called 
the Special, E. D. Rollert, Buick’s 
general manager, said, “The whole 
program has been to make this car 
a member of the Buick Family.” 

He added that, although this 
cannibalization is undoubtedly an 
important factor, Buick wasn’t 
overly concerned because “we feel 
that the pluses will exceed the 


minuses.” 
* * * 


Maverick Tempest 


ONTIAC is playing an unusual 

(for a GM division) maverick’s 
role, by making its new Tempest 
almost as different as possible from 
the big Pontiac. Tempest’s unusual- 
ly inventive driveline not only de- 
parts from Pontiac’s, it also copies 
no other car anywhere. 

Taking a position similar to 
Chevrolet’s, a top Pontiac official 
said: 

“We wanted a car that’s not a 
small Pontiac, so that it wouldn’t 
eat into our big-car market, The 
Tempest doesn’t resemble the Pon- 


tiac in the least, except that it has} 


a grille that looks like that of the 
1959 Pontiac.” 


A top GM manufacturing offi- 
cial, incidentally, asserted that 
the Tempest (which started out 
with the name Polaris until 
Dodge came out with the Polara) 
initially was to have resembled 
Corvair more than it eventually 
did. However, the Corvair’s early 
sales sluggishness resulted in a 
number of major changes. 
Chrysler Corp., which was mod- 
erately successful with its Valiant 
in 1960, has chosen—like Chevrolet 
and Pontiac—to maintain a con- 
siderable product distinctiveness 
between its parent cars and Val- 
iant-new Lancer. 

However, both of Chrysler Corp.’s 
compacts carry the names of their 
parent cars. For the first time, the 
Valiant is designated as Plymouth 
Valiant and the Lancer as Dodge 
Lancer. 

+ © a 
O* COURSE, the object of all 
this jockeying is to exploit to 
the fullest the public image of the 
junior car, without injuring the 
sales of the parent too much. 

Olds General Manager Jack. F. 
Wolfram told the press this fall 
that his new compact definitely had 
a family resemblance to his big 
car, yet he expected the compact to 
produce largely “plus” business. 

When asked how these appar- 
ently contradictory objectives 

would be accomplished, he said 
much of this job would have to 
be done by salesmen who would 








have to “qualify” the prospects 
as they walked into the dealer- 


ships. 

A factor favoring the medium 
compacts was mentioned recently 
by Semon E, Knudsen, Pontiac’s 
general manager, when he said, 
“We're not like the so-called low 
price three. We won't be stealing 
from ourselves.” 

Another positive factor is that 
the new compacts will attract a 
great deal more floor traffic, re- 
sulting in sales of medium-priced 
cars to people who had never visit- 
ed medium car dealerships before. 


This was one of the effects that 
Comet had on Mercury. 
* + * 


RANKING Chevrolet official, 

when asked if he wasn’t con- 
cerned about some intra-corpora- 
tion cannibalism, replied: 

“Well, we may or may not lose 
a lot of sales to the B-O-P com- 
pacts. It all depends on one fac- 

tor—how important is prestige 
to the average buyer. We’ll have 
the answer in a year.” 

When a Chrysler Corp, top mar- 
keting official was asked whether 
it was best to have a compact re- 
semble the larger parent in appear- 
ances and engineering, he said: 

“We, of course, have little simi- 
larity between our big cars and our 
little cars. This worked out pretty 
well, last year. But, you just can’t 
anticipate the public’s reaction, and 
there’s no way to telling whether 
this policy will work in 1961 or not.” 


Engineering Briefs 





(Continued from Page 26) 


Allen V. Astin, director, National 
Bureau of Standards, United States 
Department of Commerce, 

The action was taken by the 11th 
General Conference on Weights 
and Measures in Paris. Dr. Astin 
headed the American delegation to 
the conference. The new definition 
of the meter as 1,650,763.73 wave- 





Rochester Products 
Shows ’61 Line 
Of Carburetors 


ROCHESTER, N. Y.—A complete 
line of carburetors for the new 
General Motors smaller cars high- 
lights the 1961 models of the Ro- 
chester GM. carburetors announced 
by Rochester Products Division of 
General Motors. 

The new smaller-car line features 
the single and two-jet carburetors 
as standard equipment, with the 
four-jet offered as an option. 

The two-jet carburetors on the 
new V-8 aluminum engine used in 
some GM compacts has an alumi- 
num throttle body casting. The divi- 
sion said this feature reduces 
weight and height of the carburetor. 
Off-idle slotted fuel discharge ports 
replace the conventional off-idle 
port drillings. 

A removable cluster assembly is 
used on all two and four-jet car- 
buretors. A vapor cavity is used on 
some two-jet models in the cluster 
area just above the carburetor main 
well. The purpose of the cavity is 
to separate vapors from the liquid 
in the main well area and prevent 
fuel from being pushed out of the 
nozzles. into the intake manifold 
under hot soak conditions, 

The Model H carburetor for the 
Chevrolet Corvair uses a manual 
choke in place of the automatic 
choke. A separate choke is installed 
in each carburetor air horn and is 
operated by a single control from 
the instrument panel. A fast idle 
cam is used in conjunction with the 
initial travel of choke operation so 
that a higher engine speed can be 
maintained during the warmup 
period. 


Examining Rochester Carburetors— 

Representative models of the 1961 line of Rochester GM carburetors are examined 
by Wallace E. Wilson, left, general manager of Rochester Products Division of General 
Motors, and Russell F. Sanders, director of engineering and sales. 





lengths of the orange-red line of 
krypton 86 will replace the plati- 
num-iridium meter bar. 

* a ad 


Universal Oil Subsidiary 


To Market Antismog Muffler 


LOS ANGELES. — Universal Oil 
Products Co., Des Plaines, Ill, has 
formed a subsidiary here to estab- 
lish operations for marketing Pur- 
zaust, UOR’s catalytic muffler to 
aid in smog-control. 

Office of the subsidiary, Univer- 
sal Oxidation Processes, Inc., is at 
811 W. Seventh St. Universal Oxi- 
dation will “handle the manufac- 
turing and marketing of Purzaust 
upon its certification by the state 
motor-vehicle pollution-control 
board,” said M. P. Venema, presi- 
dent of the parent company, 

+ + * 


Fisher Body Is Building 


Addition to Michigan Plant 


LIVONIA, Mich.—Construction is 
under way on a 205,000-square-foot 
addition to the Fisher Body plant 
in Livonia. A tentative completion 
date has been set for January, said 
R. Gordon Spear, plant manager. 

The addition will provide more 
space for storage of materials and 
finished production items, thereby 
opening up production areas in the 
existing plant, he added. Plans also 
call for the modernization of the 
plant’s materials handling system. 

+ + 


Blister Packaging 


FLINT.—Buick parts are pro- 
tected from damage in blister pack- 
ages formed from sheet of trans- 
parent Tenite butyrate. Sheet for 
blister packaging is supplied by 
Midwest Plastic Products Co., Chi- 
cago Heights, Il. 

7 7 + 


New Plastics Firm to Make 


Instrument Panels for Cars 


CORRY, Pa.—A new firm, Erie 
County Plastics Corp., has been or- 
ganized for custom molding of ther- 
moplastic items for the appliance 
and automotive industries. 

The company is headed by Paul 
C, Roche, president, and William P. 
Hayes, vice-president and plant 
manager, Roche said Erie County 
Plastics will produce instrument 
panels for autos. 

* > * 
Olin Mathieson Claims 


Gains in Welding Process 


NEW YORK.—Olin Mathieson 
Chemical Corp. announced it has 
successfully adapted a fast, eco- 
nomical welding process to the 
manufacture of aluminum prod- 
ucts. 

Refinements developed by the 
company’s Metallurgical Research 
Laboratories during a two-year 
study program will now make the 
MIG arc spot welding process 
much more useful to many makers 
of aluminum boats, truck trailers, 
shipping containers, window and 
door frames, grating, electronic 
components and other items, the 
announcement said, 

” * * 


DeVilbiss Lab in Canada 


TOLEDO.—Establishment of a 
Technical Training Center and Cus- 
tomer Research Laboratory in the 
Barrie (Ont.) plant of DeVilbiss 
(Canada), Ltd., has been announced. 


STAINIESS STEEL 


is Preferred by Women! 


And, no hard selling needed to prove it. Women know 
about and appreciate the lasting beauty and easy-clean 
qualities of stainless steel products in their homes. 


They know that stainless will never crack, chip, flake, 
or peel because it's solid, uniform metal all the way 
through. That it offers maximum resistance to corro- 
sion, denting, abrasion, scratching. Never needs 
painting, plating, or protective coatings. 

Know the use of stainless on your product. Then 
talk it up to the chicks, snakes, and moose. They’re 


sold on stainless steel. 
oS 


oS, 


This STEELMARK of the American Steel 
Industry tells you @ product is made of 
Stainless Steel. Look for it on the product 
you buy. Place it on the product you sell. 


REPUBLIC STEEL 


GENERAL OFFICES e@ CLEVELAND 1, OHIO 





@® Comet 4-door sedan is prepared for simu- 
lated city driving test. Instruments include 
oscillograph which accurately measures speed, 
distance and acceleration; fuel burette for 
checking fuel consumption. 


A new Ford Galaxie 2-door sedan hits the 
cobblestones. Other test roads include ma- 
cadam, gravel, bricks, railroad track cross- 
ings and plenty of bad holes. 


“Pick-up” of new Lincoln Continental is 
clocked by precise electrical speedometer 
connected to a towed bicycle wheel. This 
fifth wheel is also used with a fuel burette 
to provide an accurate mileage check. 


To check operation under load, a new Ford 
“H” series truck, carrying 55,000 pounds of 
pig iron, pulls a special test vehicle contain- 
ing a large variety of instruments. 


A new 1961 Mercury Meteor 600 splashes 
through a water pit. This test reveals both 
brake behavior and body tightness. 


A technician uses electronic timing device 
to check acceleration of Ford Thunderbird 
convertible on a 30 percent grade. 
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Testing 
Ford Motor Company 
Products on 


THE ROAD 
THAT HAS 
NO END 


Imagine driving 16,000,000 miles in one year, or as much as 
52,000 miles in just 24 hours— more than twice around the 
world in a single day! 








This is the kind of incredible mileage logged by the men who 
prove the worth of Ford Motor Company cars and trucks on 
three of the world’s toughest “obstacle courses” for automotive 
products: the test track at Science City, our Research and 
Engineering Center at Dearborn; and the Proving Grounds at 
Romeo, Michigan and Kingman, Arizona. 


Duplicating every imaginable road and driving condition, these 
test facilities serve a number of vital functions. Here, for 
example, the Company proves out the prototypes of its new 
products — right down to the smallest detail. Here also, during 
each model year, Proving Grounds personnel “double check” 
on our production quality by exhaustively testing stock models 
purchased anonymously from dealers around the country. And, 
finally, following a tradition among automobile manufacturers, 
these facilities are used to study all makes of competitive 
products. 


A typical test of one of our cars involves three 8-hour shifts of 
drivers who keep the test vehicle continuously on the road. 
Nothing is left to chance. Not only are the drivers trained to 
interpret the feel and sound of an automobile under all condi- 
tions, but what human faculties cannot determine is measured 
by super-accurate instruments. After 20,000 miles — the equiv- 
alent of 50,000 to 60,000 miles of “normal” customer driving — 
the test car is taken apart and thoroughly examined to establish 
causes of wear and ways of preventing it. 


This, then, is the road with no end. The proving and improving 
of Ford Motor Company products goes on and on in a constant 
search for new standards that will mean greater customer 
satisfaction . . . and increased business opportunities for our 
dealers everywhere. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford « Faicon « Thunderbird e Comet « Mercury e Lincoin Continental « 
English Ford Line « Ford Trucks « 
Farm and industrial Tractors and Equipment « industrial Engines « 
Aeronutronic—Productse for the Space Age « 
The American Road insurance Company ¢ Ford Motor Credit Company 


Ce 


MOTOR COMPANY 


The American Road, Dearborn, Michigan 
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This Service Manager Works at It... 
Maintaining Service Morale 


ily counselor. Some of the matters| Tyler, cashier-bookkeeper for the 


By George H. Watson 
Staff Correspondent 

BIRMINGHAM, Ala.—Keeping a 
happy family in the service depart- 
ment is a specialty with J. W. 
Byars, service manager, Kirksey 
Motors, Inc, (Chrysler-Plymouth- 
Rambler). He is a counselor, pub- 
lic relations man and trouble-shoot- 
er for the some 25 service, parts 
and body-shop employes. 

In maintaining top mo A a e, 
Byars said, one important r 
is a monthly staff meeting. It is 
held just after closing time, and 
begins with the serving of sand- 
wiches and drinks. 

One thing the men look forward 
to each month is selection of the 
“serviceman of the month,” said 
Byars. “This may be the mechanic 
who has keep the cleanest depart- 
ment, who hag found a money-sav- 
ing way of doing a job, or has done 
something to contribute to the suc- 
cess of the service department. 

“Likewise, the ‘boobco of the 
month’ is selected,” he added, “That 
is, the finger points to a man who 
has made some mistake, like im- 
properly diagnosing a job, damag- 
ing a machine or causing some mis- 
hap. However, it is never done in 
an unkindly way, but more or less 
in a spirit of humor. Sometimes it’s 
purely a comical situation.” 


After Byars completes the social- 
human relations part of the pro- 
gram, a Chrysler film on some 
phase of service is shown. The 
meeting then adjourns. 

In between these meetings, 
said Byars, he spends about half 
his time smoothing out difficulties 
among his men, 

Much of this is similar to what 
any employer faces—a man off for 
one reason or another, late for 
work, or wanting to get off for this 
or that, Byars explained. In that 
respect he acts as a sort of fam- 


Bikd’s Reliable 


McBride in Illinois Signs 


46th Franchise 


ELGIN, Ill.—Howard D, McBride, 
president of McBride Bros. Co., 
Inc., has signed his 46th sales agree- 
ment with Buick, 

McBride has sold nearly 15,000 
new Buicks and in ratio of cars 
sold to population area, is near the 
top among Buick dealers. 

The McBride family started its 
business around the turn of the 
century, dealing in farm imple- 
ments and gas engines. The family 
signed its first sales agreement 
with the old Buick Motor Co, in 
1909 and repeated every year since, 
excepting 1955 to 1960 because of 
the five-year agreement. 


Dow Chemical Organizes 


Urethane Sales Group 

MIDLAND, Mich. — Organization 
of a specialized unit to handle sales 
in the field of urethane chemicals 
has been announced by Dow Chem- 
ical Co. 

Manager will be Robert E. Ten- 
Hoor, who formerly headed the 
polymers chemicals section of 
Dow's Technical Service and De- 
velopment Department. 


also may be personal. 


But the big job, Byars said, is to 


promote smoother working rela- 


tions among the men. He said he 


has worked in shops where one 


man was so concerned about what 


a fellow mechanic was doing that 
he could hardly work himself. 

Recently one man came to him, 
said the body-shop foreman “had 
it in” for him and that he was going 
to quit. 

Byars said he met with the man 
and the foreman, smoothed over the 
trouble and “now this man is mak- 
ing a good mechanic.” 

One of Byars’ accomplishments 
has been the promotion of closer 
working relations between the serv- 
ice department proper and the 
body-shop and parts departments. 
So often the body-shop seems to 
operate entirely apart from the 
service department and the cus- 
tomer even has to go to a different 
place. This is not so at Kirksey 
Motors, The regular service sales- 
men writeup simple jobs for fender 
repairs, and if a major estimate is 
involved, they escort the customer 
into the parts department. 

As a further instance of coop- 
eration, Byars has one or two 
helpers who work in both the 
body shop and the service de- 
partment. These men may do 
underseal work in one depart- 
ment and drive a wrecker or 
serve as a paint helper in an- 
other. 

In correlating the work of the 
mechanical departments, Byars has 
no better helper than Mrs. Bertha 


service department. In addition to 
being a bookkeeper, she helps 
smooth out any ruffled feathers of 
customers and departmental em- 
ployes, Being always available, she 
serves somewhat as an assistant 
service manager. 


“Our men work on a 50-percent- 
of-the-labor basis,” said Byars. 
“That really makes them partners 
in the business, and I believe the 
program that we follow makes 
them feel like a part of the or- 
ganization. 

“Our men help develop additional 
business on the job by reporting 
work that needs to be done, and in 
addition they bring in business 
from friends and neighbors. I really 
believe that the ‘one-big-family’ re- 
lationship among employes can be 
the difference between success and 
failure in the business. To that end 
we devote our best efforts.” 





Staff Meetings Boost Morale— 

J. W. Byars, service manager, Kirksey Motors, Inc., Birmingham, Ala., conducts a 
staff meeting, which he considers a good method of promoting a good spirit among 
shop employes. 


A Hoist for Every Mechanic 


BIRMINGHAM, Ala. — The serv- 
ice department of the new William- 
son-Willey Pontiac dealership is a 
mechanic’s dream, Servicemen can 
work virtually without bending a 
back. 

Shop equipment includes 15 au- 
tomatic lifts—11 twin-post and 
four single-post units, Service 
Manager George T. Wigley says 
most jobs can be performed bet- 





Buffalo Dealers Tighten 
Code of Standards 


BUFFALO.—A revision of adver- 
tising and selling standards for new 
and used cars was announced last 
week by the Buffalo Automobile 
Dealers Assn., which represents 
about 80 percent of the new-car 
dealers in Erie County. 

The code revision, the first 
since 1956, was agreed upon after 
a series of studies by the Better 
Business Bureau of Western New 
York, according to Gilbert M. 
Tinney, president of the dealer 


group. 

Harold W. Webber, general man- 
ager of the BBB, said the principal 
revisions will bring about the fol- 
lowing: 

1. Discontinuance of advertising 


a fixed tradein allowance, (The 
tradein will be judged and priced 
individually.) 


2. Price advertisements to include 
the total price, including monthly 
payments and downpayment. (This 
will eliminate the practice of ad- 
vertising prices which do not in- 
clude the downpayment or the 
tradein.) 

3. Discontinue claims that retail- 
ers are listing wholesale prices. 


4. The dealers agreed to accept a 


Fox Turns to Plastics 
LOWELL, Mass.—Fox Specialty 


Co., Inc., has entered the field of 


injection-molded plastics. 





John Drew Motors Expands— 


An unusual roof design, featuring plywood vaults on free-standing columns, will be 
an attention-getter at the new sales branch of John Drew Motors (Dodge), in Sacra- 
mento, Calif. Occupying a square block, the $72,000 facility includes a 60-by-60 show- 
room and a concrete block office building. John Drew is president of the firm. 


BBB recommendation that when 
used cars are sold “as is” the sales 
contract will be stamped “no guar- 
antee.” This practice is designed 
to do away with disputes regarding 
the condition of used cars. 
“Bushing” is also outlawed 

under the standards accepted, 

Tinney, on behalf of the dealer 
association, said that the public 
confidence in the auto dealers is of 
vital importance. 

“This bringing up to date of the 
code, which existed for many years, 
has resulted in changes which will 
help reliable dealers in maintaining 
the confidence of the public in this 
vital industry,” he said. 


Aerodynamics 
Seen Key to Safer, 


Economical Auto 


DETROIT. — Aerodynamics—the 
study of air flow over the external 
surfaces of automobiles—is a valu- 
able design tool which “contributes 
to the production of a safer, more 
comfortable and more economical 
car,” according to a Chrysler Corp. 
engineer. 

Morgan W. Dawley, manager of 
the Engineering Division's fluid dy- 
namics laboratory, said aerody- 
namic studies have resulted in di- 
rect dollar savings for the motorist 
and “will play a greater role in the 
shaping and functional design of 
the cars of the future.” 

Dawley said the study of wind- 
resistance and stability have direct- 
ly influenced styling and design of 
the automobile. 

“The shapes in certain critical 
areas can have very large effects 
on the (wind) drag of a vehicle,” 
he added. “In fact, sometimes 
changes in shape that are almost 
insignificant in the styling of the 
car sharply alter the drag. Ap- 
praisal of styling details as the de- 
sign progresses assures that drag 
is kept to the minimum consistent 
with styling aims and other design 
requirements.” 

Wind-drag solutions have result- 
ed in savings to the motorist in the 
form of fuel economy, Dawley said. 
Less fuel is consumed by a vehicle 
designed for reduced wind resist- 
ance because less engine output is 
required to maintain a given road 
speed, he added. 





ter with a lift, thus every me- 
chanic needs one. 

All service for air, water, elec- 
tricity and lubricants comes from 
overhead. There are 49 overhead 
reels throughout the building. Oils 
and lubricants are stored in under- 
ground tanks outside the building 
and are pumped in by a 20-horse- 
power air compressor. 

“Our objective is to have the 
floor completely clear at all times, 
except for portable power tools 
which are returned to the toolroom 
after use,” Wigley said. 

“One of the secrets of a clean 
service department is to have the 
floor uncluttered,” he continued, 
“and with all our overhead serv- 
ices, I believe we can keep it that 
way. 

“Each mechanic’s bay is striped 
off, and he has plenty of working 
room between lifts. The mechanic 
is responsible for the cleanliness 
of his area and, with our new set- 
up, we think he will take great 
pride in its appearance, 

“We already notice more applica- 
tions to work in our new shop.” 

The shop is served by three 12- 
foot doors and is lighted by 16 sky- 
lights supplemented by fluorescent 
strips. Eight exhaust fans provide 
a change of air about every three 
minutes. 

There is an air-conditioned “me- 
chanics’ room,” where the men may 
eat their lunch or rest between 
jobs. The parts department also is 
air-conditioned and is arranged so 
that one counter serves the me- 
chanics and wholesale customers. 

Williamson-Willey Pontiac Co. is 
operated by Douglas J. Willey and 
John Williamson, a nationally 
known sales counsellor. 

The dealership was formed in 
1958. The new site includes paved 
parking areas, covers 100,000 
square feet and fronts on three 
streets. 

The company won second place 
in this years national Brand 
Names Contest, receiving special 

* * * 


a 


Williamson-Willey Lifts ‘Em All— 


recognition for its work in the 
fields of sales training and adver- 
tising. 


Peak Debut Sales 
Of 2,500 T-Birds 


‘Claimed by Ford 


DEARBORN.—M. S. McLaughlin, 
Ford Division general sales man- 
ager, said sales of almost 2,600 
Thunderbirds in the first six days 
of its model year were the highest 
for any comparable introduction 
period. Daily rate established in the 
period was the highest in the car’s 
history, he said. 

The new Thunderbird was intro- 
duced in Ford dealerships Nov. 10. 
In comparing introduction periods, 
sales this year were 35 percent over 
the like period last year and 108 
percent over 1959-model sales, said 
McLaughlin. 

McLaughlin said sales during the 
six-day period averaged 430 units 
Per day, about 75 units per day 
over the previous record daily rate. 

The division has 16,000 Thunder- 
bird orders on hand, more than two 
months’ production, he added. 
Three-fourths of the advance or- 
ders came from retail customers, 
with dealer orders making up the 
balance, he said. 

A survey taken at dealerships on 
introduction day indicated that the 
best-liked features of the new 
T-Bird are overall styling, interior 
design and the movable steering 
wheel, he stated. 


Fire Guts B&R Ford 


SMITHFIELD, N. C.—Fire gut- 
ted the B & R Wilson, Inc. (Ford) 
here Nov. 3, destroying about a 
dozen automobiles, including five 
new ones. Damage was estimated 
at $250,000, according to Brack Wil- 
son, a company official, The loss 
was partially insured. 





ek ees 


An antique Oldsmobile joins modern cars on the hoists in the new facilities of 
Williamson-Willey Pontiac Co., Birmingham, Ala. The shop has 15 hoists. Inspecting 
the layout are, from left, Paul Lanier, who supplied the lubrication equipment; Service 
Manager George T. Wigley, owner of the antique Olds, and John Williamson, a partner 


in the dealership. 
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sist D. M. Diltz, who was recently| had been the company’s West Coast| years. Before that, he was sales 


Auto Personnel 





Electric Autolite Co. has appoint- 
ed Virgil Steinmeyer product man- 
ager for its Wire and Cable Divi- 
sion, and Thomas B. Murchie to 
head an expanded sales program 
— its Industrial Instrument Divi- 
sion. 


With Autolite and predecessor 
firms since 1929, Steinmeyer for- 
merly was Eastern regional sales 
manager. Murchie has been in sales 
and administrative posts in Auto- 
lite’s industria] and instrument op- 
erations since 1929. 

“ * + 


Weaver Promotes Ray 


Albert W. Ray jr. has been ap- 
pointed administrative assistant to 
Ruel Logan, sales vice-president 
for Weaver Mfg. Division of Dura 
Corp. Ray for the past three years 
has served as assistant district 
sales manager for Michigan. 

* * * 


Allen Electric Appoints 


New Sales Manager 

Allen Electric & Equipment Co., 
Kalamazoo, Mich., 
has announced 
the appointment 
of A. S, Alton as 
general sales 
manager. 

Alton joined the 
company in 1955 
as a zone sales 
manager, He has 
served in various 
positions, includ- 

a ing contract sales 
A. 8. Alton manager and 
most recently Mid-Central and 
Eastern divisional manager. 

a * + 


Budd’s Brower Named Head 


Of Western Automotive Sales 


Ernest E. Brower has been ap- 
pointed Western automotive sales 
manager of Budd Co.’s Automotive 
Division. 

Brower joined 
Budd’s sales de- 
partment at the 
Detroit plant in 
1945, and had 
been manager of 
truck, bus and 
trailer - wheel 
sales for seven 
years. In the new 
job Brower will 
be in charge of 
all sales, distribu- 
tor and flieet-promotional 
ties. 








E, E. Brower 
activi- 


* * * 


Parker Shifts Dowsley 


Parker Rust Proof Co., Detroit, 
has transferred William G. Dowsley 
to Detroit to assist the sales man- 
ager on special assignments. He 
formerly was assistant regional 


manager in Cleveland. 
* * * 


Dura Corp. Elects 


New Vice-President 


Election of Ancel S. Page as vice- 
president of Dura Corp., Oak Park, 
Mich., has been 
announced by J. 
Thomas Smith, 
president. 

Page also is 
general manager 
of Page and Page 
Co. Division, 
Portland, Ore., a 
manufacturer of 
heavy-duty equip- 
ment for automo- 
tive trucks and 
trailers, which 





Ancel 8S. Page 


was acquired by Dura last August. 
ft * * 


McCord Names Brinkman 
Secretary-Treasurer 


J. Clifford Brinkman has been 
elected secretary-treasurer of Mc- 
Cord Corp., succeeding A, A. Apple- 
ford, who has retired. 

Oliver W. Johnson has been 
named assistant treasurer. He had 
been assistant to the treasurer. 

* oe + 
Four Vice-Presidents 


Named at Thompson 


Election of four new vice-presi- 
dents is announced by Chairman 
J. D. Wright and President Dean 
E. Wooldridge, of Thompson Ramo 
Wooldridge, Inc., Cleveland. 

John Harlan Kerr, secretary of 





the company, will become vice- 
president and general counsel Nov. 
1, succeeding Eben H. Jones, whose 
retirement will be effective on that 
date. 

Also elected to vice-presidencies 
were George W. Fenimore, general 
manager of the TRW International 
Division; Warren B. Hayes, gen- 
eral manager of the TRW Elec- 
tronic Components Group, both of 
Los Angeles, and John H. Shaffer 
who directs sales for the Tapco 
Group, headquartered in Cleveland. 

a * oe 


Reichardt Joins AMP 


In Automotive Sales 


Appointment of H, G. Reichardt 
as assistant manager of automotive 
sales for American Metal Products 
Co. has been announced by E. 
Wright Yount, sales vice-president. 

Reichardt previously was mar- 
keting manager for Rheem Auto- 
motive Co. His responsibility for 
sales of AMP’s products will be 
centered in the Chrysler and Gen- 
eral Motors accounts, He will as- 





appointed automotive sales man- 
ager. 
* + * 
Ammel to Direct Sales 
Of B-W’s York Division 


T. J. Ammel has been named 
sales manager, O.E.M. and mobile 
products, for the 
York Division, 
Borg-Warner 
Corp. 

For the last 
two years, Ammel 
has served York 
as sales Manager, 
O.E.M. products. 
Prior to joining 
York, he was with 
the Kelvinator Di- 

vision of Ameri- 

T. J. Ammel can Motors Corp. 

for 21 years. Ammel has been active 

in the American Society of Re- 
frigerating Engineers. 
* * * 





Martin-Senour’s Swearingen 


Appointed Regional Manager 
Fred W. Swearingen has been 
appointed Western regional man- 
ager of Martin-Senour Co. 
Swearingen will direct both auto- 
motive and trade paint sales in 11 
states. For the past three years he 





the 
question, 









trade sales division manager. 
* 


Firestone Reassigns Riley 
Richard A. Riley has been named 
president of Firestone Rubber & 
Latex Products Co., a division of 
Firestone Tire & Rubber Co. He 
succeeds C. J. McCready, who has 
resigned. Riley had been president 
of the World Bestos Corp., another 
Firestone division. 
ca * 


* 
Mansfield Appointed 
Thomas H. Mansfield has been 
appointed chief engineer of Servo- 
mechanisms, Inc. He is a former 
manager of the Guidance and Con- 
trols Department at Hughes Air- 
craft Co. 
* ad *” 


Purolator Boosts Clark 


Carroll B. Clark has been pro- 
moted to zone manager of the 
Southeast district, Jobber Division 
sales, Purolator Products, Inc. He 
has been with Purolator since 1957. 

~ * ok 


Scott Joins Ford Credit 


C. Frasier Scott has been ap- 
pointed manager of Ford Motor 
Credit Co’s new Washington 
branch office. Scott was with Com- 
mercial Credit Corp. the last eight 


During the past few years, the cancer cure 

rate has increased from one in four saved 
) to one in three saved: 40,000 more lives 
} saved each year. During the next few 
r years, there will no doubt be new meth- 
ods of diagnosis, and even cures for some 


cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 
Research costs money. In the past 14 years, the Amer- 
ican Cancer Society has spent about $76,500,000 on 


cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer,” incareof your local post office. 


AMERICAN CANCER SOCIETY 


ANSWELr 


money 
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manager of a Ford dealership, 


a” * * 


Harmac Appoints Taylor 

Harmac Equipment Corp, has ap- 
pointed Milton O. Taylor general 
manager of its Trailer Division, re- 
sponsible for Highway Trailer In- 
dustries’ equipment sales and serv- 


ice, 
* * + 


Mack Names Dewsbury 


Canadian General Manager 
The appointment of Howard 
as general manager of 
Mack T: 


nadian Division, 
has been an- 
nounced by T, H. 
Jones, general 
sales manager. 
Dewsbury s u c- 
ceeds D. OC, Gas- 
kin who died re- 
cently. 
Dewsbury has 
been Mack’s To- 
ronto district 
Howard Dewsbury manager since 
1958. Prior to that he held posts as 
general sales manager for Reo 
Motor Co, of Canada, Ltd., and sales 
manager for Fruehauf Trailer’s 
special products division. 





guard your 
family...fight 
cancer with 

a checkup 

and a check ° 
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Omaha 
Mi October saw 1,203 new cars sold 
at in the Omaha market, compared 
: with 1,012 a month earlier. 

Ford 


87; aaibies, 66; Dodge, ; 
‘ Volkswagen, 60, and Cadillac, 31. 
ri There were 170 trucks sold in 
t October, compared with 113 in Sep- 
} tember. Leaders were Ford, 54; 
! Chevrolet, 38, and International, 31. 


—ArtHuR R, OLESON 
* * * 


f Salt Lake City 
New-car sales in Salt Lake City 
i in October numbered 873, compared 
f with 1,120 in September. 


By makes, were: 
i Ford, 222; Chevrolet, 153; Ram- 
bler, 82; Comet Mercury, 74; 
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Cadillac, 20; Chrysler, 10; Stude- 
baker, 8; Imperial, 4; Looe bh 

New-truck registrations, mean- 
while, fell to 153 in October from 
254 the previous month. By makes: 
Ford, 58; Chevrolet, 31; Interna- 
tional, 22; GMC, 15; Willys, 10; 
Dodge, 8; Diamond T, 1; FWD, 1; 
Mack, 1; Reo, 1; Studebaker, 1, and 
miscellaneous, 4. 

* 


Charkecton, S.C. 

In Charleston, S. C., there were 
467 new cars registered during Oc- 
tober, compared with 453 in Sep- 
tember. 

New-truck registrations number- 
ed 49, compared with 48 the previ- 


ous month. 

A of new-car regis- 
trationg showed: Chevrolet, 109; 
Ford, 103; Oldsmobile, 37; Buick, 
35; Dodge, 35; Pontiac, 29; 
Comet, 23; Volkswagen, 22; Ram- 


Sales Conditions in Various Areas... 


_ Auto Market Reports 





Cadillac, 4; Valiant, 4; Studebak- 
er, 3; Morris, 2; Triumph, 2; 
Vauxhall, 2; Willys, 1, and mis- 
cellaneous, 4. 


The truck count was: Chevrolet, 
20; Ford, 12; International, 5; GMC, 
4; English Ford, 3; Volkswagen, 3; 
Dodge, 1, and White, 1. 

+ * 


Dallas 

Dallas new-car registrations to- 
talled 3,377 in October, compared 
with 2,773 a month earlier, 
New-truck registrations, mean- 
while, fell to 354 from 397. 

By makes, new-car registra- 
tions were: evrolet, 780; Ford, 
671; Oldsmobile, 340; Falcon, 294; 
Pontiac, 255; Buick, 149; Ram- 
bler, 127; Volkswagen, 114; Cor- 
vair, 91; Plymouth, 82; Dodge, 
15; Valiant, 74; Cadillac, 67, and 
Comet, 36. 


t, 

Chrysler, 31; F-85, 28; Lancer, 19; 
Opel, 15; Lincoln, 13; Studebaker, 
13; Renault, 11; Special, 11; Mer- 
cury, 10; Fiat, 9; DeSoto, 7; Im- 





perial, 7; Triumph, 7; Metropolitan, 
6; Volvo, 6; Vauxhall, 5; Peugeot, 
4; Simca, 4; Willys, 4; Sunbeam, 3; 
Mercedes-Benz, 2; Morris, 2, and 
miscellaneous, 5. 

Truck registrations by makes 
were: Chevrolet, 153; Ford, 97; 
International, 39; GMC, 16; Dodge, 
12; Volkswagen, 12; White, 10; 
Mack, 7; Willys, 3; Kenworth, 2, 
and miscellaneous, 3. 


—Rusy FENoGLIO 
* * * 


Columbus, O. 

A total of 2,333 new cars were 
registered in Franklin County 
(Columbus), O., in October, com- 
pared with 2,095 in September and 
2,245 in October a year ago, 

By makes, October registra- 
tions were: Ford, 451; Chevrolet, 
356; Falcon, 206; Oldsmobile, 181; 
Pontiac, 176; Dodge, 149; Ram- 
bler, 103; Plymouth, 100; Buick, 
90; ‘Comet, 89; Corvair, 78; Cad- 
illac, 62; Volkswagen, 49; Mer- 
eury, 45; Valiant, 42; Chrysler, 
36, and Studebaker, 14. 

Imperial, 9; Renault, 9; Mercedes- 
Benz, 8; Sunbeam, 7; Austin, 6; 
English Ford, 5; DeSoto, 4; Lincoln, 
4; Saab, 4; Triumph, 4; Volvo, 3; 
Willys, 3; Opel, 2; Simca, 2, and 
miscellaneous, 15. 

New-truck sales totalled 165 in 
October, compared with 204 a 


















month earlier and 188 a year ear- 
lier. By makes, they were: Chevro- 
let, 54; Ford, 45; International, 23; 
GMC, 16; Dodge, 10; Volkswagen, 
5; White, 4; Willys, 3; Mack, 2; 
Diamond T, 1, and Divco, 1, 
—SrTerHen J. ScHMIEDL 
+ * + 


San Antonio 

A total of 1,476 new cars were 
registered in San Antonio and 
Bexar County in October, compar- 
ed with 1,187 the previous month. 

By makes, registrations were: 
Ford, 424; Chevrolet, 403; Pon- 
tiac, 125; Oldsmobile, 92; Buick, 
80; Dodge, 72; Rambler, 66; 
Plymouth, 64; Comet, 35; Cad- 
illac, 29; Mercury, 16; Valiant, 15; 
Opel, 10; Chrysler, 7; MG, 7; 
Volvo, 6; Morris, 5: Imperial, 5; 
English Ford, 4; Mercedes-Benz, 
3; Vauxhall, 3; Metropolitan, 2 
Simca, 2, and Lincoln, 1. 
New-truck registrations amount- 
ed to 208, compared with 242 a 
month earlier. By makes, they 
were: Chevrolet, 77; Ford, 61; 


White, 22; International, 21; Wil- 
lys, 11; GMC, 9; Dodge, 5 ; English 
Ford, i, and Mack, 1. 
—J. H. Reep 
+ * * 
Denver 


Denver dealers sold 1,554 new 





BODY MOUNTS of Enjay Buty] offer the highest degree of 
vibration and sound isolation of any rubber on the market. 
Result? Cars that stay tight and quiet for years. 


i ENGINE MOUNTS of Butyl dampen motor vibration and 
road impact. Result? Elimination of shock-damaged engines 
during idling... 


.. decreased car “shiver” 


; engine rumble. 


ENJAY BUTYL 


still leading the performance parade in over 100 uses 


From sound-deadening body 
mounts underneath...to element- 
defying weather stripping outside 
— Enjay Butyl Rubber gives car 
! manufacturers still more reason 
to say their new models are the 
best ever. Today, all American car 
manufacturers are using Butyl. 





and reduced 


Today, they are finding ever so 
many ways to use this amazingly 
versatile rubber in their products. 
Butyl can improve your product, 
too. Contact the nearest Enjay 
office. Home Office: 15 West 51st 
Street, New York 19, New York. 
Other Offices: Akron*s Boston 


H EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


: ENJAY CHEMICAL COMPANY 


j A DIVISION OF HUMBLE OIL & REFINING COMPANY 





WEATHER STRIPPING of Butyl resists deterioration. 
Resists such enemies as: ozone; sunlight; water; and aging. 
Result? Better performance and durability. 


RADIATOR HOSE of Enjay Butyl holds off deterioration 
from heat, rust inhibitors, anti-freeze and other chemicals. 
Keeps its shape and resiliency for years. 


cars in October, compared with 
1,467 a month earlier and 1,848 a 
year earlier. 

The 10-month totals were 16,862 
for 1960 and 16,533 for last year. 

October sales by makes were: 

Chevrolet, 389; Ford, 269; Falcon, 

118; Pontiac, 102; Rambler, 100; 

Oldsmobile, 80; Corvair, 72; 

Buick, 63; Dodge, 54; Valiant, 46; 

Plymouth, 39; Mercury, 36; 

Comet, 34; Cadillac, 29; Volks- 

wagen, 25; Studebaker, 21; Chrys- 

ler, 12; Volvo, 9; Opel, 6; Aus- 
tin-Healey, 6; Taunus, 5: MG, 

4; Imperial, 8; Lincoln, 3; Mer- 

cedes-Benz, 3; Porsche, 3; Re- 

nault, 3; Alfa-Romeo, 2; Checker, 

2; Fiat, 2; Simca, 2; Triumph, 2, 

and miscellaneous, 9. 

New-truck sales numbered 180 in 
October, compared with 259 in 
September and 283 in October a 
year ago. There were 2,527 sold in 
the first 10 months, compared with 
2,751 in the corresponding 1959 pe- 
riod. 

October truck sales by makes 
were: Chevrolet, 64; Ford, 58; Wil- 
lys, 16; GMC, 9; Autocar, 3; Stude- 
baker, 2; Diamond T, 1; Kenworth, 
1; White, 1; English Ford, 1, and 
miscellaneous, 1. 

—Ira ALEXANDER 
ae x * 


Indianapolis 

A total of 2,498 new cars were 
registered in Marion County and 
Indianapolis in October, compared 
with 2,567 in September and 2,793 
in October a year ago. 

By makes, they were: Chevrolet, 
546; Ford, 409; Oldsmobile, 243; 
Pontiac, 198; Falcon, 172; Buick, 
126; Dodge, 115; Rambler, 113; Cor- 
vair, 106; Plymouth, 59; Volks- 
wagen, 55; Mercury, 52; Cadillac, 
49; Comet, 41; Valiant, 40; Stude- 
baker, 33; Simca, 26, and Renault, 
24. 

Chrysler, 18; Lincoln, 8; Impe- 
rial, 6; Willys, 6; Mercedes-Benz, 
5; Volvo, 5; Austin-Healey, 4; 
Hillman, 4; Morris, 4; Triumph, 
4; Vespa, 4; Fiat, 3; Jaguar, 3; 
Metropolitan, 3; Saab, 3; DeSoto, 
2; English Ford, 2; MG, 2, and 
miscellaneous, 5. 

New-truck registrations in Octo- 
ber totalled 112, compared with 284 
a month earlier and 301 a year ear- 
lier. By makes: Chevrolet, 50; Ford, 
22; International, 14; Volkswagen, 
10; GMC, 6; Dodge, 5; Studebaker, 
2; White, 2, and Divco, 1. 
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—C, L. Kern 
* od * 
Toledo 


New-car sales in the Toledo area 
numbered 1,667 in October, com- 
pared with 1,363 in September and 
1,825 in October a year ago. 

Chevrolet and Ford tied for hon- 
ors during the month, with each 
listing 332 registrations. Others in- 
cluded Falcon, 144; Oldsmobile, 133; 
Pontiac, 120; Dodge, 92; Comet, 83; 
Buick, 81; Plymouth, 61; Rambler, 
58; Mercury, 41; Valiant, 41; Cor- 
vair, 34; Cadillac, 33; Chrysler, 16; 
Volkswagen, 16; Studebaker, 11; 
Renault, 6; Imperial, 5; Austin- 
Healey, 4; Morris, 4; Triumph, 4, 
and miscellaneous, 15. 

New-truck registrations number- 
ed 105 in October, compared with 
129 a month earlier and 108 a year 
earlier. 


Charlotte + Detroit * Houston 
Los Angeles* New Orleans 
Plainfield, N. J. * Tulsa 





—Ernest C. Kisu 
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Lawsuits Affecting Dealers . . . 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 

arisen from time to time over 

the legal question: If a dissatisfied 
automobile purchaser continues to 
use the defective 
automobile, can 
he later rescind 
the purchase con- 
tract and recover 
the purchase 
price from the 
seller? 

According to a 
late higher-court 
decision, the an- 
swer is no. 

For instance, in 
Davison v. Fran- 
cis Motor Car Co., 338 Pac. (2d) 658, 
the testimony showed these facts: 
A man named Davison purchased 
an automobile from Francis Motor 
Car Co. in February. Not long after 
its purchase, a deficiency developed 
in the engine block which permitted 
oil to escape from the engine. 

This block was replaced by Fran- 
cis Motor Car Co, From time to 
time, Davison made other com- 
plaints as to defects in the car. The 
motor company repaired these al- 
leged defects as best it could. Then, 
on June 7, Davison had his lawyer 
write a letter to Francis Motor Car 
Co. demanding other repairs of al- 
leged defects. Ten month s later 
Davison delivered the automobile 
to Francis Motor Car Co. and de- 
manded refund of the purchase 
price. The car had then been driven 
about 5,000 miles. 

The higher court refused to 
hold that Francis Motor Car Co. 

must take the automobile back 
and refund its purchase price to 
Davison, saying: 

“It is axiomatic that one cannot 
continue to assert ownership of the 
subject matter of a contract and 

still assert his right to rescind. He 
may repudiate and seek restitution 
or perform and seek damages. He 
cannot do both.” 
- * + 

CCORDING to a late higher- 

court decision, if a motor ve- 


Indiana Bank Lets 
Insurance Agents 


Issue Auto Paper 


INDIANAPOLIS.—In an unpre- 
cedented banking-insurance ar- 
rangement here between Meridian 
Mutual Insurance Co. and Mer- 
chants National Bank, the two com- 
panies announced the appointment 
of all Indiana agents for Meridian 
Mutual as loan correspondents for 
the local bank. 

This unusual cooperative effort 
gives all of the insurance agents, in 
effect, the authority to finance auto 
purchases in their own offices with- 
out obtaining prior approval of 
Merchants National Bank, and to 
offer the borrower a substantial dis- 
count from the finance charges for 
promptness of monthly payments. 

Labelled the “Twinsaver”’ pro- 
gram, the plan also gives the bor- 
rower an opportunity to purchase 
Meridian Mutual’s automobile in- 
surance policy that offers additional 
discounts up to 15 percent for a 
claim-free driving record. 

Both the insurance premium and 
the automobile purchase can be 
financed together, and an optional 
feature provides insurance coverage 
on the balance due in the event of 
death, accident or disability. 

As the auto financing portion of 
the plan is set up, a credit of 5 
percent of the first year’s finance 
charges is given if this first year’s 
monthly payments are prompt. A 
10 percent credit ig extended for 
prompt payment for two consecu- 
tive years and, in the case of a 36- 
month loan, 15 percent of the 
finance charges are credited back 
to the borrower if three full years 
of payments are made promptly. 

Purchase of the Meridian Mutual 
auto policy at the time the car is 
financed also makes the borrower, if 
he qualifies for the company’s safe 
driving discount, eligible for sav- 
ings of 5, 10 or 15 percent of the 
total policy cost for one, two or 
three claim-free driving years. 


L. T. Parker 


hicle is leased to a lessee, the latter 
is a legal purchaser of the automo- 
bile. Therefore, the seller or lessor 
can avoid payment of the state’s 
“sale and use” taxes. 

For example, in Stutler v. Yaco- 
bucci, 160 N. E. (2d) 300, the testi- 
mony showed that one Stutler 
purchased a new motor truck and 
leased the truck to a motor car- 
rier. 

In later litigation, the higher 
court held that actually the truck 
was “sold” by Stutler to the carrier, 
within the meaning of state sales 
tax statute, and that it was pur- 
chased by Stutler for the purpose 
of resale within contemplation of 
such statute. Hence, the vehicle was 
not subject to either the sale or 
use tax, 

* * ea 


Must Return Deposit 





the legal question: If a prospective 
purchaser of an automobile busi- 
ness, or real estate, deposits money 
with the seller, under what circum- 
Stances can the purchaser recover 
the deposit? 

The answer is: The purchaser can 
recover his deposit from the seller 
if the purchase contract contains 
a clause clearly giving him this 
right. 

For instance, in Boyce v. Bar- 
rett, 258 Fed. Rep. (2d) 640, the 
testimony showed that a man, 
named Boyce, entered into a writ-_ 
ten contract with one Barrett to 
purchase certain real estate. 
Boyce deposited $5,000 with Bar- 
rett and a clause in the contract 
stated that Barrett must return 
this deposit if Boyce was unsuc- 
cessful in obtaining a permit or 
right to operate a named business 
on the premises. Boyce did not 
obtain the permit and Barrett re- 
fused to return the $5,000. 

The higher court ordered Barrett 
to return the $5,000 deposit because 
the testimony introduced during the 
trial convinced the court that 
Boyce exercised diligence to 
do everything required to obtain 


CS aaa discussion has| the necessary permit from the city 
arisen from time to time over| which rejected his application. 


Inside, outside, all around the 1961 cars—you’ll 
find Rohm & Haas plastics. There are tail light 
and back-up light lenses, instrument panels, 
medallions, dials, nameplates, and other parts 
made of durable, beautiful PLEXIGLAS acrylic 
plastic. There’s IMPLEX, the high impact acrylic 
—used for applications where outstanding 
strength and pleasing appearance are required. 
There are reinforced plastic constructions made 
with PARAPLEX P-Series polyester resins. Other 
Rohm & Haas products are used in automotive 
leathers and textiles, finishes and lubricants. Our 
years of experience in working with the auto- 
motive industry can help you, too. 
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Dealer Celebrates Anniversary— 

The first big auto show to be held in Deadwood since before World War I! was the 
way Eddie Rypkema, Eddie's Sales and Service, Deadwood, S. D., said thanks to the 
friends and customers who have done business with him during the past 25 years. 
In observance of the dealership’s 25th anniversary, the Deadwood dealer offered a 
showing of the Chrysler Corp. line of cars in the city armory. Refreshments and enter- 
tainment kept the audience in a happy mood as they looked over the cars. Rypkema, 
former mayor of Deadwood, called the celebration a great success. The promotion 
closed several sales and supplied promise of future sales, the dealer reported. 


very much 

in the 

automotive 
picture 





ROHM& HAAS 
PLASTICS 


PLEXIGLAS, IMPLEX and PARAPLEX are trademarks, 
Reg. U.S. Pat. Off. and in principal foreign countries. 





re Chemicals for Industry 

ROHM £ HAAS 
COMPANY 

WASHINGTON SQUARE, PHILADELPHIA 5, PA. 





DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way 
Bidg., 20211 Greenfield Road, BRoadway 3-0674. 


1. TAILLIGHT LENSES OF PLEXIGLAS, 2- BACK-UP LIGHT LENSES OF PLEXIGLAS. 3. FRONT AND REAR NAMEPLATES AND MEDALLIONS OF PLEXIGLAS. 4. HUB CAP INSERTS OF PLEXIGLAS. &+ SUN VISORS OF PLEXIGLAS. 
6. STEERING COLUMN ORNAMENTS AND GLOVE COMPARTMENT DECORATIONS OF PLEXIGLAS. 7~ SHIFTING LEVER KNOBS OF IMPLEX. &. INSTRUMENT PANELS OF PLEXIGLAS AND IMPLEX, DIALS OF PLEXIGLAS. 
®. RADIO KNOBS AND BUTTONS OF IMPLEX. 10. WINDOW CRANK KNOBS AND POWER-WINDOW CONTROL BUTTONS OF IMPLEX. 11. HEATER DUCTS MADE WITH PARAPLEX. 12- ARMREST SUPPORTS OF IMPLEX. 
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Lokey’s Reputation Traced to Contented Customers... 


Best Service Ad? ‘Satisfaction’ 












































By E. C. Bash car first, and determine the war- 
Staff Correspondent ranty question later. 
CLEARWATER, Fia. — Lokey| “When it is necessary to write 


the factory about a customer’s com- 
plaint, we do so in the customer’s 
presence, or send him a copy of our 
letter. This builds the customer’s 
confidence in us.” 

At Lokey’s, a customer’s car is 
ready when promised. Route sheets 
are maintained on each job and are 
checked periodically to see that 
work ig started promptly and is 
progressing through the shop ac- 
cording to schedule, 

The service department is 80 
feet wide and 160 feet long. There 
are no posts. All repairs are done 
in this main service building, ex- 
cept for paint and body work, 

There are 11 hydraulic lifts and 
two lube racks for immediate serv- 
ice. Front-end alignment igs done 


Motor Co, (Oldsmobile-Fiat) has 
the reputation among auto owners 
of operating one of the best service 
departments in this area, Obviously, 
this reputation wasn’t won without 
reason. 

What makes a car owner come 
back for service year after year? 
Why will a man who buys his car 
elsewhere (it may not even be an 
Oldsmobile) bring it to Lokey 
Motor Co. for service? 

These questions were asked of 
Earle Lokey, president. 

“The answers are simple and fun- 
damental,” he said. “We give cour- 
teous service, Our service manager, 
L. T. Chesson jr., who has been 
with me since we opened eight 
years ago, has the knack of remem- 
bering names and faces. He will 
greet by name a customer he hasn’t 
seen in a year. Repeat customers 
like to be recognized and shown 
personal attention. 

“We try hard to please our cus- 
tomers. When we first started in 
business, we made a practice of fix- 
ing many minor repair items free. 
Customers were delighted. They 
told their friends. This helped us 
gain our reputation for being fair 
and accommodating. When big re- 
Pairs were needed, we got the 
work.” 

Lokey believes this system paid 
off better than radio or newspaper 
advertising. He said a satisfied cus- 
tomer is the best ad a dealer can 
have. 

Above all, he added, a dealer 
and service manager must be 
honest with the customer, The 
true situation regarding the car’s 
condition should be told the cus- 
tomer. A car should be examined 
like a doctor checks a patient, 
Lokey said. 

“Tell the customer what work is 
needed and should be done now,” 
he said, “but also tell him what re- 
pairs will be needed in the near 
future. Sell him what he needs but 
no more than he needs, A complete 
service file is maintained for each 
customer.” 

Lokey said complaints of any 
kind are followed through until 
they have been cleared satisfactor- 
ily. A register of every complaint 
is maintained. 

“We never get into a discussion 
with the customer about the car’s 
warranty,” he explained. “No mat- 
ter where a man bought his car, 
or where he comes from, we fix the 


Cars of ’65 Seen 
Using 250 Pounds 


Of Aluminum 


NEW YORK.—An aluminum in- 
dustry “dream car,” possible today 
and entirely probable within five 
years, would be a composite con- 
taining 250-pounds of the light 
metal, according to James M. 
Smith, head of the engine section 
of Aluminum Co. of America’s Sales 
Development Division. 

Sales of such a composite, at a 
volume of six-million units yearly, 
would consume 750,000-tons of alu- 
minum, more than a third of the 
anticipated primary metal output 
this year, he told a dinner meeting 
of the New York City Section of the 
Society of Automotive Engineers. 

Speaking on “The Aluminum En- 
gine Lightens the Weight,” Smith 
said such a dream car would con- 
tain such major elements as the 
Buick Special and Oldsmobile F-85 
engine now utilizing over 100 pounds 
of aluminum, the 25-pound trans- 
mission housing of the Ford, the 
aluminum combination wheel-brake 
drum of the Pontiac, and the sub- 
stantial aluminum grilles and trim 
accents of the Chrysler-built cars. 

Smith described some of the alu- 
minum fabricating techniques now 
in use by auto makers, with em- 
phasis on engine-casting pro- 
cedures. He reviewed aluminum- 
engine application experience, gen- 
eral design principles, cylinder- 
block and head designs and the in- 
fluence of improvements in casting 
technology on the recent acceptance 
of the aluminum engine. 


Sorenson Gets Jaguar 


WHITTIER, Calif.— Bob Soren- 
son Chevrolet, 201 S. Greenleaf, is 
a new Jaguar dealer. 


next to the lube racks. This place- 
ment has resulted in extra front- 


end jobs, the service manager be- , 
lieves, because the lube customer 


who is standing by waiting for his 
car can watch the visualiner in op- 
eration and often asks that his car 
be checked also. 

The 30 service employes can han- 
dle as many as 78 orders per day, 
Lokey said. Two more mechanics 
will be added this year to bring 
service capacity to 100 cars on peak 
days, he added, 

All mechanics are factory trained 
and work as a team. The service 
manager is a top mechanic himself 
and has several product corrections 
to his credit, Lokey said. He has 
the ability to win the confidence of 
the customer and to keep his men 
working at top performance. 

“We've never had a car we 
couldn’t fix,” said Lokey. “We try 
to keep our customer’s cars work- 
ing at peak performance at a mini- 
mum cost to the customer. A cus- 
tomer doesn’t mind paying for good 
service when he gets it.” 


ra 





Service Is Speedy in Florida Shop— 


Eleven hydraulic lifts speed service at Lokey Motor Co. (Oldsmobile-Fiat), Clear- 
water, Fila. Among car owners, this shop is regarded as one of the best in the Sun- 
coast area. 








Test the AUTOLITE CO-AX on your own 
equipment in farm, marine, earth movers, trucks, 
cars, diesel and industrial engines...to check 
its many design advantages, its plus values. 








_eerle¢E—— Ee ee ee =| 









Professional Techniques Essential. . . 
Auto Advertising 


By Martin L. Whitmyer plier who walks into the 


Staff Writer says “What’s new?” is asking for 


Professional techniques of re- 
search and creativity are essential 
in successful marketing strategy, 


according to John R. Church, direc- | We need suppliers who know what’s 


tor of merchandising at AC Spark] new, suppliers who open 
Plug. 


egy, but it won’t pay off unless | applying “R & D” thinking, 


people with good creative minds | Church stated. “R,” for 
take all the facts and put them | meas careful research 
to work in developing a program.” | customers’ wants and 
Stressing the importance of the| what you have to sell 


part suppliers play in Point-of-Pur-| help the customer increase his 
business. Even more important, “Contempt for the consumer may | Selling,” he said. 

you can | find its way into advertising| In singling out “image worship” 
new and | through hard-driving pitchmanship, | for criticism, Harper said it occurs 
day’s marketing concept. Never has| exclusive. “D” means developing | water-torture repetition and callous| when “the advertiser attempts to 
marketing creativity been in such} these ideas to show how they | disregard of the social environment] project an existence in the market 
in which advertising is read, seen| that is separate and different from 
the company’s real identity. Its 


chase marketing, Church said: 
“Creativity is everybody’s job in} he said, are new ideas 
the fast-changing complex of to-| offer him that are really 


demand, and those people who dis-| will work for the customer. 
believe this will soon find them-| “Gone are the days when a sup-|or heard. Such a contemptuous form 
share of|of advertising is often justified by| identity is even made secondary 
to this outer existence or, as it 
usually is called, the company im- 


selves run over by their competi-| plier could get his fair 


tors.” business simply by making the| its practitioners on the ground that 
Church pointed out that a sup-| rounds to see what jobs are avail-! consumer interest is hard to win, 








Speaking at the Point-of-Pur- | business and sales to everyone. 
chase Institute meeting in New Regardless of size, every com- advertisi 
York, Church said, ems is pany can develop _tesearoh and ne. 
ssential to good marketing strat- velopment” people merel 

. : P ‘ 4 craft Club, the president and “Any attempt to argue that offen- 
chairman of McCann-Erickson, | sive advertising can be classed as 
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able,” Church said. “Today the busi- 


customer needs and provide original 





office and 


out by Marion Harper jr., as being 
among major causes of ineffective 


example, 





ness goes to suppliers who know St. Louis Dealer Assn. 


ideas to help solve customer prob-| Pays Tribute to Castles 


lems. ST. LOUIS—The Greater St. 
Creativity creates sales, Church| Louis Automotive Assn. paid trib- 
said. “Sales for your customers’| ute to David E. Castles as he 
products and sales for Point-of-| observed his 51st year with Buick, 
Purchase materials that are new,| 387 of which have been spent in 
trouble right from the start. He’s| different and sizzling with appeal.”| St, Louis. 
—.e . a sense, oan his com- So cimer. & - Castles was one of the found- 
pany is having a creative famine. : . ers of the Missouri Automobile 
Advertising Weaknesses Cited Decks Riek Gn & oa 
the door ‘Contempt for the consumer” and president of the National Auto- 
to fresh ideas that can mean more| “image worship” have been singled! mobile Dealers 





especially with a rising volume of 
Speaking before the Detroit Ad- | advertising,” Harper said. 
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age. In short, there is the ambi- 
valence of subject and object be- 
tween the company and its image 
—with almost total preoccupation 
with the image. 

“Image worship is often a res- 
cue effort for a failure to study 
and define a company’s identity 
—a failure to ask ‘who is it... 
what is it ... what is its func- 
tion ... what are its goals?’” 
Harper noted that many market- 
ers were guilty of misjudging the 
roles of advertising and publicity. 
“These are two different communi- 
cation forces. Generally speaking, 
it should be the goal of publicity 
to create a favorable climate for 
acceptance of a product, and it 
should be the goal of advertising 
to create product preference. To 










into the | Inc., also labeled “mediocrititis” | effective advertising is false. Effec- put it another way, publicity is 


needs— | 28 being “the illness with the | tive advertising interests, pleases, 
that can | highest incidence across the whole |or entertains while selling. It 
doesn’t offend, bore or outrage while 


spectrum of advertising.” 





STARTING MOTORS 


SO RIGHT! SO SIMPLE! SO LOGICAL! 
First Revolutionary Advance in 25 Years! 


MORE COMPACT. Shifting solenoid located 
inside pinion housing coaxially with shaft. No ex- 
ternal parts interfere with engine or accessories. 


MORE ADAPTABLE. Complete range of 
pinion sizes and mountings meet SAE standards, 
plus special adaptations for custom engine designs. 


MORE VERSATILE. 
Rugged one-piece pinion 
housing designed so that a 
flat for terminal and switch 
can be machined at any point 
on circumference. Results: 
almost unlimited mounting 
positions; one motor can be 
adapted to several different 
engines. 


MORE PROTECTION. Motor and solenoid 
are enclosed...not exposed to dirt, water, snow or 
foreign objects. 


EASIER SHIFTING. Solenoid, pinion and 
motor switch operate in a direct line. Provides ac- 
curate and reliable motor timing. 





Want to know more about Co-Ax Starting Motors . 
how they can simplify engine design for you? Write to 
Autolite, Electrical Products Division, Toledo 1, Ohio. 





LONGER USEFUL LIFE. Positive and auto- 
matic engagement of pinion into ring gear with 
noticeable absence of engagement clash means less 
wear, greater length of service. 


LESS SERVICING. Adequate bearings and lu- 


brication reserves require no periodic maintenance. 


PERFORMANCE RANGE. Co-Ax motors for 
diesel and large gas engines are conservatively 
rated on SAE standard and heavy duty battery 
curves as follows: 


12 volt motors 2.4 hp, 28 lb. ft. stall... to 
.3.6 hp, 44 lb. ft. stall 


24 volt motors 2.8 hp, 35 lb. ft. stall.. 
- 6.5 hp. 78 Ib. ft. stall 


Smaller Co-Ax motors are also available with range 
of performance for automotive, agricultural and 
industrial engines. 
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ELECTRICAL PRODUCTS 


DIVISION Toledo 1, Ohio 










primarily indirect selling; advertis- 
ing—direct selling.” 

Harper termed “self-delusion” as 
being another drain on advertising 
vitality. “This neurosis—that cele- 
brates the device at the expense of 
the message—is a common com- 
plaint in all forms of persuasion— 
from advertising to selling to pub- 
lic speaking. It is the illness of the 
salesman or public relations man 
who is known more for his parties 
than for his service. It is the illness 
of the advertising executive who de- 
signs a presentation as a spec- 
tacular instead of a tool of per- 
suasive exposition. It is the illness 
of the copywriter or layout artist 
whose advertising cries out ‘See 
how clever and sophisticated we 
can be.’” 

In emphasizing the need to cor- 
rect these weaknesses, Harper 
said he believes that an advertis- 
ing agency should be held ac- 
countable for the development of 
effective advertising. With effort, 
it is possible to define the criteria 
of effectiveness for the advertis- 
ing of any given product, Harper 
said. 


As a remedy for “Mediocrititis,” 
Harper called for programs involv- 
ing “‘a combination of many talents 
in a steady pursuit of excellence. 
No effort should be spared to bring 
them together. What can make the 
most of these talents is a set of 
controls—quality controls, which re- 
late the creative impulse to the 
business goal and assure the most 
thriving business health,” Harper 
said. 

* * * 


APB Gears for Future 


In a major move to prepare the 
Associated Business Publications 
for future growth, the board of 
directors, in a meeting held in Chi- 
cago, approved the following or- 
ganizational changes: 

John B. Babcock, on APB’s staff 
since 1951, is appointed senior vice- 
president in charge of the adminis- 
tration of member services; Miss 
Irene Pearson, formerly assistant 
secretary, has been made a vice- 
president, and will continue her 
present duties as manager of in- 
ternal operations and as secretary 
of the editorial division; Hazen H. 
Morse jr., a vice-president, now 
will concentrate his full time on 
the expanding sales development 
program of the association, and 
William K. Beard continues as 
president and chief administrative 
officer of the association. 

* * + 


Personnel Changes 


Theodore H. Knorr from Toledo 
Scale Co. to Detroit office of the 
Jay J. Dugan advertising agency 

... E. J. Reeser 
from supervisor 
of the Ford Field 
Service depart- 
ment to account 
supervisor on the 
Ford parts and 
service account at 
J. Walter Thomp- 
son Co... Albert 
K. Burwinkle 
from Grant Ad- 
vertising, Inc., to 

E, J. Reeser art director at 
Geyer, Morey, Madden & Ballard, 
Inc. 

C. S. Hanson, advertising manager 
of Look magazine, to board of di- 
rectors of Cowles Magazines, Inc. 

Lloyd C. Jamieson from Mc- 
Call Corp. to assistant to the direc- 
tor of research at Macfadden Pub- 
lications, Inc. . . . James Morouse 
from Station WJBK- TV, Detroit, to 
promotion representative for the 
Detroit and Michigan state editions 
of TV Guide. 
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‘Professor X’ Had Some Questions ors 


Patience Called Sales Builder 


By L. H, Houck 
Travelling Correspondent 


JEFFERSON CITY, Mo. — Pa- 
tience may be a missing virtue in 
sales programs. Some salesmen are 
trained to be impatient, to drive 
fast and hard for the close, never 
to let the customer rest, but a 
change of pace may be the differ- 
ence between high and low sales 


volume, 

Here is a case history: A pros- 
pect for a new car was also a 
university professor and was con- 
cerned with the reasons why peo- 
ple buy and don’t buy or con- 
versely, why some salesmen sell 
readily and others have to sell 
the hard way. 


Although the automobile sales- 


men he contacted didn’t know it, 


they were catalogued, typed and 


numbered and used in class discus- 
sions. 
Professor X, we’ll call him, set up 


a list of objections as to why he 


should not buy an automobile and 
a list of things he didn’t like about 
all cars, Then he phoned some auto 
dealers to ask about buying a car 
and invited them to have a sgales- 
man call at his home. 

For the record, he was a bona- 
fide new-car prospect and did buy 
a@ new car. 

Six salesmen called, Five were 
under 40 years old, Professor X re- 
ported, and were “young men in a 
hurry.” They would not explain de- 
tails of their car completely. 

Two refused to guarantee their 
statements or put their offer in 
writing. 

One salesman asked Professor X 
whether he really wanted to buy 
a@ car and was qualified to buy, or 
had he just called the salesmen out 
to argue about the merits of auto- 
mobiles that he didn’t represent 
and to run his car down, He men- 
tioned having several other ap- 
pointments that evening. 

One salesman picked up his 
brochures and stalked out, slam- 
ming the door, when Professor X 
mentioned the possibility of buy- 
ing the car for less money from 
another dealer. 

Characteristic of each of the five 
was impatience to get the deal writ- 
ten up, the professor reported, 

“They seemed determined to rush 


Hambro Names Burman 





Import-Car 


British Motor 


OHN BURMAN has been ap- 

pointed manager of the overseas 
sales department of Hambro Auto- 
motive Corp., it is announced by 
President A. E. Birt. Hambro is 
the United States representative of 
British Motor Corp, 

The overseas sales department 
processes all purchases of BMC 
cars (Austin, Austin-Healey, Mor- 
ris, MG and Magnette) by U. S. res- 
idents through their local dealers 
for delivery in foreign countries. 

Previously, Burman was sales of- 
fice manager for the firm. Before 
joining the Hambro sales depart- 
ment in 1957, he was automotive 
sales manager of L.O.F, Glass 
Fibers, Detroit, 

+ 


Triumph 


LEVEN dealers in seven states 

have received Triumph fran- 
chises, according to Alan F. Bethell, 
president of Standard-Triumph 
Motor Co., Inc. They are: 

Cities Service Triumph, Washing- 
ton; Green’s Auto Service, Charles- 
ton, Ill; Jeffers, McBroom & Fre- 
richs, Kankakee, Ill.; Rickey’s Auto 
Brokers, Mason City, Ia.; Bremer 
Sports Car Sales, Muskegon, Mich.; 
Ted’s Sport Cars, Inc. Detroit; 
John Howard Imports, Alamogor- 
do, N. M.; Formula Two, Inc., 
Poughkeepsie, N. Y.; Islip Motors, 
Inc., Islip, N. Y.; Jim Nickel Mo- 
tors, Inc., Warren, O., and North 
Olmstead Auto sales, North Olm- 
stead, O. 


Volvo 


E 1960 Gran Premio Interna- 
cional Standard, considered to 
be one of the most gruelling races 





me into signing up rather than try-| car; he didn’t mention the profes- 
ing to overcome my objections and | sor’s car. 

overwhelm me with the good points 
of their product,” he told AuTomo- 


TIVE News. 
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cial sale price.” 

Then came the sixth man, 

He was a well-dressed man of 67, 
calm, pleasant, deliberate and 
poised. 

He took a chair, leaned back, 
commented favorably on the pro- 
fessor’s children and his home 
and surmised that he enjoyed his 
college work and his home life 
and location. 

He carried a briefcase which he 
did not open, He didn’t mention his 


Telar Antifreeze 
Passes 1,200-Mile 
Weather Test 


WILMINGTON, Del.—Results of 
a 1,200-mile mountain-desert test 
drive showed last week that all 
pertinent operating temperatures 
were kept below maximum limits 
by a three-year-old supply of du- 
Pont’s Telar antifreeze and summer 
coolant. 

Despite outside temperatures that 
ranged from 19 degrees Fahrenheit 
to near 100 degrees F. and driving 
speeds to 70 miles per hour or more 
when allowable, Telar in the cool- 
ing system of a_ specially-instru- 
mented '58 Dodge station wagon 
never varied more than 15 degrees. 

DuPont scientists also reported 
that temperatures in the crankcase 
and transmission always were well 
within safe operating limits. 

The crankcase temperature never 
exceeded 230 degrees Fahrenheit 
and never dropped below 170 de- 
grees F., while transmission tem- 
peratures never topped 200 degrees 
F., they said. 






News Notes 


in the world, was won by Volvo 
driver Gunnar Andersson in 39 
hours, 56 minutes and 17 seconds, 
with an average speed of 71.96 
miles per hour. Five Volvos were 
among the first eight cars to finish. 

The course, 2,873 miles long, 
ranges from high-speed motorways 
to the worst types of roads possi- 
ble. The fifth stage has been de- 
scribed as one continuous “wash- 
board” broken only by hundreds of 
large boulders. Altitudes varied up 
to more than 10,000 feet, with both 
vehicles and drivers subject to in- 
tense dust clouds as well as a short- 
age of oxygen, 

A total of 125 cars, with leading 
drivers from all over the world, 
started the race. In the same event 
last year, only 32 of the 88 starters 
finished. 

Other Volvo victories in 1960 in- 
clude the German Rally and the 
Scandinavian Mobil Economy Run. 


Party Pays Off— 


Russ Brambiet Ford, Atlanta, threw a 
special party at the Cherokee Town Club 
to mark the introduction of the ‘61 Thun- 
derbird. Here, Harold A. Smoot, dealer- 
ship sales manager, talks to Mrs. |. M. 
Sheffield Ill, who ordered a new model 
at the party. 


“There were many excuses for 
urgency ... the only one in stock 
. . . this color is going to be hard 
we have a firm price 
now but the price is expected to go 
we can sell your car now, 
but tomorrow it may be a dog 
because of the used-car market... 
we're overstocked and this is a spe- 

















































cheaper model, cheaper trim, two- 
door instead of four-door, but the 
same engine and the same chassis 
and about the same ride,” he said. 

Professor X turned to his wife 
and asked if she would like to go 
for a demonstration ride. She 
agreed. The Sixth Man smiled. 

“I’m ready any time,” he said, 
“but I was wondering if before 
we go you would like some other 
data, such as the warranty and 
‘the service?” 

“As a matter of fact, I did want 
to know about that,” answered Pro- 
fessor X. The salesman explained 
these points, 

“Now on this demonstration ride, 
fee] free to ask any questions,” the 
Sixth Man said. “I want you and 
your wife to select the route, and 
I'd appreciate it if you would take 
turns driving. I want you to test 
the power steering, the brakes and 
other features.” 

When they returned from the 
drive, the professor said: 

“Now that we’re back where we 
started both literally and figura- 
tively, how much for my car?” 

“Well, now, let’s see,” said the 
Sixth Man. “We want to allow you 
every cent we can get out of it, It’s 
a fine car. I always liked this model. 
I’m sure you got good service out of 
it, Now its listed here at blank dol- 
lars.” 

The professor wrote down the 
amount. 

The Sixth Man went around the 
ear, looking at the tires, looked at 
the mileage. 

He gave the first figure time to 
soak into the professor’s mind. 

“I see you have taken extra good 
care of it, too,” said the Sixth Man, 
“and these tires look almost new. 
Assuming that it is in good running 
condition—I’m sure it is—I can 
allow you $200 more on the model 
we were talking about.” 

“Well,” said Professor X, “I 
think we ought to come down and 
look the actual car over some- 
time tomorrow or the next day.” 


“Certainly you must see the car 
itself because these pictures don’t 
do it justice,” the Sixth Man re- 
plied, 

“Here’s what I would like to do: 
Suppose I leave my car here to- 
night and drive back in your car. 
The first thing in the morning Ill 
have the model you think you like 
made ready and then if you decide 
to make the deal, you can drive it 
right out. 

“If you decide it is not the car 
you want, we can make another 
ready, and, of course, there’s no 
obligation whatever.” 

“We'll be glad to do that,” an- 
swered the professor, “but it’s not 
in the bag. We may not buy it.” 

The Sixth Man said, “I never buy 
anything I don’t want and I never 
expect anybody else to. It’s entirely 
up to you.” He looked at his watch 
and said with a smile: 

“You know I’ve been here three 
hours, and I’ve so enjoyed myself 
it seemed only half that long. I 
hope I’ve not bored you folks to 
death with my chatter. I like to 
talk about cars and unless some- 
body stops me I seem to go on and 
on ,.. forever.” 


The professor had to break the 
ice by mentioning his tradein. 

“That’s a good car,’ commented 
the Sixth Man, “but first suppose 
we talk about the new car. I have 
here brochures showing all the 
models in color which I'd like you 
and Mrs. X to look over. 


“We can show and demonstrate 
any of the models because we have 
them in stock. When we take a 
demonstration ride, we can get 
some idea of the comfort of the car 
and how it handles, how the con- 
trols work and such things.” 


“There are several things I want 
to know before I buy any car,” 
Professor X said. “The exact cost, 
the exact cost of financing and 
what kind of warranty I get.” 

The Sixth Man smiled. 

“Those are things that the wise 
purchaser should ask about,” he 
said, “and I’ve got all the answers 
here in my briefcase. I’ve got the 
delivered retail prices of all mod- 
els—delivered in your driveway. 
These prices are itemized, 

“Here,” he said, pointing at the 
figures with a pencil, “is what the 
ear costs at the factory. Here’s 
what it cost to bring it from the 
factory to our showroom, and here 
is what is paid the dealer for serv- 
icing and getting it ready. 

“That’s one point I always like 
to stress because some buyers think 
the dealer services the car and gets 
it ready for nothing, 

“I’m delighted when my prospects 
bring up that question because I 
can show you each service job per- 
formed on the car before delivery, 
and then you can see that you’re 
not only getting your money’s worth 
but sort of a bargain compared 
with our regular service rates. 

“I also have here a table of in- 
surance costs of all types, including 
the extra cost for life insurance on 
the time balance on the contract. 
I don’t want to burden you with 
details, but I would appreciate the 
opportunity to answer any ques- 
tions you might have and give you 
any information that you might 
want.” 

“Perhaps you have other appoint- 
ments this evening and you'd like 
to get through with the business or 
possibly come back again another 
evening,” Professor X said. 

“I’m not even in a slow hurry,” 
the Sixth Man said, “and I enjoy 
discussing car values here with 
you in the comfort of your home. 

“I enjoy your questions. I think 
the purchase of a new automobile 
is much too important to be hur- 
ried because today we have a pecu- 
liar situation in regard to automo- 
biles, They’re all good. That’s why 
it is harder to make a decision and 
why it takes much more informa- 
tion to evaluate the car properly 
and to make sure that you'll not 
be disappointed after you have 
bought the car. 

“Do you know,” the Sixth Man 
continued, “that there are ever so 
many decisions that should be 
made, most of them by at least two 
people, you and your wife? 

“There’s upholstery,” the Sixth 
Man said, checking off the items 
on his fingers, “there’s color, there’s 
engines, big, little, six or V-8, 
there’s the options, heater, radio, 
air conditioning, the various groups 
of optional accessories and trim.” 

“Do you have all the details on|®% 
these things?” asked Professor X. 

“Yes, indeed,” replied the Sixth 
Man. “I have samples of upholstery, 
plus details of how each wears and 
how it may be cleaned, color pic- 
tures of the various exteriors and, 
of course, prices and details on all 
the options. 

“What you get for the money 
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you put out is important,” said 
the Sixth Man, “but you know 
you can buy a product, even a 
car, and get full value for your 
dollar and then not have a car 
that you want, so you see it’s not 
all a matter of money.” 

“Some auto salesmen say that the 
main thing about making a sale is 
the difference between the price of 
the new car and the prospect’s 
tradein,” said Professor X. 

“Yes, that’s true to some extent,” 
answered the Sixth Man, “but I 
don’t believe it’s that important. If 
that were true, then the dealer who 
offered the most for the tradein 
would get the sale. 

“There are ever so many better 
reasons why a man buys a new car. 
Usually the new cars have improve- 
ments that are desirable, and the 
prospect’s car has mileage that is 
undesirable. When a car is three 
years old, as yours is, it might need 
a lot of work. By trading at the 
proper time, you can save that con- 
siderable sum which is automatical- 
ly applied to the new car.” 

The Sixth Man paused to give 
Professor X a chance to comment, 
and when the professor didn’t, he 
continued. 

“You know, professor, a person 
ought to buy a car the way a 
trucker buys a truck, To buy a 
truck properly, you have to know 
what you want to haul, how much 
of it you want to haul and how 
far you want to haul it and how 
often. 

“Consequently, as a salesman, I 
like to know what a prospect wants 
in a car, whether he wants a big- 
ger one which will inevitably have 
more upkeep but create a better 
impression and be more comfort- 
able on long trips, or whether he 
wants gasoline and maintenance 
economy. 

“I need to know whether it is to 
be a genera] family car, whether 
you take long trips or whether you 
want a second car to be used for 
shopping and so on.” 

Professor X said they always took 
two long trips each year of 2,000 to 
3,000 miles apiece and that the 
whole family went along and that 
on weekends they liked to explore 
the surrounding countryside. 


The Sixth Man then got down to 


From Dodge to Rambler 


NORFOLK, Va.—Luhring Motor 
Co., 31-year-old Norfolk auto firm, 
has been franchised by Rambler. 
cases, pointing out one of the near-| The firm had been a franchised 
luxury models. Dodge dealership unti] last October. 

“Now my demonstrator is the Henry G. Luhring jr., is president. 








VW Cuts Prices to Boost 


Share of Italian Market 


TURIN, Italy—In a move to 
increase its share of the Italian 
market, Volkswagen has reduced 
its sedan prices from about $1,800 
to $1,500. 

Fiat, Lancia, Alfa-Romeo and 
other Italian companies previ- 
ously had announced price cuts. 
Volkswagen also trimmed the 
prices of its more luxurious, spe- 
cial-body models. 


Valiant Dealers Plan Ad Campaign— 


Directors of the New England Valiant Advertising Assn. meet to discuss association 
advertising plans. Representing over 240 dealers throughout New England, the direc- 
tors are, from left, Philip LaRou Hansen, Portland, Me.; J. K. Winters, Plymouth New 
Engiond regional manager; Ellis Bachman, Quincy, Mass.; Frank Hurd, Cranston, R. |.; 
Jeremiah F. Gallo, Worcester, Mass.; James R. Johnson jr., Hartford, and Allan R. 
Macleod, regional account executive, N. W. Ayer & Son, the association's advertis- 
ing agency. 












www |. @ @ 


Ter 


tens 






Vii : yo on Wd 


OPENS THE DOOR © 
TO FLEET SALES IN’61! 


FULL LINE OF 
FULL-SIZE OLDSMOBILES | 
FOR COMFORT...PRESTIGE 
... HIGH RESALE VALUE! 





F-85->— 
HOT NEW NUMBER 
IN THE LOW-PRICE FIELD! 


This year, Oldsmobile dealers are “getting in the door” to new 
fleet accounts with the F-85! And they are selling their bigger, 
medium-priced models in greater volume than ever to these new 
customers! In Oldsmobile’s full-size ’61 models, fleet buyers have 
found the answer to executive requests for cars that are comfort- 
able, roomy, economical, have a high resale value and up-grade 
the driver! When you sell Oldsmobile, you cover the fleet field! 





{ 
F-85 DE LUXE 4-DOOR SEDAN { 


bi 
t 


Now Oldsmobile dealers can compete—car for car, feature | 
for feature, dollar for dollar—with cars in the low-price field uae 
for profitable volume fleet sales! The all-new F-85 is every ; 
quality inch an OLDSMOBILE! Built for those who want 
something better in a smaller car, this new Olds has. the 
performance and prestige that salesmen like! It delivers the 
smooth performance that only a full eight-cylinder engine 

can give ... meets fleet requirements for comfort, handling 

ease, solid reliability . . . and outstanding fuel economy! - snieinthiiis Uaeteiienas iain tata 








__ OLDSMOBILE DIVISION, GENERAL MOTORS CORPORATION, LANSING, MICHIGAN 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

+ * * 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 16. 


BUICK—’59 Electra 4-dr, hardtop, $1,690* 
(ps), $1,550° (ps). 
"57 Special 2-dr. Riviera, $730* (ps). 
"56 Special 2-dr., $510*; 4-dr., $320. 
"55 1 2-dr, Riviera, $325* (ps); 
Super 2-dr. Riviera, $320* (ps), $200* 


(ps). 
’S4 Super 4-dr., $100*. 
CADILLAC—’58 (62) 4-dr. 
870* (ps). 
"5S (62) 4-dr., $450* (ps). 
CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $3,100* (ps), $2,075* (ps); Park- 
wood (8) 4-dr., $2,010*; Biscayne (6) 
abe Corvair 500 (6) 2-dr., 


hardtop, $1,- 


$1, A 

‘59 Impala (8) conv., $1,550* (ps); 4-dr. 
hardtop, $1,500* (ps); 2-dr, hardtop, 
$1,480; Bel Air (8) 4-dr., $1,325*, 
$1,200; 2-dr. hardtop, $1,285*; Bel Air 
(6) 2-dr., $1,275*, $1,225*, $1,150, 
$1,110. 

’58 Biscayne (8) 4-dr., $1,030, $940*; 
Delray (8) 2-dr., $935*; Yeoman (6) 
2-dr., $700. 

’57 Bel Air (8) 2-dr., $1,075* (ps); 
conv., $1,000* (ps); Two-ten (6) 2-dr., 
$850*, $790, $720, $670*; Two-ten (8) 


4-dr., $845*. 

56 Nomad (6) 4-dr., $720*; Bel Air (8) 
4-dr., $625*, $530*. 

‘55 Two-ten (6) 4-dr., $475*, $470*, 


meres 2-dr., $290; One-fifty (6) 4-dr., 


$250. 

’54 Bel Air 2-dr. hardtop, $200*; Two- 
ten 2-dr., $185. 

CHRYSLER—’'59 Windsor Town & Coun- 
try, $1,685* (ps). 

55 NY 2-dr. hardtop, $195*. 
DODGE—’57 Sierra (8) 4-dr., $580*. 
FORD—’60 Country Squire (8) 4-dr., $2,- 

080* (ps); Custom 300 (8) 4-dr., 
$1,835. 

’59 Custom 300 (8) 4-dr., $1,150. 

‘68 Fairlane 500 (8) 4-dr. Victoria, 
$860* (ps); 4-dr., $800*, $510*; Cus- 
tom 300 (8) 4-dr., $810*. 

‘57 Thunderbird (8) 2-dr, hardtop, $1,- 
980*; Fairlane 500 (8) 2-dr. Victoria, 
$875*; Ranch Wagon (8) 2-dr., $780*, 
$700* (ps); Custom (8) 2-dr., $400*; 
4-dr, (taxi), 2 at $225. ‘ 

56 Thunderbird (8) 2-dr, hardtop, $1,- 
270° Ranch Wagon (8) 2-dr., 
$430°, ; 

‘65 Custom (8) 4-dr., $400*, $255; conv., 
$200*; 2-dr., $200, $140*. 

HUDSON—’55 Hornet 4-dr., $130*. 


MERCURY—’57 Monterey 2-dr., $585. 
’56 Monterey 4-dr., $575*; Montclair 
4-dr., $270. 
’55 Montclair conv., $275* (ps); Custom 
2-dr., $165°*. 
OLDSMOBILE — ’'58 (88) 2-dr, Holiday, 
$1,000* (ps). 


’67 (98) 2-dr, Holiday, $700* (ps). 

’S6 (88) 4-dr., $575*, $375°. 

‘55 (88) 2-dr, Holiday, $225*, $150*. 

"53 (88) Super 4-dr., $110* (ps), 

PACKARD—’'55 Clipper 4-dr., $200*, $175*. 

‘54 Clipper 4-dr., $115*. 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
060° (ps). 

‘57 Belvedere (8) 2-dr, hardtop, $810* 
(ps); Savoy (8) 2-dr., $550*, $470°*, 
$350°; Savoy (6) 2-dr., $370. 

'56 Savoy (8) 2-dr, hardtop, $565*. 

’55 Savoy (8) 2-dr., $275; Plaza (6) 
2-dr., $275. 

PONTIAC — '55 Chieftain 4-dr., $490*, 
$175* (ps); 2-dr., $125*. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 

. Prices are for sale of Nov. 16, 
BUICK—’59 Invicta conv., $1,600* (ps); 
LeSabre conv., $1,600° (ps). 

'67 Super 4-dr, Riviera, $815° (ps); 2- 
dr, Riviera, $770* (ps); RM 2-dr. Rivi- 
era, $765* (ps), 

"56 Special 4-dr, Riviera, $440° (ps). 

CADILLAC—'57 (62) Coupe de Ville, $1,- 


580° (ps); 4-dr. hardtop, $1,400* (ps). 
CHEVROLET—’'60 Impala (8) conv., $2,- 


030° (ps). 
"59 Impala (8) conv., $1,510* (ps); 
sport sedan, $1,500*, $1,425°; sport 


coupe, $1,500*%, $1,430°, $1,400°; Park- 
wood (8) 4-dr., $1,365 (ps); Bel Air 
(8) 2-dr., §1,200%, $1,080, $1,075; 
sport coupe, $1,175*; Biscayne (6) 4- 
dr., $1,025. 

*58 Brookwood (8) 4-dr., $1,100*; Bis- 
cayne (6) 2-dr., $765, 

‘ST Two-ten (8) 4-dr., $820%; 2-dr., 
$800*; Two-ten (6) 2-dr., $750*°; 4-dr., 
$735°. 

'65 Two-ten (6) 2-dr., $275, 

OHRYSLER—'58 Windsor 4-dr., $900°. 

OCOMET—’'60 Comet 4-dr., $1,620. 

DeBOTO—’57T Firedome 4-dr., $470*. 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of 61s added and ’53s dropped in November, 1960, Prices of ’60s added and ’52s dropped in December, 1959. Prices of 59s added and ’51s dropped in Vecember, 1958, 


Figures alongside bars represent dollars. 


’56 Firedome 4-dr., $330*, 
DODGE—’60 Dart (8) 4-dr., $1,500*. 
* _ (8) 2-dr, hardtop, $1,370* 
ps). 
*58 Royal (8) conv., $940* (ps). 
"55 Royal (8) 2-dr., $265*. 
EDSEL—’58 Corsair (8) 4-dr. 
$725* (ps). 
FORD—’60 Galaxie (8) starliner, $1,550*; 
Fairlane 500 (8) 2-dr., $1,475*; Fair- 
lane 500 (6) 2-dr., $1,335; Falcon (6) 


hardtop, 


2-dr., $1,410. 
"59 Galaxie (8) conv., $1,500* (ps); 4- 
dr., $1,450*; 2-dr. Victoria, $1,325* 


(ps); Fairlane 500 (6) 4-dr., $1,300; 
Country Sedan (6) 2-dr., $1,300; 
Ranch Wagon (8) 2-dr., $1,200*; Fair- 
lane (8) 4-dr., $1,100*, $1,025*; Cus- 
tom 300 (8) 2-dr., $905. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
700* (ps); Country Sedan (8) 4-dr., 
$915*; Custom 300 (6) 2-dr., $660*. 

’57 Fairlane 500 (8) 4-dr., $790*; conv., 
$650*; Country Sedan (8) 4-dr., $695*, 
$630* (ps), $590* (ps), $575; Ranch 
Wagon (8) 2-dr., $535*%; Ranch Wag- 
on (6) 2-dr., $450*; Custom 300 (6) 2- 


dr., 2 at $450. 
’56 Ranch Wagon (6) 2-dr., $350; Cus- 
tom (8) 4-dr., $305*. 

MERCURY — ‘57 Colony Park 4-dr. (9 
pass.), $775*; Montclair 2-dr. hardtop, 
$685* (ps). 

’56 Montclair 2-dr., $415*, 

OLDSMOBILE — '59 (88) 2-dr., $1,800* 


(ps); 2-dr, Scenic, $1,675* (ps). 

"58 (98) 2-dr., $1,250* (ps); (88) 2-dr., 
$1.215* (ps), $790* (ps); (88) Super 
2-dr., $1,210* (ps). 

"57 (98) 4-dr, Holiday, $840* (ps); (88) 
Super 4-dr., $555* (ps). 

’55 (88) Super 2-dr. Holiday, $465* (ps). 

"53 (98) 4-dr., $100* (ps), 

PLYMOUTH—’59 Savoy (6) 4-dr., $840. 

’58 Suburban (8) Deluxe 4-dr., $620*. 

’57 Belvedere (8) 4-dr., $640*. 

'56 Suburban (8) Custom 2-dr., $400*. 

PONTIAC—’59 Catalina sport coupe, $1,- 
675* (ps); 4-dr., $1,585", 

’57 Chieftain 4-dr. Catalina, $700*; 4-dr., 

$650°. 


RAMBLER—’60 Super (6). 4-dr., $1,515*; 
Deluxe (6) 4-dr., $1,265; American 
(8) station wagon 2-dr., $1,260. 

"59 Super (6) Cross Country 4-dr., $1,- 
400*; American (8) 2-dr., $975. 

‘58 American (6) station wagon 4-dr., 
$915". 

STUDEBAKER—’55 Commander (8) 2-dr., 
$175*. 


VALIANT—’60 V-200 4-dr., $1,330. 
MISCELLANEOUS — ’60 Chevrolet (8) 
Apache pickup, $1,125, 


CHICAGO 
Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of Nov. 15. All sharp 
cars were sold, Sold 402 cars from 708 
consignments, 


BUIOCOK—’60 Electra 2-dr. hardtop, §$2,- 
500* (ps), $2,305* (ps), $2,300* (ps); 
LeSabre 4-dr., $2,200* (ps). 

’59 Electra 4-dr,. hardtop, $1,850* (ps); 
LeSabre 2-dr, hardtop, $1,600* (ps), 
$1,495* (ps); 4-dr., $1,550* (ps), $1,- 
500* (ps). 

"57 Special Estate Wagon, $930* (ps); 
2-dr, Riviera, $760*, $690*°; conv., 
$680°; 4-dr., $580* (ps), $555*. 

’56 RM 4-dr, Riviera, $500* (ps); Spe- 
cial 4-dr, Riviera, $480*; Century 4- 
dr. Riviera, $400*; Super 4-dr. Riviera, 
$355* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,030* (ps), $3,850* (ps); (62) 2-dr. 
hardtop, $3,725* (ps). 

'59 (62) conv., $3,260* (ps); 2-dr. hard- 
top, $3,150* (ps), $3,100* (ps), $2,990° 


(ps). 

‘58 (62) Sedan de Ville, $1,960* (ps); 
4-dr., $1,950° (ps). 

‘S57 (62) 2-dr. hardtop, $1,440* (ps). 

‘56 (62) Sedan de Ville, $1,000* (ps); 
Coupe de Ville, $970* (ps), $875* (ps). 
‘VROLET. 


$2,350° 
$1,970* (ps); conv., $2,050; 4-dr., $1,- 
890*; Nomad (8) 4-dr., $2,100°: 
Air (8) 4-dr., $1,635° (ps); 
(6) sport coupe, $1,485*; Corvair (6) 
4-dr., 2 at $1,420*, $1,300*, 

‘69 Impala (8) sport coupe, $1,660* 
(ps), $1,570* (ps), $1,500°, $1,455°; 
sport sedan, $1,535° (ps), $1,400° (ps) ; 
4-dr., $1,490° (ps); Nomad (8) 4-dr., 
$1,540°, $1,515* (ps); Parkwood (8) 
4-dr., $1,420*, $1,315°; Bel Air (6) 4- 
dr., $1,360°; Bel Air (8) sport sedan, 
$1,345* (ps), $1,275°; 4-dr., $1,220° 
(ps), $1,200° (ps), $1,180*, $1,150°; 
Brookwood (6) 4-dr., $1,315*; Bis- 
cayne (8) 4-dr., $1,300* (ps); 2-dr., 
$1,005; Biscayne (6) 4-dr., $1,155°*. 

‘58 Impala (8) sport coupe, $1,295* (ps), 
$1,175, $1,160* (ps); conv., $1,145° 
(ps); Brookwood (8) 4-dr., $990; Bel 
Air (8) 
$930 


(ps); Biscayne: (6) 2-dr., $910*, $785, 
aw (6) 2-dr.,. $835, $810; 
'ST Bel Air (8) sport sedan, $2,100" (ps), 
$885°, $875°; sport coupe, *; conv., 





$965* (ps), $940*; 4-dr., $925*, $885*, 
$840* (ps), $820*, $360; Two-ten (8) 
2-dr., $850*, $745*; station wagon, 
$840*; Two-ten (6) 2-dr., $700. 

’56 Bel Air (8) sport coupe, $685* (ps), 
$595*; 4-dr., $655*, $545* (ps); Two- 
ten (8) 2-dr., $490*; One-fifty (6) sta- 
tion wagon, $400, 

’55 Two-ten (8) station wagon, $510* 


(ps); Bel Air (8) 2-dr., 2 at $495* 
(ps), $345*. 

CHRYSLER—’58 Windsor 2-dr. hardtop, 
$950* (ps). 


’57 Saratoga 4-dr, hardtop, $975* (ps). 
’56 Windsor 4-dr. hardtop, $650* (ps). 
55 NY 2-dr. hardtop, $530* (ps); 4-dr., 
$410* (ps). 
— ’'57 Firesweep 4-dr. hardtop, 
$700* (ps). 
DODGE—’57 Sierra (8) 4-dr., $890* (ps); 
Coronet (8) 2-dr. hardtop, $645* (ps). 
’55 Royal (8) 2-dr. hardtop, $400* (ps). 
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FORD—’60 Thunderbird (8), $3,040* (ps); 


Galaxie (8) conv., $1,800*; 4-dr., $1,- 
545*; Fairlane 500 (8) 2-dr., $1,375. 
59 Galaxie (8) conv., $2,305* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,325*; (6 pass.), $1,300*%; Fairlane 
500 (8) 4-dr., $1,140* (ps), $1,125* 
(ps); Fairlane (8) 2-dr., $1,100*, $1,- 
055*, $1,030*, $1,020%, $960*; 4-dr., 

$850*; Custom 300 (6) 4-dr., $935. 

’58 Thunderbird (8), $1,902* (ps); Fair- 
lane 500 (8) 4-dr., $870* (ps); Fair- 
lane (6) 2-dr, Victoria, $760*; Ranch 
Wagon (6) 2-dr., $675; Fairlane 500 
(6) 4-dr. Victoria, $660* (ps); Cus- 
tom 300 (6) 4-dr., $550*. 

’57 Fairlane 500 (8) 4-dr., $600* (ps), 
$545; 2-dr., $455* (ps); Country Se- 
dan (6) 4-dr. (9 pass.), $530*° (ps); 
(6 pass.), $480*; Custom 300 (6) 4- 
dr., $450*; Ranch Wagon (6) 2-dr., 
$425*; Fairlane (6) 2-dr. Victoria, 






$400*. 
’56 Fairlane (6) 2-dr. Victoria, $565°, 
$505*; Ranch Wagon (6) 2-dr., $280. 
’55 Fairlane (6) 4-dr., $330* (ps). 


IMPERIAL—’57 Imperial 2-dr. hardtop, 
$585". 
’55 Imperial 4-dr., $400*. 
LINCOLN—’59 Capri 4-dr. hardtop, $2,- 
110°. 
’58 Continental Mark III 4-dr., $1,800* 


(ps). 

’56 Premiere 2-dr, hardtop, $710* (ps), 
$705* (ps), $530* (ps). 

MERCURY — ’'59 Voyager 4-dr., $1,745* 
(ps); Montclair 2-dr, hardtop, $1,- 
660* (ps). 

’58 Monterey 2-dr, hardtop, $835*; Stand- 
ard 2-dr., $740°*. 

’57 Commuter 4-dr. (9 pass.), $800*; 
Monterey 4-dr, hardtop, $700*, $685*, 
$665* (ps), $510* (ps); 2-dr, hardtup, 
$635* (ps). 

’55 Custom 2-dr. hardtop, $360* (ps). 

OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
day, $2,500* (ps); (98) 4-dr. Holiday, 
$2,345* (ps). 


’59 (98) conv., $1,905* (ps), $1,825* 
(ps); 4-dr. Holiday, $1,740* (ps); (88) 
Super 4-dr. Holiday, $1,650° (ps); 
(88) 4-dr. Holiday, $1,500*. 

’58 (98) 4-dr. Holiday, $1,345* (ps), 
$1,165* (ps); (88) Super 2-dr, Holi- 
day, $1,340* (ps), $1,210* (ps); (88) 
4-dr., $1,040* (ps). 

’57 (88) Super 2-dr. Holiday, $750*, 


$715* (ps); (98) 2-dr. Holiday, $545* 


(ps). 
’56 (98) 4-dr., $530* (ps). 
’55 (88) Super 4-dr., $420* (ps). 
’54 (98) 2-dr. Holiday, $405* (ps); (88) 
2-dr. Holiday, 2 at $300*. 
PACKARD—’56 Carribbean 2-dr, hardtop, 
$685* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $1,- 
000, $865*; Belvedere (6) 4-dr., $985, 
* 


$985*. 

’58 Suburban (6) Custom 4-dr., $700*°; 
Plaza (6) 4-dr., $580*, 

’57 Suburban (8) 4-dr., $715*%, $705*; 
Suburban (6) 4-dr., $500*, $455*; Sa- 
voy (6) 2-dr. hardtop, $390*. 

'56 Savoy (8) 4-dr., $410; Belvedere (6) 


2-dr. hardtop, $370*; Suburban (6) 
2-dr., $310°. 

PONTIAC—’60 Catalina Safari 4-dr., $2,- 
365* (ps) 


’59 Catalina 2-dr., $2,040* (ps); Safari 
4-dr., $1,485*; Star Chief 4-dr., $1,- 
680* (ps). R 

’58 Star Chief 4-dr., $1,050*. 

’57 Star Chief 4-dr. Catalina, $805* (ps); 
Super Chief 2-dr. Catalina, $725* (ps); 
Chieftain 2-dr, Catalina, $650* (ps). 


(Continued on Page 42, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 
Colorado Auto Auction 





4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT’ 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction, City Airport. Tues. 10 
A.M. Dealer-owned. Dealers only. 








WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon, Thurs- 
day. W. Palm Beach Fairground. 


Crossroads 


- - « Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 





MARYLAND 


BEL es Air a ——. Ti- 
tles, guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


aN Cee) 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 











Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 

* wal RING" 2 fines running simultane- 

ously. 
© Conveniently located in the heart of the 
automobile world. 
Ten acres of completely fenced parking 
area. 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 
Fair management. 


MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
wil Western Road Phone CEdar 2381 





NEW JERSEY 





OVER 


600 | 


CARS 


x 


AUCTION 
LANES 


t 


Pe 


TA WEDNESDA URS TE 
NATIONAL AUTO 
DEALERS EXCHANGE 


M 
owe 





$s 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured ey 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


NANNIES: 2: ALON ARREST SNR 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany ‘5, N. Y. 
Every Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 


Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





U C A D, the Dealers’ Directory 
Leading Auto Auctions. 
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oud think the choir came with your new Chevy 


(when your new Chevy comes with a genuine Chevrolet Radio!) 


Did you know that the only radio really made to fit a Chevy is a transistor-powered genuine doesn’t get all mixed up with the news and vice versa. To make sure you get the real thing in 
Chevrolet Radio? your new Chevrolet or Chevy Corvair, just be sure to tell your dealer you want the genuine 


General Motors built radio for your General Moto , ? 
Oh, other radios will fill the space for one in a Chevy's dashboard. There's no trick to that. What ’ Bree oe: ahaa Senenee 


we mean is that a genuine Chevrolet Radio is the only one made to fit the car's acoustical needs. 


It’s actually sound-engineered for Chevrolets. And it’s tested right along with the car on Chevy's 
own proving grounds, to make certain sound floats through faithfully and flawlessly, clear and 
lifelike wherever you go. In-Person Sound, we call it. 


Genuine Chevrolet Radios are styled just right to go with a Chevy's dashboard, too. They blend 
in beautifully—don't look tacked on. And, with razor-sharp, Straight-Line Tuning (all stations 
evenly spaced on the dial), you never have trouble separating one station from another. Music 





Division of General Motors, 


CHEVROLET RADIOS ARE MADE BY LCO DIO SeRaIaS, RIND Look for C-H-E-V-Y on the push buttons or the Chevrolet trademark sale on the dial. 


EPENDABILITY EVIABIUTY 


NO. 2 IN DELCO RADIO'S NEWSPAPER ADVERTISING CAMPAIGN FOR 1961 
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The Man Behind the Wheel .. . 


~ Sales Testing the Ford Galaxie 


cylinder block where it travels 
through cored passages the en- 








Eprror’s Note: This is one of a |engine oil should be changed at 
series of articles designed to ex- | 4,000 miles, and there are a num- 


plore the selling features of | ber of operations, admittedly minor 


American cars. 
* A = 


By L. H. Houck 
Travelling Correspondent 


OR the second time in recent 

years, Ford has been awarded 
international recognition for styl- 
ing, with the most recent award for 
its “functional expression of classic 
beauty” by the Centro Per I’Alta 
Moda Italiana, a styling organiza- 


tion in Rome. 

After driving the 1961 Ford 
Galaxie four-door hardtop for 500 
miles, I found no one willing to 
argue about its beauty or its styl- 
ing. I noticed that it was a “head 
turner” the first time I drove it 
in a line of traffic. 








—except front wheel packs at about 
15,000 miles, that should be done. 

Ford’s owner's manual gives 
plenty of information. Where 30-day 
service was once required, you can 
now wrap it all up with inspections 
and service three times a year. Sav- 
ings at the lube rack should about 
pay for the oil changes. 

The car’s engine, a 352-cubic-inch 
V-8, proved to be a “ball of fire” on 
regular gasoline, delivering between 
15 and 20 miles per gallon on a 
measured stretch of several hun- 
dred miles, which included some 80 
MPH speeds and congested traffic. 
Regular gas saves about 50 cents 
a tank full. 


* * * 


altogether free of responsibility — 


Consequently, this test report is . 
going to concern itself principally| Cooling System a Feature 
with what's under the “paint and FORD'S cooling system is worth 
polish.” But I can assure you that mentioning because it is differ- 
the elegance extends to virtually| ent from most with a radiator sup- 
a i “a vanade myself al iy er sarge tame, 

g in the e - 
most half the time, I was impress- ae ae ae saaaine ter me 
ed with the feeling of stability, the water pump . one Sa iis 


almost effortless power steering, 

quietness of the motor, and that * 

intangible something that makes a Quinn E spou ses 
Constant Quest 
For More Quality 




















driver feel he can cope with all 
tight traffic conditions. 

The ride lands somewhere be- 
tween a soft ride and a hard ride, 
but, var ee oe, Joieae 
going to t the engineers! CHICAGO.—Continued improve- 
have balanced it about right. ment in the quality and variety of 

products offered at the marketplace 
Smooth Transmission is essential for keeping the United 
[HE test car was equipped with| States on the move, E. C. Quinn, 
the new, dual-range Cruise-O-/ sales vice-president, Chrysler Corp., 
Matic. At first, I thought it w&@S|told members of the National As- 
either slipping or not upshifting at| sociation of Broadcasters here. 
the right speeds until I discovered; Quinn said that in the auto in- 
it was upshifting so smoothly that! dustry the quest for quality means 
I couldn’t feel the lurch, continued research to develop cars 
has @ |that feature greater economy and 
venience and safety. He pointed out 
smoother and more precise shift- |that the auto industry sold more 
ing but also eliminates periodic |{ §-puilt cars in October of this 
ts. year than in any October since 1950. 
There is a considerable difference|" Quyinn predicted that 1960 wil] be 
in the car’s performance when you | the second highest year in new-car 
leave the highway. It is com-| sales in the United States, and that 
forting to know your car will per-/ 1961 will be at least as good as 1960. 
form safely when you have to hit} [pn the broadcast area, too, Quinn 
the shoulder, said, the desire for quality repre- 

Driving along a paved highway | sents a real challenge. 
at 60 miles per hour with a long; “7 realize,” he said, “that ratings 
stretch of fairly wide but rough/ may be a matter of life or death in 
shoulder on the right, I simulated your business and that the listeners 
the panic stop on the shoulder|/444q yiewers who now prefer what 
ana tg meet a car headlong in/,+. sometimes irreverently called 
your lane. ‘shoot-em-ups’ and ‘wh o-dunnits’ 

When you pull off at this speed,| .n4 ‘give-aways’ must be served.” 
two wheels are on the rough shoul-| “Quinn noted “a new surge of 
der and two are on the concrete, quality programming, particularly 
ideal for sliding. However, this One|in the area of news, public affairs 
had a slope rightward that made/.nq special documentaries.” He 
it ideal for a flip. added, though: 

Whether you do this for fun or| «yoy have also recognized that 
play for keeps, keep your foot off/tne job isn’t done by a long shot. 
the brake until the rough terrain/yo. continue to keep the idea of 
rubs off some of your road speed quality foremost in your thinking. 
and get all four wheels on the/yoy Continue to encourage your 
shoulder as fast as possible. With programming people to stress qual- 
your foot off the throttle, you'll ity in their selection of shows, and 
find the speed drops fast. in the content of each show. And 

The Ford Galaxie performed 8°|~h. knows about the future? I've 
well under these conditions that even heard that most of the quality 
I had to try it again. This test) tojevision programs now fenced in 
tries the balance and the stability,|,. gunday afernoon may soon be 
the braking and the steering as 4l-/jiperated into the other six days 
most nothing else will. The car’s of the week.” 
new power steering kept the front 
end straight. ee aes a 


Owner Money Ahead 
F I were selling the Ford, I would 

develop a demonstration such as 
this to show the prospective buyer 
exactly what kind of a car he is 
buying. 

Owners are going to be money 
ahead because front suspension, 
steering linkage and universal 
joints on ’61 Fords require lu- 
brication only at 30,000 miles. 
When lubrication is needed, own- 
ers should see their Ford dealer 
because newly developed seals lu- 
bricant must be used. 
Ford owners, however, are not 


Sisk Heads Renault Group 

HOUSTON. — Wally Sisk, owner 
of Spring Branch Imported Mo- 
tors, Inc., has been elected chair- 


tire length of each cylinder wall. 

Upon reaching the rear cylinder, 
it is directed upwards into the cyl- 
inder heads where it cools combus- 
tion chambers and valves, and valve 
seats on its return to the front of 
the engine. 

The coolant from each cylinder 
head flows through the water pas- 
sages in the intake manifold, past 
the water thermostat—if it is open, 
and into the radiator supply tank. 
If the thermostat is closed, a small 
portion of the coolant is returned 
to the water pump for recirculation. 
The system is pressurized at 13 to 
15 pounds per square inch. 

Items of value to the buyer in- 
clude larger, heavier and longer 
lasting brakes that adjust them- 
selves when car is reversed, if they 
need it. You can pick up the cost 
of two brake adjustments the first 
year, probably less after that. 

Mufflers are double wrapped, 
with an aluminized coating for 


longer life. 
oe + a 


Panels Galvanized 


ANODEING on the many alu- 

minum surfaces, such as grille, 
headlamp and taillight trim, is 
thicker. More protection, more for 
your money. 

The car features specially proc- 
essed underbody parts, including 
galvanized body panels below 
doors to resist rust and corro- 
sion. 

Other good features are the wider 
trunk opening and the relocation 

of the spare tire on the shelf at 
front (back) of trunk compartment, 
which, I think, puts the spare in 
the least useable to reach space. 

The parking brake is foot operat- 
ed and released by a knob with 
matching handle on the dash. Seats 
are foam padded, and there is a 
flexible coupling in the steering 
column which virtually eliminates 
road shocks. 

If the customer is type who picks 
cars to pieces, pulls back the up- 
holstery, put a car on a lift to see 
how its made underneath, he is a 
sitting duck for a Ford salesman. 
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Car Tested: 
FORD 


1961 model: Galaxie four-door 
hardtop (Town Victoria). 

Engine: 352 cubic inches, V-8; 
compression ratio, 8.9 to 1; bore 
and stroke, 4.00 by 3.52; 220 
horsepower at 4,400 revolutions 
per minute; torque, 336 foot 
pounds at 2,400, 

Transmission: Cruise-O-Matic, 
two-range. 

Accessories: Six-way electric 
seat, heater, radio, air condition- 
ing, throttle control, power steer- 
ing, power brakes, 

Specifications: Overall length, 
209.9 inches; overall height, 55 
inches; overall width, 79.9 
inches; wheelbase 119 inches; 
tread, front, 61 inches; rear, 60 
inches. 

Capacities: Fuel tank, 20 gal- 
lons; crankcase, five quarts. 

Tires: 7.50x14, 















Ford's Engine— 


The 352-cubic-inch V-8 engine in the test 
car, with air conditioning, filled up the 
engine compartment. Big fan comes up 
high on radiator and warning against get- 
ting hands too close is on guard. 


F-85 Wagons Get 
Power Backlight 


LANSING.—Latest power ac- 
cessory to be offered on Oldsmo- 
bile’s F-85 station wagons for 1961 
is an electrically-operated rear 
window in the tailgate, it is an- 
nounced by Emmett P. Feely, gen- 
eral sales manager. 

Available as a factory-installed 
option on both the standard and the 
deluxe F-85 wagons, the electric 
backlight carries a manufacturer’s 
suggested retail price of $26.47. 

Framed by vertical chrome bars, 
the power window’ on the F-85 is 
operated by a spring-loaded switch, 
located on the lower edge of the 
instrument panel to the left of the 
steering column. 


Used Import Car Prices 


Fiat—'59 1200 4-dr., $600. 
Hiliman—’57 Minx 4-dr., $380. 
MG—’60 roadster conv., 


ARMONK, N. Y. 
Fiat—’59, 


Volkswagen—'57 Sunroof, $600. 


BORDENTOWN, N. J. 
Fiat—’59 2-dr., $460. 
Ford (English)—’60 Anglia 2-dr., $730. 
Simea—’59 Aronde 4-dr., $570, $390. 
Volkswagen—’'61 4-dr., $1,950. 
’60 2-dr., $1,310. 
"59 2-dr., $1,155. 


CALD a. 
Austin-Healey—’60 Sprite roadster, $785. 


FTC Forbids Lot 
In Capital from 
Ad Misstatements 


WASHINGTON.—A consent or- 
der affirmed by the Federal Trade 
Commission forbids E & J Corp., 
trading as City Auto Sales, 401 


Massachusetts Ave. N.E., Wash-| M 


ington, to misrepresent downpay- 
ments, monthly terms and guaran- 
tees on its used cars. 


The commission adopted an ini- 
tial decision by Hearing Examiner 
J. Earl Cox based on an order 
agreed to by the company and the 
FTC’s bureau of litigation. Also 
bound by the order is Arthur J. 
Bisogne, also known as Sonny 
Bisogne, an official of the concern 
and its principal stockholder. 

The FTC’s June 3 complaint al- 
leged City Auto’s newspaper adver- 
tising and radio commercials falsely 
implied that guaranteed used cars 
are offered with little or no down- 
payment. These typical claims were 
cited: 

“$1.00 Down.” 
Nothing Down. Ride Today ,.. No 
Money Needed!” “All Cars Guaran- 
teed.” 

Where $1 or other token sum was 
accepted by City Motors, the com- 
plaint said, it was not actually a 
downpayment but was received 
merely to provide a consideration 
for a contract of purchase. 

Purchasers often were required 
to contract for small loans in order 
to meet downpayment requirements 
and advertised low monthly pay- 
ments did not include small loan 
charges, FTC said. 

The complaint further charged 
that in most instances, the com- 
pany gave no guarantee but sold 
its used cars “as is” and a provision 
to this effect was in each order and 
bill of sale. Where a _ purported 
guarantee was made, its limitations 
were not fully disclosed, FTC said. 

The respondents’ agreement to 
discontinue these misrepresenta- 
tion is for settlement purposes only 
and does not constitute an admis- 
sion that they have violated the 
law, FTC said. 


Gloor Named President 
Of Birmingham Dealers 

BIRMINGHAM, Ala.—Tom Gloor 
has been elected president of the 
Birmingham Automobile Dealers 
Assn. Other officers are: 

Douglas Willey, first vice-presi- 
dent; Jesse Drennen, second vice- 
president; Ralph Howard, secre- 
Jones J. Dunham, 


“Drive Today! Vv 





man of the Renault Dealers Assn. 
of Texas, Oklahoma and New Mex- 
ico, 


The Ford Galaxie, test driven by Automotive News, was tried out on rough road | tary-treasurer; 
shoulders, and then on the rough roads of a rock quarry. Springing and bolance| Jim Skinner, A, G. Williams and 
proved its stability under all conditions. Harold Wood jr., directors. 


Fiat—’59 600 2-dr., 
Lioyd—’59 Alex 2-dr., $225. 
MG—’60 conv., $1,425. 

"57 Roadster, $755. 


CHICAGO 


Austin-Healey—’60 Sprite conv., $1,135. 
daguar—'59 XK150 conv., $1,650. 
Triumph—’60 TR3 conv., $1,555. 

° +, $970. 
Volkswagen—’60 2-dr., $1,350. 

*59 2-dr., $1,125, $1,100. 


COLUMBUS, O. 
MG—’60 MGA roadster, $1,575. 
Renault—’59 Dauphine 4-dr., $610. 


DETROIT 
Austin-Healey—’'59 roadster, $890. 
Ford (English)—’57 Prefect 4-dr., $400. 
Volvo—’57 2-dr., $675. 


DYER, IND. 
Volkswagen—’'60 2-dr., $1,300. 


$260. 


FLINT 
Lioyd—’58 500 conv., $140. 
Volkswagen—’59 sunroof 2-dr., $1,180. 


FONTANA, WIS, 
Fiat—'59 4-dr., $560. 


LOS ANGELES 
Austin-Healey—’57 roadster, $850. 
Clitroen—’58 DS19 4-dr., $550. 

Ford (English)—'53 Consul 4-dr., $215. 
Hillman—’'52 4-dr., $125. 
etropolitan—'55 conv., $325. 
MG—’60 MGA roadster, $1,485. 
’58 Dauphine 4-dr., $455. 
Skoda—’60 2-dr., $450. 
Volkswagen—’56 conv., $585. 
"55 2-dr., \ 
Volve—’ 57 ad $640; station wagon, 


PA, 
Austin-Healey—’58 conv., $1,175. 
Citroen—’'59 4-dr., $630. 
Fiat—’60 station wagon 4-dr., $390. 

"58 2-dr., $460; 600 2-dr., $380. 

Ford (English)—’60 Anglia 2-dr., $1,010. 

"58 4-dr., $1,225. 

’54 roadster, $700; conv., $320. 

MG—’59 MGA conv., $1,000; 2-dr. hard- 
top, $740. 
Benz—'55 4-dr., $800. 
Metropolitan—’60 2-dr. hardtop, $1,000. 
'60 2-dr., $1,090, 

’58 station wagon 2-dr., $850. 
Porsche—'57 2-dr. hardtop, $1,590. 
Renault—'59, $885. 

Simea—'59 4-dr., $635, $535. 
"60 TR-3 roadster, $1,710, $1,- 

545; conv., $950. 

"60 2-dr., $1,840; Karmann- 

Ghia 2-dr., $1,790; conv., $1,525; sun- 

roof, $1,675. 

’59 4-dr., $1,160; Microbus, $1,105. 

’S7 2-dr., $7 

Volvo—’ 60 
$1,390. 

’58 2-dr., $990. 


MASON CITY, IA, 
Volkswagen—’60 2-dr., $1,395. 
’59 2-dr., $1,150. 


NEWINGTON, CONN, 
Volkswagen—'58 Karmann-Ghia 2-dr. hard- 
top, $865. 


WAREHOUSE POINT, CONN. 
Volkswagen—’'55 Deluxe 2-dr., $535. 


Laux Gets Ford 
Marketing Post 


DEARBORN. — Appointment of 
E. F. Laux as vehicle marketing 
manager for Ford Division igs an- 
nounced by M, S. McLaughlin, gen- 
eral sales man- 
ager. Laux, who 
succeeds General 
Manager Lee A. 
Iacocca in the 
post, will direct 
divisional activi- 
ties in car and 
truck marketing, 
fleet sales, leasing 
and displays and 
exhibits, 

Laux has serv- 
ed as parts and KE. F. Laux 
service marketing manager since 
March, 1959, He has been associated 
with sales activities since joining 
the division’s St. Louis sales office 
as manager of the car sales depart- 
ment in June, 1953. 


$740. 
2-dr., $1,475; station wagon, 




















Research News for AUTOMOTIVE EXECUTIVES 


RESEARCH READIES “CENTRAL” HYDRAULIC FLUID 


for over 300 degree temperature range 


Well on the way for passenger car use, the central hydraulic system 
has top priority at Dow’s Automotive Chemicals Laboratories these 
days. Dow’s goal: to develop for commercial use, a truly “universal” 
fluid to supply hydraulic power to almost all the hydraulic, electric, 
and vacuum-operated equipment in today’s automobiles. This central 
system could increase reliability and safety, and also keep driver 
fatigue at a minimum. 


The biggest obstacle to date has been the development of a fluid that 
operates well at both ends of the thermometer. It must be fluid enough 
at —40°F. to provide fast-acting braking. Yet it must also be able to 
provide power steering equipment with high-temperature viscosity for 


good fluid pumping at high temperatures. Possible transmission use 
requires excellent high temperature stability. The fluid that success- 
fully “marries” these critical applications will go a long way toward 
meeting the hydraulic power requirements of all the other equipment 
in the system. 


A years-ahead research project like this is but one of the many now 
in progress at the Dow Automotive Chemicals Laboratories. In close 
co-operation with automotive engineers, Dow research chemists are 
making strides toward new brake fluids, coolants, V.I. improvers, 
gasoline and oil additives that anticipate automobile operating con- 
ditions in the next decade. 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


If you have a design, engineering, or manufacturing problem that might be solved chemically, let us work 
with you. Together with your automotive engineers, we are working to solve problems like those mentioned 
above ... just as we have worked in the past on some of the developments that go into today’s automobiles. 
Call us at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Department 409U11-29, 


See “The Dow Hour of Great Mysteries” on TV 
MIDLAND, 


THE DOW CHEMICAL COMPANY °* MICHIGAN 
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Schnabel Firm 
Sold by Widow 

PITTSBURGH.—Sale of Schnabel 
Co., one of the nation’s oldest man- 
ufacturers of truck bodies, is con- 
firmed by William H. Clifford, Pitts- 
burgh accountant, who purchased 
the assets, plant and facilities from 
Mrs. Ray Mansmann, widow of 


Schnabel’s longtime board chair- 
man. 


Clifford was elected president of 
the 100-year-old firm, which builds 
refrigerated dairy and ice cream 
delivery and custom bodies for meat 
haul, frozen food and special jobs. 
Mr. Mansmann died last spring. 


Current Prices on U. S. Cars 


(Copyright, 1960, by Automotive News) 


1961 MODELS 


— Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-d?. 2-seat stat. wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816. 


BUI 


LeSabre—4-dr. sed., $3,107; 


Used-Car Auction Prices 


2-dr. sed., 





(Continued from Page 38) 


"56 Chieftain 4-dr, Catalina, $385* (ps), 
$360*, $335*. 

‘59 Super (8) 4-dr., $1,185*; 
Deluxe (6) 4-dr., $910*. 

58 Ambassador (8) Cross Country, $1,- 
130° (ps); _ Super (6) Cross Country, 
$975*, 

’57 Custom 3) 4-dr., $660*. 

STUDEBAKER—’' 57 Champion (6) 4-dr., 


$415. 

VALIANT—'60 Valiant station wagon, 
$1,910* (ps). 

MISC —— 59 Ford F-100 pickup, 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday, Prices are for sale of 
Nov. 16. Increased sales shown in every 
year group. 1959 and 1958 cars showed 
largest increase. Sold 74 percent of 529 
consignments. 


BUICK—’59 LeSabre Estate open $1,- 
700*; 2-dr, hardtop, $1,560 

"58 Special 4-dr, Riviera, '$870°. 

"67 Super 2-dr. Riviera, $755* (ps); 
Special 2-dr. Riviera, $725* (ps), 
$640*; 2-dr., $725* (ps); 4-dr., $380; 
RM 4-dr, Riviera, $710* (ps); 2-dr. 
Riviera, nes (ps); Century conv., 


$650° (ps 


"56 Gentery, “2-dr. Riviera, $505*; Spe- 
cial 2-dr. Riviera, $455*; 2-dr., ‘440°; 
RM 4-dr., $450* (ps); Super 4-dr. 
Riviera, $425* (ps). 

‘65 RM conv., $345* (ps); Super 2-dr. 
Riviera, $305* (ps); Special 4-dr. 


Riviera, $250*; 2-dr. Riviera, $150*. 
CADILLAC—’61 (60) Special 4-dr. hard- 
top, $6,500* (ps). 
’69 (62) 2-dr. basaten, $3,000* (ps). 
68 (62) 2-dr. hardtop, $2,150* (ps); 
4-dr. hardtop, $2,100* (ps); conv., 
$2,085* (ps). 
’ST (62) conv., $1,400* (ps). 
"55 (62) Coupe de Ville, $515* (ps). 
ILET—'60 Impala (8) sport se- 
dan, $1,910* (ps); Bel Air (8) 4-dr., 
$1,810* (ps), $1,775* (ps), $1,770* 


(ps). 

’59 Impala (8) sport coupe, $1,850* (ps), 
$1,480*; sport sedan, 2 at §$1,600* 
(ps), $1,500* (ps); 4-dr., $1,320*; 
Impala (6) sport sedan, $1,325* (ps); 
conv., $1,280; Nomad (8) 4-dr., $1,- 
790* (ps); Bel Air (8) sport sedan, 
$1,385* (ps); 4-dr., $1,360*, $1,340", 
$1,200* (ps), $1,190*, $1,170; 2-dr., 
$1,350* (ps); Bel Air (6) 4-dr., $1,- 
280*, $1,200; Parkwood (6) 4-dr., $1,- 
350; Biscayne (8) 4-dr., $1,300*; 2-dr., 
$1, 180*, $925. 

"58 Impaia (8) sport coupe, $1,310*, $1,- 
130°; conv., $1,180* (ps); Bel Air (8) 
4-dr., $1,235* (ps); sport coupe, $1,- 


075* (ps); Bel Air (6) sport sedan, 
$970* (ps); sport coupe, $830; Bis- 
cayne (8) 4-dr., $1,035*, $870*; 2-dr., 


*, $800; Biscayne (6) 4-dr., $860; 
Yeoman (8) 4-dr., $950; Delray (8) 
2-dr., 2 at $930*. 

"57 Bel Air (8) 4-dr., $1,010*; 2-dr., 
$500* (ps); Two-ten (8) station wag- 
on, $980*, $885* (ps); Two-ten (6) 
sport sedan, §870* (ps); 4-dr., $610; 
One-fifty (6) 4-dr., $160. 

"56 Two-ten (6) station wagon, $550*; 
“2-dr., $275*; Bel Air (6) sport sedan, 
$500; conv., $350*; Bel Air (8) sport 
coupe, $425*, $305*. 

CHRYSLER—’'59 Windsor 4-dr. 
$1,525* (ps). 

’57 Windsor 4-dr. hardtop, $750* (ps). 

'56 Windsor 4-dr., $630* (ps). 

‘655 Windsor 4-dr., $500* (ps). 

DeSOTO—’ 57 Fireflite 4-dr. hardtop, $870* 


hardtop, 


(ps); Firesweep 2-dr, hardtop, $710* 
(ps), $650° (ps); 4-dr., $565* (ps). 
"56 Firedome 2-dr, hardtop, $480* (ps). 
DODGE — '61 Dart (6) Pioneer station 

wagon, $2,050*. 

"60 Dart (6) Pioneer conv., $1,760. 

"59 Royal (8) 4-dr, hardtop, $1,425* 
(ps). 

"6S Coronet (8) 4-dr, hardtop, $760* 
(ps). 

56 Coronet (6) station wagon, $325*; 
4-dr., $195*; Coronet (8) 2-dr, hard- 
top, $250*. 





Fruehauf Profits 
Exceed $8 Million 


DETROIT.—Fruehauf Trailer Co. 
has reported the second highest dol- 
lar volume of profits for any nine- 
month period in company history. 

Net profit for the nine months 
ended Sept. 30 was $8,376,106, com- 
pared with $9,679,698 in the like 
period of 1959, the firm said. Net 
sales for the nine months were 
$170,658,845, as against $186,098,729 
in the like period of 1959, it added. 

“Even though we are experi- 
encing lower sales volume, as are 
most firms at this time, we are con- 
tinuing to operate at a profit,” said 
Roy Fruehauf, chairman. 


EDSEL—’58 Pacer 4-dr. $625* 


(ps). 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
850* (ps); Fairlane (8) 2-dr., $1,430, 
$1,370; 4-dr., $1,390*. 

"59 Country Sedan (8) 4-dr., $1,850* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
825* (ps), $1,700%; 4-dr., $1,515*; 
Fairlane 500 (6) 4-dr. Victoria, $1,- 
175* (ps); Ranch Wagon (6) 4-dr., 
$1,150*; Custom 300 (8) 2-dr., $1,070*, 
$1,000, $970, $890; Custom 300 (6) 
4-dr., $940. 

‘58 Fairlane (6) 2-dr. Victoria, $910*; 
2-dr., $620; Country Sedan (6) 4-dr., 
$900* (ps); Country Squire (6) 4-dr., 
$900* (ps); Ranch Wagon (8) 2-dr., 
$830; 4-dr., $820*; Ranch Wagon (6) 
2-dr., $760; 4-dr., $700*; Custom 300 
(6) 4-dr., $690, $660*, $435. 

‘57 Fairlane (8) 2-dr, Victoria, $870*; 
Fairlane (6) 2-dr. Victoria, $450*; 
Country Sedan (8) 4-dr., $745*, $660*; 
Ranch Wagon (6) 2-dr., $540; Custom 
(6) 2-dr., $425, $305*. 

‘56 Fairlane (8) 2-dr. Victoria, $600, 
$560*; Fairlane (6) 4-dr., $395*; 2-dr., 
$360*; conv., $220; Custom (8) 2-dr. 
Victoria, $465*; Ranch Wagon (8) 2- 
dr., $430*; Country Sedan (6) 4-dr., 
$400*; Main (8) 4-dr., $330; 2-dr., 


$235. 

’55 Fairlane (8) 4-dr., $405*; Fairlane 
(6) 4-dr., $260*; Country Sedan (8) 
4-dr., $305*; Custom (8) 2-dr., $195; 
Main (6) 4-dr., $170*; Ranch Wagon 
(6) 2-dr., $150. 

’54 Custom (8) 4-dr., $115". 
HUDSON—’ 51 4-dr., $180. 
LINCOLN—’'57 Premiere 2-dr. 

’  $1,060* (ps), $1,035* (ps). 

’56 Premiere 2-dr. hardtop, $900* (ps). 
MERCURY — ’59 Monterey 2-dr, hardtop, 

$1,460*; 2-dr., $1,450* (ps). 

‘57 Commuter 4-dr., $760* (ps); Mon- 
terey 2-dr., $640*; 2-dr. hardtop, 
$610*, $595*; 4-dr. hardtop, 

56 Monterey 2-dr, hardtop, $550*; 
alist 4-dr. hardtop, $200*. 

‘55 Custom station wagon, $300*. 

OLDSMOBILE—’60 (88) Fiesta 4-dr., 
100* (ps). 

‘59 (98) 4-dr, Holiday, $2,035* 
(88) 4-dr. Holiday, $1,775* (ps). 

‘58 (88) 2-dr. Holiday, $1,350* (ps); 
(98) 4-dr, Holiday, $1,075* (ps). 

"57 (98) 4-dr. Holiday, $950* (ps), $925* 
(ps); 4-dr., $750* (ps); (88) 4-dr. 
Holiday, $675*. 

"56 (88) 2-dr. Holiday, $620* (ps), $430* 
(ps); 4-dr. Holiday, $590*, $300* (ps); 
4-dr., $340* (ps); (98) 4-dr, Holiday, 
$590* 


’55 (98) 2-dr. Holiday, $300* (ps). 
PACKARD —’41 2-dr., $200. 
PLYMOUTH—’59 Fury (8) conv., $1,470* 

(ps); Belvedere (8) 2-dr., $1,060; Sa- 
voy (8) 2-dr., $900. 

’58 Savoy (6) 4-dr. hardtop, $865* (ps), 


hardtop, 


hardtop, 


$2,- 
(ps); 


$640* (ps); 2-dr., $575*; Savoy (8) 
4-dr., $810*; Belvedere (8) 2-dr, hard- 
top, $785* (ps); Plaza (6) 2-dr., 
$675; Plaza (6) 4-dr., $490; 2-dr., 
$400*. 

’57 Suburban (8) Sports 4-dr., $840* 
(ps); Savoy (8) 4-dr, hardtop, $680*; 
Belvedere (6) 2-dr. hardtop, §560*; 
4-dr., $540*, $460*. 

PONTIAC—'60 Catalina 4-dr. Vista, $2,- 
140* (ps). 


‘59 Bonneville sport coupe, $2,140* (ps); 
Star Chief 4-dr. Vista, $1,860*; Cata- 


(Continued on Page 43, Col, 1) 


$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 
roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 
4-dr. hardtop (flat roof or sloping roof), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 

-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 


CHEVROLET. ries 500—4-dr. 
$1,920; 4-dr. 2-seat 
Series 700—4-dr. sed., 
$1,985; 4-dr. 2-seat stat. 
. Monza 900 — Sport coupe, 
$2, 201. Greenbrier—Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models. For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2, 597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr,. hardtop, $3,104; 2-dr, hardtop, 


$3,025; conv., $3,442; 4-dr,. 2-seat stat. 
wag., $3,541; 4-dr. 3-seat stat. wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 


hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353 

DeSOTO—4-dr. hardtop, * $3,167; 2-dr. 
hardtop, $3,102. 


DODGE—Lancer—Series 170—4-dr. sed., 
$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., $2,- 
154; 2-dr. hardtop, $2,181; 4-dr. 2-seat 
stat. wag., $2,466 


Dart—(Prices are for six-cylinder mod- 





els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. — $2,278; 4-dr. 2-seat 
stat. wag., $2,6 ‘Pioneer —4 4-dr. sed., 
$2,459; 2-dr. ae "$2, 410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 


4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988 

Polara V-8 —4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr,. 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 


FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat, ont $2,- 
225; 4-dr. 2-seat stat, wag., $2,268 

( The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 


LINCOLN CONTINENTAL—4-dr.  sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 300 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr. hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr, 
2-seat, $3,118. 


OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr, 2-seat stat, wag., .$2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 


Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; 4-dr. 2-seat stat. wag., $3,- 
665; 4-dr. 3-seat stat. wag., $3,773. Series 


98—4-dr. sed., $3,887; 4-dr. hardtop (slop- 
ing roof), $4,021; 4-dr. hardtop (flat roof), 
$4,159; 2-dr. hardtop, $4,083; conv., $4,- 
362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


oa baat hee Valiant — V-100 — 4-dr. 

, $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 

nai wag., $2,327. V-200-—4-dr. sed., $2,- 

110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 


(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr. 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 


PONTIAC—Tempest—4-dr. sed., 
4-dr. 2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed. - 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 


RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 


Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat. wag., 
$2,572; 5-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr. 2- 
seat stat. wag., $2,717; 5-dr. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr, sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5-dr. 3-seat stat, wag., $2,941, 

Ambassador—Super V-8—4-dr. sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr. 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2, 458. Hawk 
V-8—Sport coupe, $2,650. 


$2,167; 
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wi0e Ambassador (0) 4-Sr., $206%,° | "66 Continental’ iaark HY”'SoR arden, | Seas Bane, “GaGg renter: 498° (oe: 
Used-Car Auction Pri Og, ee, SOE) labs a: | peg te » | 54 $8 ede Matta, $525° com: 
=er 4-dr, Holi- | wERCURY — ‘57 Monterey 4-dr., $850* 2-dr., $320° (ps 
me f., ° 
se ar AUCTION Frices ‘er (08) dar, Gleee (oe). (On) 2ar., geTO" Montclais “Par. | "08 (88) a-dr., g215. 
156 (98) conv., $435* (os), | hardtop,’ $700°. PLYMOUTH— 60 Savoy (8)°2-dr., $1,660°. 
PLYMOUTH—"S0 Savoy (6) 2-dr,; s77s, | "9S, Monterey 2-ar. Ba oecon Ones! ey maa ae eee | . 
"68 Belvedere (8) 2-dr, hardtop, $725] + e omme., S508? (on : o) 2S. Seeeee, Gee 
(Continued from Page 42) (pa); conv., $410 , 54 Monterey 2-dr, hardtop, $125. (ps); Savoy (8) 2-dr., $700*, 
- iets ie aye ps "BT Savoy (8) 4-dr., $1,130°; Fury (8)| _ 53 Custonr 2-dr., $160 "oat aan handhon, GS? then Lae, 
lina sport coupe, ps). r (8) 4-dr., 9* (ps); Biscayne wry ‘ vader ; SS 88 “ 450° ; P, bs ° 
ag ay ar, Catalina, =: ’ 3 2-dr., se gece sent jan eee aod be oe + v., ( ) conv., $2,450 $535; as (8) 7. : hardtop,’ $775%i 
tar Chief 2-dr, Catalina, ‘ 1 Air (8) 4-dr., *, $780* (ps); | PON sae Ce % 7 50 W4 Super 2-dr. Scenic, $2,050* a ee ; Plaza * ° 
(ps), $875* (ps); 4-dr., $710* (ps). 4-dr, hardtop, $896*; conv., $815*; 2- ieab ai. a ee ee s2.086" tds eae, Hesse 32\ba5% | _ '54 Belvedere '2-dr, hardtop, $210°. 
56 Star Chief 2-dr. Catalina, $450* (ps), dr, hardtop, $810; Two-ten (8) 4-dr.,| °57. Star Chief 4-dr,. Catalina, $735* (ps). PONTIAC—’59 Catalina sport coupe, $1,- 
$440* (ps); 4-dr. Catalina, $330* (ps) ; $710°*; 2-dr., $600, $595; One-fifty (6) (ps); Chieftain 2-dr., $470*. ‘58 (88) Super 4-dr. Holiday, $1,390* eo Oe (PS). 
Chieftain 2-dr., $290*. 2-dr., $615. 56 Star Chief 2-dr. Catalina, $510. (ps); (98) 4-dr. Holiday, $17165* (ps). 58 Star Chief 2-dr. Catalina, $1,205* 


RAMBLER—’'60 Custom (8) 4-dr., $1,420; "56 Bel Air (8) 4-dr., -$490*; Two-ten 


American (6) 2-dr., $1,000, (8) 2-dr., $265. 
STUDEBAKER—’58 Scotsman (6) 4-dr., "55 Bel Air (8) 2-dr., $420*; conv. 
$360 $300. 
"57 Scotsman (6) station wagon, $350. *53 Bel Air 4-dr., $215. 
’53 Champion (6) 4-dr., $110. DeSOTO—’57 Fireflite 4-dr., $590* (ps). 


MISCELLANEOUS—’50 Willys Jeep, $185. ’55 Fireflite 4-dr., $130*. 
EDSEL—’59 Ranger (6) 4-dr., $875. 


ALBANY FORD—’60 ‘Thunderbird (8) conv., $2,650*; | . Harold Henry’s:Los Angeles Dealer-Auto 
Galaxie (8) 4-dr, Victoria, $1,690*| auction. Sale every Tuesday. Prices are for 
Tim Anspach Dealer’s Auto Auction. (ps), $1,640*; Ranch Wagon (8) 4-dr.,| sale of Nov. 15. 
Sale every Monday, Prices are for sale $1,515* (ps); Fairlane 500 (8) 2-dr.,| BUICK—’59 Invicta 4-dr., $1,830* (ps). 
of Nov. 14. Market suffers weak trend. $1,441 (ps); Falcon (6) 4-dr., $1,375. 58 Century conv., $1,330" (ps); 4-dr. 


Sold 111 cars from 155 consignments. "59 Galaxie (8) Skyliner, $1,550* (ps); 


BUICK—’55 Special 4-dr., $310*. Country Sedan (8) 4-dr., $1,300; Fair 


CADILLAC—’59 de Ville 2-dr. hardtop, (6) 4-dr., $810°, 


$2,850* (ps). 
oe Me "58 Country Sedan (8) 4-dr., $925* (ps); , ii " *; 2- 
CHEVROLET—'60 Bel Air (6) 4-dr., $1, Fairlane’ (8) 4-dr, §750°: Fairlane ag gg — pa gay 1B +. 
59 Impala (8) sport sedan, $1,600*; 2- 500 (8) 2-dr., $685; Ranch Wagon 4-dr., $555* (ps). 
(8) 2-dr., $670. ’565 Century 2-dr. Riviera, $395* (ps). 


dr., $1,500 (ps); Bel Air (8) Sos°;| °S7 Country Sedan (8) 4-dr., $640*; Cus- 


$1,400, $1,240; sport sedan, $1,325°; 

Brookwood | (8) 4-dr., $1,310*; Bis- i a a eae $295*; RM 2-dr. Riviera, $235* (ps); 
— * ** , on * . - . 

cayne (6) 2-dr., $912*. se Thunderbird (8) conv., $1,500°; Super 2-dr. Riviera, $200*. 


’58 Bel Air (8) 4-dr., $1,075*. 
’57 Two-ten (8) station wagon 4-dr., 


2-dr., $740, $700 
’ aa 4 ‘ Custom (8) 2-dr., $365. 
56 Two-ten (6) station wagon 4-dr.,/ ,./ "Crest (a) 4-dr., $265° (ps), $200°. 


$630, $450*; Two-ten (8) station wag- 40 Deluxe 2-dr., $400. 


on 4-dr., $560; Bel Air (6) 2-dr., . 
$600"; Bel Air (8) 2-dr., $490*; Two- HUDSON—’55 Hornet 4-dr., $110. 


ten (6) 4-dr., $570*; sport Sedan, (ps) 
$380*; Two-ten (8) 2-dr., $390*. 157 Monterey 4-dr., $600* 


* a - $ ‘ 
"55 Two-ten (6) Delray, $495*, $200; 7 | 56 Custom 2-dr, hardtop, $385*; Mon- 


dr., $470; 4-dr., $300; Bel Air (6) 4- 


dr., $350*; Bel Air (8) conv., $325*; terey 2-dr., $350*° (ps). 


’53 Monterey 2-dr., $215*. 


2-dr., $320; One-fifty (6) 2-dr., $280. | oy DawonILe —'60 (88) 4-dr., $2,100* 


’54 Two-ten 4-dr., $290; Bel Air 2-dr., 


$245, $210°. ome the B > : 
CHRYSLER—’58 NY 4-dr., $1,250° (ps). (88) 4-dr. Holiday, $1,630° (ps); 4- 
'55 Windsor 4-dr., $425* (ps). tae, eee 
DeSOTO—'57 Firesweep 4-dr., $630*; 2-dr.,| (58 (88) 2-dr. Holiday, $1,100* (ps). 
$425* (ps); 2-dr. hardtop, $380* (ps).| [57 (88) 4-dr., $725" (ps). 
'56 Fireflite 2-dr, hardtop, $570° (ps);| "56 (98) 4-dr., $615* (ps), $525° (ps), 
Firedome 4-dr., $550* (ps). se ane’ $385* (ps); (88) 2-dr., 
ta -dr. * is). ps). 

DODGE—"58 Royal ae gozos, 2°" “P®)-| pacKARD—'55 Clipper 2-dr., $275* (ps). 
'55 Coronet (8) 4-dr., $250*. “a, bear areata ee 
Jer tae. .| *57 Savoy (8) 2-dr., ; 

FOR 60 Galaxie (8) 4-dr. Victoria, $1, ‘55 Belvedere (8) 2-dr., $145* 


: -dr., $1,- 
Z7e2_ (pay: Fatriane $00 (8) 42352 81 | powriac—'eo ,Vemura ear.” Vista, $2, 
59 Galaxie (8) 4-dr., $1,300* (ps); Gal- 450°: (pe), $2,315° (ps); Catalina é-dr. 
axie (8) 4-dr., $1,300* (ps); Galaxie : Vista, $2,230* (ps). ‘ s 
(6) 2-dr., $1,050°. 59 Bonneville sport coupe, $1,940* (ps); 
’ : Catalina conv., $1,650* (ps). 


’58 Fairlane (8) 2-dr., $950*%, $690*; ‘ 
Fairlane 500 (8) 4-dr., $925; Ranch] /57 Chieftain 4-dr., $640°. 
Wagon (6) 4-dr., $825; Custom (6) 4- . ean 2-dr., $460*; Chieftain 
r., $445. -dr., $400". 
’57 Country Squire (8) 4-dr. (9 pass.), ~~. Deluxe (6) 4-dr., $1,415, 
° *; Ranch Wagon (8) 2-dr., : i 
3500, 's050°, ‘s675°; Fairlane (8) 4-dr.,| "59 Super (8) 4-dr., $1,415* (ps); Super 
$625*; Fairlane 500 (8) 2-dr., $500. (6) Cross Country 4-dr., $1,305°*. 
°56 Fairlane (8) 4-dr., $610; Country eS aCe. 60 Regal (8) 2-dr. hard- 
op, ’ ° 


Sedan (8) 4-dr. o pass.), $565*, 
. ‘56 Champion (6) 4-dr., $250. 
$120; ° Custom yadr. $300,” ver MISCELLANEOUS _'58 Chevrolet (6) %- 
’ , ton pickup, ‘ 
66 Country Sedan (8), 4-45. $300; Fair.| 55 Chevrolet (6) -ton pickup, $330. 
lane (8) 4-dr., $310; conv., $300*. 47 Willys Jeep, $600. 


’54 Custom (8) 4-dr., $265*; Custom 
(6) 2-dr., $190; 4-dr., $110°, DETROIT 
ee: cone cy A — State Fair Auto Auction, Sale every 
55 Monterey 4-dr., $450* (ps); station| Friday and Tuesday. Prices are for sale 
w. aa $310* , of Nov. 11 and Nov. 15. Sold 107 cars 
—_— ate , from 250 consignments. 


’54 Montclair 2-dr, hardtop, $260*, 
NASH—’56 Ambassador (8) 2-dr, hard-| BUICK—’60 Invicta 4-dr. hardtop, $2,- 


top, $350*. 350* (ps). 

’55 Ambassador (6) 4-dr., $210*, ’59 LeSabre 4-dr, hardtop, $1,515* (ps). 
OLDSMOBILE — '59 (98) 4-dr., $1,725* ’58 Special 2-dr. Riviera, $1,005* (ps); 
(ps). Super 2-dr, Riviera, $1,040* (ps). 

"58 (88) conv., $1,225* (ps), ’57 Special 2-dr., $715* (ps), $680*; 

’5T (88) 4-dr., $500*, Century 4-dr., $575*. 
56 (88) Super 4-dr., $500*. ’56 Special 2-dr, Riviera, $300*. 
°55 (88) 4-dr. Holiday, $395*; (88) Su- a 2-dr, Riviera, $305; 2-dr., 
r 2-dr. Holiday, $270* (ps). . 
PACKARD-’55 uaer 4-dr.. $200°, CADILLAC—’59 (62) 4-dr., $2,950* (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., $680*; ’57 (62) conv., $1,125* (ps). 


Savoy (6) 4-dr., $330*, $300*; Bel- ’56 (62) Sedan de Ville, $985* (ps). 


vede 8) 4-dr., $560*, $350; Plaza ’55 (62) 2-dr. hardtop, $800* (ps). 
ae om _ '54 (62) Coupe de Ville, $525* (ps). 


’56 Savoy (8) 2-dr., $225*, CHEVROLET—’60 Biscayne (6) 2-dr., $1,- 
’55 Belvedere (8) Suburban 4-dr, (8 a Corvair (6) 4-dr., $1,345*, $1,- 
pass.), $370; conv., $165*. : . 
PONTIAC—'59 Catalina 4-dr. Vista, $1,-| "59 Brookwood (8) 4-dr., $1,250*; 2-dr., 
600* (ps). $1,160*; Impala (8) conv., $1,475*; 
RAMBLER—’59 Custom (6) 4-dr., $1,350*. 4-dr., $1,400"; Bel Air (8) 2-dr., $1,- 


220*, $1,060*, $1,050*; Biscayne (6) 
4-dr., $1,010*. 
’58 Bel Air (6) conv., $1,105* (ps); | 


'58 Rebel (8) 4-dr., $500. 
’57 Custom (8) Cross Country 4-dr., 
$570°*. 


’55 Deluxe (6) 4-dr., $210 ares $935; Biscayne (8) 2-dr., $825, | 
TUD al , -dr., 790°. 
BEE KER—'S6 Commander (8) 4-dr.,/ 157 Bel Air (8) 2-dr., $815* (ps); Two-| 
MISCELLANEOUS—’60 Ford %-ton pick- A oe” $695*, $615, $630*; 4-dr., 
up, $1,360. : . b 
57 Chevrolet carry all (9 pass.), $730*; 56 Two-ten (6) 2-dr., $465*; Two-ten 
Dodge %-ton pickup, $550 (8) 4-dr., $320*; Bel Air (8) 4-dr., 
: $565*; sport coupe, $550*; 2-dr., $395*. 
55 Bel Air (6) 4-dr., '$365*; 2-dr., 
FLINT $275*. 


a 54 Bel Air sport coupe, $225; Two-ten 
Flint Auto Auetion, Sale every Wednes 2-dr., $280", $250. 


day. Prices are for sale of Nov. 16. Some 
; DeSOTO—’56 Fireflite 4-dr., $285*, 
weakness on late model cars and good 55 Firedome 4-dr., $365. 


prices on ’57 and ‘58 models, Sold 130 DODGE—'57 Coronet (8) 4-dr., $625*. 


lane (8) 4-dr., $1,150*: Custom 300 


Country Sedan (6) 4-dr., $525; Fair- 


= al . lane (8) 4-dr., $500* (ps); 2-dr., 
$965* (ps); 4-dr., $800*; Two-ten (6) $260*; Fairlane 500 (8) 2-dr., $325: 


MERCURY — ’60 Monterey 2-dr., $1,900* 





’57 (88) 2-dr. Holiday, $835* (ps), $800° (ps); Chieftain 4-dr. Catalina, $935°. 
(ps); (88) Super 2-dr., $460°. ~'57 Chieftain 2-dr. Catalina, $790°. 

56 (88) 2-dr. Holiday, $685°* (ps), $660°; 56 Star Chief 4-dr. Catalina, $350° 
(88) Super 4-dr, Holiday, $640* (ps).| ,_ (Ps). 

"5S (98) 2-dr. Holiday, $685* (ps); (88) 55 Chieftain 2-dr, Catalina, $480* (ps); 
Super 2-dr. Holiday, $610* (ps), $550*; Safari 4-dr., $430° (ps); Star Chief 
4-dr., $520° (ps); (88) 2-dr. Holiday, (Continued on Page 44, Col. 1) 





ei ee Super (6) Cross Country 
4-dr.,.. $500 

VALIANT—’60°V-100 7 ¢ 4-dr., $1,455. 
MISOELLANEOUS—’56 Dodge %-ton pick- 








’ 








' LOS ANGELES 



















, Riviera, $1,215* (ps); RM 2-dr. Rivi- 
era, $1,280* (ps); Special 4-dr. Rivi- 
era, $1,085* (ps). 


’S7 Super 2-dr. Riviera, $1,105* (ps). 












'54 Special 2-dr. Riviera, $390*; 4-dr., 











CADILLAC—’59 de Ville 4-dr. hardtop, > | . | a pat - » | 

$3,700* (ps), $3,495* (ps); 2-dr. hard- “t. | ) F ; | 5) a 
top, $3,625* (ps); Eldorado conv., §3,- . beh Qe ; % 

450* (ps), $3,200* (ps); (60) Special a“ - 

4-dr. hardtop, $3,425* (ps); (62) 4- 

dr., $3,350* (ps); 2-dr. hardtop, §$3,- r 

270* (ps), $3,140* (ps). O} 
57 (62) 4-dr., $1,725* (ps). A, 
M4 Eldorado Seville, $1,210* (ps). 
*55 (62) Coupe de Ville, $875* (ps). y ) an - a 6 nd 
’54 (62) Coupe de Ville, $925* (ps). € =) e » N\ « + STINGS 
’53 (62) conv., $150*. . = 
"52 (62) conv., $265* (ps); 2-dr. hard- 

top, $200* (ps). 

CHEVROLET—’'60 Impala (8) sport coupe, 
$2,275* (ps), $2,250* (ps), $2,235* 
(ps), $2,175* (ps), $2,165* (ps); conv., 
$2,230* (ps), $2,175* (ps); sport se- 
dan, $2,200* (ps), $2,190* (ps), $2,- 
060* (ps); Kingswood (8) 4-dr., $2,- > Veul ale &. 
265* (ps); Bel Air (8) 4-dr., $1,- LARGEST AN 
830* (ps); Brookwood (6) 4-dr., $1,- 




















‘eh @) 


| 


















740. | . wr 
‘59 Impala (8) sport coupe, $1,835* (ps), ase. S 
$1,815, $1,765* (ps), $1,755* (ps); 
sport sedan, $1,755* (ps), $1,695* (ps), 
$1,650* (ps); conv., $1,720* (ps); 4- 
dr., $1,530* (ps); Nomad (8) 4-dr., 
$1,775* (ps); Bel Air (8) 2-dr., $1,- 
425, $1,425* (ps); 4-dr., $1,385* (ps); 
Bel Air (6) 2-dr., $1,370%, $1,290; 4- 

dr., $1,3707*, $1,275; Biscayne (8) 2- 

dr., $1,350, '$1,275*; 4-dr., $1,285*; THE WHELAND fae), ah 

Biscayne (6) 2-dr., $1,260, $1,250*, 

$1,060. 

’58 Impala (8) sport coupe, $1,425*; FOUNDRY DIVISION 
conv., $1,405* (ps); Brookwood (8) 
4-dr., $1,130; Biscayne (8) 4-dr., 
$960". 

’57 Bel Air (8) sport coupe, $1,065*; 2- 
dr., $935* (ps); Two-ten (8) station 
wagon, $915*; Two-ten (6) 2-dr., $670; CHATTANOOGA 
One-fifty (8) 2-dr., $800* (ps); 4-dr., ™ 
$660". 

’56 Two-ten (8) station wagon, $785*; 
4-dr., $475*; sport coupe, $400*; Bel 
Air (8) 2-dr., $635*: One-fifty (8) 4- 
dr., $535*. 

*55 Nomad (8) 2-dr., $900* (ps); Bel Air 
(6) 4-dr., $705; station wagon, $540; 
Bel Air (8) sport coupe, $700*; conv., 
$590*; 4-dr., $395; Two-ten (8) 2-dr., 
$560; station wagon, $510*; Two-ten 
(6) station wagon, $490; 4-dr., $385. 

°54 One-fifty 2-dr., $225. 

’53 Bel Air 2-dr. hardtop, $285*; One- 
fifty utility sedan, $215. 

’52 Deluxe 2-dr. hardtop, $160; conv., 
$125". 

’51 Deluxe 4-dr., $125. 

"50 Deluxe 2-dr., $270. 

CHRYSLER — ’57 Windsor 4-dr., $800*, 

$785". 

’55 Windsor conv., $250* (ps). 
DeSOTO—'59 Fireflite 4-dr. hardtop, $1,- 

875* (ps). 

’55 Firedome 2-dr. hardtop, $485* (ps). 
DODGE—’58 Sierra (8) 4-dr. (9 pass.), 

$1,175* (ps). 

’56 Royal (8) 4-dr. hardtop, $450*. 
EDSEL—’58 Ranger 2-dr. hardtop, $675*. 
FORD—’'60 Thunderbird (8), $3,465* (ps), 

$3,320* (ps), $3,165* (ps); Country 

Sedan (8) 4-dr. (9 pass.), $2,185* 

(ps), $1,890* (ps); Galaxie (8) conv., 

$2,155* (ps); Falcon (6) 2-dr., $1,- 

610; 4-dr., $1,585*; Fairlane 500 (8) 

2-dr., $1,555*. 

59 Thunderbird, $2,650* (ps), $2,600* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
755* (ps); 4-dr. Victoria, $1,630* (ps), 
$1,600* (ps); 2-dr., $1,505*, $1,375*; 
Country Sedan (8) 4-dr., $1,535* (ps), 





































The most reliable 
DEALER PLATE HOLDERS 
ever developed! 


OICE OF a O)aaelt STYLES 
STYLE NO. 1 Rustproof, Adjustable Aluminum 


END CLIP 
SPRING TYPE 


@ Cannot spread 












$1,410* (ps); (9 pass.), $1,500; Fair- 

lane 500 (8) 2-dr, Victoria, $1,510* Fits alt bumpers 
(ps), $1,460* (ps); 4-dr., $1,435* (ps); Zinc plated 
Fairlane (8) 4-dr., $1,290* (ps), $1,- Positive grip 


250*; 2-dr., $1,225*; Custom 300 (6) 
4-dr., $1,040; 2-dr., $975; Custom 300 
(8) 4-dr., $800*. 

*58 Thunderbird (8), $2,535* (ps), $2,- 
235* (ps); Country Sedan (8) 4-dr., 


H.D. tempered steel springs 
Neo wire ends to snap 
Easy to attach 





cars from 228 consignments, EDSEL—'59 Villager 4-dr., $1,050°. 
BUICK—’60 Electra 4-dr. hardtop, $2,500* ’58 Ranger 2-dr, hardtep, $475°*. 
(ps), $2,375* (ps); 2-dr, hardtop, $2,-| FORD—’60 Fairlane 500 (6) 2-dr., $1,- 








425* (ps); Invicta 4-dr. hardtop, $2,- 415; Custom (6) 2-dr., $1,515*; 4-dr., 
430* (ps); 4-dr., $2,405* (ps); LeSabre $1,490*. 

conv., §$2,400* (ps); 4-dr. hardtop, ’59 Country Sedan (8) 4-dr., $1,265*; 
$2,390* (ps), $2,350* (ps); 4-dr., $2,- Galaxie (8) 4-dr. Victoria, $1,500 (ps); 
050* (ps), $1,815. 2-dr., $1,350*, $1,085*; Ranch Wagon 

"59 Electra 225 4-dr. hardtop, $1,885* (8) 2-dr., $1,150*. 

(ps); LeSabre 4-dr, hardtop, $1,675* ’58 Thunderbird (8) 2-dr., $1,900* (ps); 
(ps); 4-dr., $1,555* (ps); Invicta 4- Country Sedan (8) 4-dr., $910*; Fair- 
dr. hardtop, $1,625* (ps). lane 500 (8) 2-dr., $915*; 4-dr, Vic- 

’58 Special Estate Wagon 4-dr., $1,250*; torja,. $845* (ps); Custom (8) 2-dr., 
Limited 4-dr, Riviera, $1,160* (ps); $500, $410. 

Super 4-dr. Riviera, $1,150; Century 'S7 Fairlane 500 (8) conv., $875* (ps), 

3 4-dr., $1,105* (ps). $650*; 2-dr. Victoria, §715* (ps), 
57 Super 2-dr, Riviera, $875* (ps); Spe- $680*;. Ranch Wagon (6) 2-dr., $690, 
cial 4-dr., $800* (ps); 2-dr, Riviera, $480; Fairlane (8) 4-dr., $600* (ps), 

,.8700*. $510* (ps); 2-dr., $500*, $400*; Cus- 
56 Special 4-dr, Riviera, $480*. tom (6) 2-dr., $425. 

"55 Special 4-dr. Riviera, $225*. *56 Custom (8) 2-dr., $515*; Fairlane 

CADILLAC—’60 (62) 2-dr. hardtop, $3,- (8) conv., $325; Main (8) 2-dr., $300; 
740* (ps). Custom (8) 4-dr., $275*. 

CHEVROLET—’60 Impala (8) conv.,. $2,- ’65 Fairlane (8) 2-dr., $385*, $195"; 2- 
675*; 2-dr. hardtop, $2,035*; Biscayne dr. Victoria, $375*, $340*; 4-dr., $200*; 
(6) 2-dr., $1,520*, $1,500*; Corvair Ranch Wagon (8) 2-dr., ‘$360; ‘Custom 
(500) (6) 4-dr., $1,350, $1,275 (8) 2-dr., $265. 

"59 Nomad (8) 4-dr., $1,635* (ps); Park- ’54 Crest (8) Country Squire 4-dr., $200. 
wood (8) 4-dr., $1,610* (ps); Impala| HUDSON—’56 Hornet (6) 4-dr., $350*. 
(8) sport sedan, $1,500*; 4-dr., $1,-| MERCURY—’'59 Monterey 2-dr., $1,450. 
300* (ps); Brookwood (6) 4-dr., $1,- ’57 Commuter 4-dr., $925* (ps); Mon- 
= $1,300*; Bel Air (6) 4-dr., $1,- terey 4-dr. hardtop, $565* (ps); 4-dr., 

; $490. 
’58 Impala (8) 2-dr, hardtop, $900*; Bel ‘56 Montclair 2-dr,. hardtop, $360*. 


$1,040*; Fairlane 500 (8) conv., $1,- 

000*; DelRio (8) 2-dr., $825* (ps). 
’S7 Thunderbird (8) conv., $1,835; Fair- 

lane 500 (8) skyliner, $1,100* (ps), 


PRICE only $1.00 EA. (12 or more) $1.25 EA. (1 to 11) 








@ Strongest magnetic plate holder on the 







$1,075* (ps); 4-dr. Victoria, $800* Style N 2 

(pe); conv. 785° (ps); 2-dr., $750*; y' . e. market @ 20 Ib. test pull @ 100 mph 
ountry uire (8) 4-dr., $1,000* (ps), enu them 

oop en pry A dT i oa ww oles G ine ALNICO _ wind will not. dislodge @ Over 
toria, $750* (ps); Ranch Wagon (6) |} Permanent 90,000 sold @ Simple to use @ No more 


cut er bruised fingers @ Use on all cars 

PRICE only $4.50 per pair 
(12 or more) 
$4.95 per pair 


2-dr., $585*; Custom (6) 2-dr., $575; 
Custom 300 (8) 4-dr., $560, $525; 2- 
dr., $560. 

'56 Country Sedan (8) 4-dr. (9 pass.), 
$520* (ps); Ranch Wagon (8) 2-dr., 
$510* (ps); Fairlane (8) 2-dr. Vic- 
toria, $475*; conv., $360* (ps); .2-dr., 





MAGNET type 


$340*; Custom (8) 4-dr., $390; Main 
(8) 2-dr., $205*. (1 te 11) 
’55 Fairlane (8) 2-dr., $510*, $475*, | One for each plate. 
%xilax%" 


$370*; Country Squire (8) 4-dr., $450*; 
Main (8) 2-dr., $220. 











‘54 Country Squire (6) 4-dr., $325; | NDE ODUCT: 
Ranch Wagon (8) 2-dr., $315*; Coun- | | oa nity 5 CO., ORDER TODAY! | 
at Sedan (8) 4-dr, (9 pass.), $285*. P. ©. Box 455, Derby, Conn. 
r ustom (6) 4-dr., $170; Custom (8) Please ship once late Holder. 
2-dr., $160, | 1 - aenivsacunh oa0 tg Spring #1 . 
’52 Crest (8) 2-dr. Victoria, $225; Coun- Dray. oe Pairs Magnet Plate Holders | 
try Sedan (8) 4-dr. (8 pass.), $200°*. ‘ 
IMPERIAL—'60 Crown conv., $4,100* one e | 
(pa). re er a RS ssh cs GE aid 0) es Ol Radedeed dhe keakneuheebiihh aaupSinaalinsaneaneliiasatbeaeentL.bsa 
+51 LeBaron 4-dr, hardtop, $1,500°, SHIPPED PostPAID, fF | | 
LANOGL S08 Cuntinentat Mark III 4-dr. CHECK ACCOMPANIES ORDER. | one ! 
ardtop 25* (ps); Premiere 2-dr. Ri mecthccstsbeindiaatabehiis Zone........ State. 
hardtop, $1,735* (ps). jobber and agent inquiries inva | TO i ! 
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CHRYSLER—'58 NY 2-dr. hardtop, $1,200* 


(ps). 
DeSOTO—’ 57 Fireflite 4-dr., $695*. 
DODGE—’58 Coronet (8) 4-dr., $825*. 
EDSEL—’58 Ranger 2-dr., $680*. 
FORD—’'60 Thunderbird (8) 2-dr, hard- 
top, $2,985* (ps); Country Sedan (8) 
4-dr., $1,720*, $1,500*; Custom 300 
(8) 2-dr., $1,125°*. 
*59 Thunderbird (8) 2-dr. hardtop, $2,- 
440* (ps); Galaxie (8) 2-dr. Victoria, 





Used-Car Auction Prices 


(Continued from Page 43) 

































4-dr., $365*; 2-dr. Catalina, $315*, ton pickup, $530. $1,502*: 4-dr., $1,450* (ps); Fairlane 
| 285°. 64 Dodge %-ton pickup, $325; GMC %- 500 (8) 2-dr. Victoria, $1,450* (ps); 
54 Star Chief conv., $100*. ton LWB pickup, $280*, Fairlane (8) 4-dr., $1,160*; 2-dr., $1,- 
eae Super (8) Cross Country, - oo %-ton panel, $175. 140*, $1,085. r : : 
(310°, 51 Ford (8) %-ton pickup, $260. '58 Country Sedan (8) 4-dr., $975* (ps), 
58 American (6) 2-dr., $830°. 49 Studebaker %-ton pickup, $175*; 16° (aa); Fatriene oeb tS) ame,’ 
a a (6) 4-dr., $815*. Ford %-ton pickup, $170. $920° 7 

"i ‘ustom Cross Country, $435*. ’48 Dodge (6) 1-ton walkin, $235; Chev- , Fairl &) 2- 860* +. 
STUDEBAKER—'59 Lark (8) station wag- rolet %-ton flatbed, $135. Camu tie ae ee ee! 
on, $1,280*, $1,185; Lark (6) station '46 Studebaker 1%-ton stake, $180, ’56 Fairlane (8) 9-dr Victoria, $590* 
wagon, $1,175; 2-dr., $1,120, $980. ’37 Ford (8) 2-dr., $205. (ps); conv., $550%; 4-dr., $430*, 

’57 Commander (8) 4-dr., $510*, $250. $420*; Main (8) 4-dr., $520*, 
MISCELLANEOUS—’'59 Chevrolet (8) El FONTANA, WIS. 55 Custom (8) 4-dr., $500*, $375*, $360; 
Fairlane (8) 2-dr. Victoria, $405* 


Camino, $1,680; (6) El Camino, $1,- 

375; (8) %-ton pickup, $1,000; Ford Fontana Auto Auction, Sale every Thurs- 

(8) Ranchero, $1,120. day. Prices are for sale of Nov. 17, All 
‘58 Willys Jeep, $1,250; Chevrolet (6) | models through ‘58 in good demand with 

%-ton pickup, $950; Ford (8) F-100| slower activity on '59s and '60s, Sold 164 


(ps), $290*; Main (8) 2-dr., $260. 
"54 Country Sedan (8) 4-dr., $355. 
"53 Crest (8) 2-dr. Victoria, $270*; Cus- 

tom (8) 2-dr., $205. 


LWB pickup, $675. cars from 252 consignments, LINCOLN—’56 Premiere conv., $770* (ps). 
'B7_Chevrolet (6) %-ton pickup, $825, | BUIOK—'58 Special 4-dr. Riviera, $1,190*| ‘55 Capri 4-dr., $360* (ps). 
$780; Ford (8) Ranchero, $800* (ps); (ps); 4-dr., $1,045*. '54 Capri 4-dr., $200*. 
snk), Fr250 %-ton pickup, $685. "54 Special 4-dr., $285*, $250*; RM 4-dr.| MERCURY—’'58 Montclair 2-dr., $690°*. 
Se Chevrolet (6) 2-ton van, $1,030. Riviera, $220*' (ps). 56 Monterey 4-dr., $355*. 
’55 Monterey 2-dr, hardtop, $380*; 4-dr., 


55 Ford (8) F-600 flatbed, $950; (6) 
. 4%. | CADILLAC—’60 (62) conv., $4,300* (ps). 
%ton pickup, $410; Chevrolet (6) % "59 (62) 4-dr, hardtop, $3,160* (ps). 
‘58 (62) Sedan de Ville, $2,010* (ps). 
"55 (62) 4-dr., $750* (ps). 


$305*; Custom 4-dr., $290*. 
OLDSMOBILE — '59 (98) 4-dr. Holiday, 

$2,000*; conv., °$1,980* (ps); (88) 

Super 4-dr, Holiday, $1,860* (ps). 





’ ( -dr., +, *, . F 
Model Breakdown | csivicdists utopia taj S20" km:| 9888) Spar tar Hin 4 Ho. 
. Oe a day, $1,290* (ps); (88) 2-dr. Holiday, 
Of Auction Averages top, $1,000° (pa); 2dr. hardtop, $1.-| Sages adr. $1,000"; A-dr., $1,240", 
Oct. Sept. $1,310* (ps). ’ : 57 (88) Fiesta ae Ee, ), 
} P 58 3) 2- ‘9g9*| ’56 (98) 2-dr, Holiday, ps); ( 
1960 1960 58 Impala (8) 2-dr, hardtop, $1/260 sie tana gene’: 4-48., ooee*. 


oe) s aeearee (8) ee eee” $1,- 
030; Biscayne (6) 4-dr., 5*, $875; 
$2,239 $2,314 2-dr., $905; Bel Air (8) 4-dr., $1,030. 
1,614 1,689 ’57 Impala (8) 4-dr, hardtop, $975* (ps); 

Two-ten (8) 2-dr., $770*, $700; 4-dr., 


°55 (88) Super 4-dr., $515* (ps). 
PACKARD—'55 Clipper 4-dr., $250* (ps). 
PLYMOUTH—’59 Belvedere (8) 4-dr, hard- 
top, $1,190*. 











1,113 1,171 $755*, $705*. ’5S Belvedere (8) 4-dr., $840* (ps). 
761 822 ’56 Corvette (8) conv., $1,285*; Bel Air e, Wairosete Ae. hardtop, $660*; 
So * 6. 2. jaza ) 2-dr., . 
495 544 sie $675*, $625*; 2-dr. hardtop, ‘55 Savoy (8) 2-dr., $275; Plaza (6) 4- 
369 403 '55 Bel Air (8) 4-dr., $525*, $430°, dr., $220*. . 
.239 263 $410*; Two-ten (8) station wagon 4-| PONTIAC—’61 Bonneville conv., $3,200*. 
dr., $410*; One-fifty (6) 2-dr., $290. ’59 Catalina 4-dr., $1,370* (ps). 
$ 856 $ 917 54 Bel Air ’o-dr $340* ’58 Chieftain Safari ood ee _{P8); 
, -dr.,. $240; 2- a Super Chief 4-dr. Catalina, y*. 
53 Bel Air 4-dr., $290, $240; 2-dr. hard 157 Chieftain 4-dr.. $795*, $790°, $400*; 


top, $275. 





2-dr. Catalina, $795* (ps). 
RAMBLER—’59 Custom (6) Cross Coun- 
try 4-dr., $1,460*, $970. 
’58 Super (6) 4-dr., $790. 
’55 Custom Cross Country 4-dr., .$340, 





$335. 
MISCELLANEOUS—’59 Chevrolet Apache, 


$1.025. 
’54 Chevrolet %-ton pickup, $350. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Nov. 17. Buyers 
still paying good prices for very clean mer- 
chandise. Average cars pulling average 
money. Sold 200 cars from 285 consign- 
ments. 

BUICK—'59 LeSabre 4-dr. hardtop, $1,780* 
(ps), $1,500* (ps); conv., $1,580* 
(ps); Invicta 4-dr. hardtop, $1,570* 
(ps) 

158° Super 4-dr. Riviera, $1,010* (ps); 
Century 4-dr. Riviera, $930* (ps). 

’57 Special 4-dr., $650* (ps); RM 4-dr. 
Riviera, $550* (ps), $430* (ps); RM 
conv., $510* (ps). 

56 RM-4-dr., $450* (ps); Super 2-dr. 
Riviera, $400* (ps). 

565 RM conv., $520* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, $3,- 
450* (ps). 

58 (62) Sedan de Ville, $2,490* (ps). 

’57 (62) conv., $1,725* (ps); 2-dr. hard- 
top, $1,035* (ps). 

’56 (62) Sedan de Ville, $940* (ps); 4-dr., 
$800* (ps); Eldorado conv., $875* (ps). 

’51 (62) conv., $180*; 4-dr., $155*. 
CHEVROLET—" ‘60 Parkwood (8) 4-dr., $1,- 

870* (ps); Impala (8) conv., $1,850* 

(ps); Bel Air (8) 4-dr., 2 at $1,850* 

(ps); Corvair (6) 4-dr., $1,525*; Bis- 

cayne (8) 4-dr., $1,400*. 

’59 Impala (8) sport sedan, $1,500* (ps), 
$1,430* (ps), $1,425* (ps), $1,415* 
(ps); conv., $1,470* (ps); 4-dr., $1,- 
100*; Parkwood (8) 4-dr., $1,450° 
(ps), $1,200, $1,170*; Parkwood (6) 
4-dr., $1,310, $1,300, $1,285; Bel Air 
(8) 4-dr., $1,250*, $1,220*, $985*; 2- 
dr., $1,050; Bel Air (6) 4-dr., 3 at $1,- 
250*, $1,200*, $1,180*, $1,140*, $1,125, 
$1,095; 2-dr., $1,095*; Biscayne (6) 
4-dr., $1,145, $525; 2-dr., $1,040*, $1,- 





COMING 
December 12 






lf the import market is important to you, don't miss the 
AUTOMOTIVE NEWS Import Car Issue published December 12. 
This special-interest issue is a natural for getting your advertising 
message ‘across to those you especially want to reach. 


AUTOMOTIVE NEWS for December 12 will be loaded with 


features and statistics on the Import Car Market and will be 
kept and referred to for months. 








010. 

‘58 Bel Air (8) conv., $1,250* (ps), $1.- 
100* (ps), $1,000* (ps); Bel Air (6) 
2-dr., $825; Brookwood (8) 4-dr., 
$990*; Biscayne (6) 2-dr., $900*, $790, 
$785, $775; Biscayne (8) 4-dr., $860*, 
$840*; Delray (6) 2-dr., $840*, $760* 
(ps). 

’57 Two-ten (8) 2-dr., $960* (ps); One- 
fifty (8) 4-dr., $835* (ps); One-fifty 
(6) 2-dr., $565; Bel Air (8) station 
wagon 4-dr., $750*; sport sedan, $725* 
(ps). 

°56 One-fifty (6) 2-dr., $525, $355; Two- 
ten (8) 4-dr., $355; Two-ten (6) 2-dr., 
$250. 

55 Bel Air (6) 2-dr., $400*; Two-ten 
(6) 4-dr., $350*; One-fifty (6) 2-dr., 
$160. 

’'53 Deluxe station wagon 2-dr., $195; 
4-dr., $190. 

CHRYSLER—’'58 NY 4-dr., $1,485" (ps); 
Ssratoga 2-dr. hardtop, $1,350* (ps); 
Windsor 4-dr. hardtop, $920* (ps). 

'56 Windsor 4-dr., $550* (ps). 
55 NY 4-dr., $300* (ps). 
’54 Windsor 4-dr. hardtop, $215* (ps). 

DeSOTO—’58 Firedome 2-dr. hardtop, $750* 
(ps). 

'56 Fireflite 2-dr. hardtop, $390* (ps). 

DODGE—’'57 Custom Royal (8) 4-dr., $650* 
(ps). 

"655 Royal (8) 2-dr., $375*; Coronet (8) 
2-dr. hardtop, $180*, 

EDSEL—'58 Citation 4-dr, hardtop, $575* 
(ps). 

FORD—’'60 Thunderbird (8) 2-dr. hard- 

top, $2,450* (ps). 
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Advertise to the import market in the pages of the December 
12 Import Car Issue of AUTOMOTIVE NEWS. 






CLOSING DATE—DEC. ] 59 Galaxie (8) 2-dr., $1,270°%; Fairlane 
500 (8) 4-dr., $1,250* (ps), $1,035* 


(ps), $950* (ps); Ranch Wagon (8) 
4-dr., $1,100; Fairlane (8) 4-dr., $1,- 
095* (ps), $1,025*, $1,000*; Custom 
300 (8) 4-dr., $975; Custom (8) 4-dr., 
$900. 

"58 Custom (8) 4-dr., $700, $625; 2-dr., 
$480*, $415*, $415, $400. 

‘57 Custom (8) 2-dr., $690*; Fairlane 
500 (8) 2-dr. Victoria, $675*; conv., 
$580* (ps). 

’56 Fairlane (8) 4-dr. Victoria, $685", 
$520* (ps), $500* (ps); 2-dr.,.$335*; 
Custom (6) 2-dr., $355*; 4-dr., $340; 
Custom (8) 4-dr., $350. 

‘55 Custom (8) 4-dr., $255*; 2-dr., $210. 







Regular advertising rates apply. 


Autowoatiue Neuss, 


oe . JEFFERSON DETROIT 7, MICH. 











’54 Country Squire (8) 4-dr., $325*; 
Crest (8) 2-dr. Victoria, $175*. 

*53 Custom (8) 2-dr., $155*; Country 
Sedan (8) 4-dr., $145"; Crest (8) 2-dr. 
Victoria, $120*. 

IMPERIAL—’58 Imperial 2-dr. hardtop, 
$1,730* (ps). 

LINCOLN — '58 Premiere 4-dr. hardtop, 
$1,320* (ps). 

’57 Premiere 4-dr. hardtop, $750* (ps), 
$710* (ps), 

MERCURY — ’58 Monterey 4-dr., $785* 
(ps). 

’57 Monterey 4-dr., $510*. 

"55 Monterey 2-dr. hardtop, $500* (ps). 

"54 Monterey 4-dr., $250*, $180*, $165* 
(ps). 

OLDSMOBILE—’59 (88) Super 2-dr. Sce- 
nic, $1,850* (ps); (98) conv., §$1,- 
760* (ps). 

"58 (88) 4-dr. Holiday, $1,400* (ps), 
$960* (ps), $740* (ps); 4-dr., $1,000* 
(ps). 

’57 (98) 4-dr. Holiday, $950* (ps); (88) 
Super 4-dr., $705* (ps); (88) 4-dr., 
$650* (ps). 

56 (88) 2-dr. hardtop, $475*; 4-dr., 
$400*, $380* (ps), $360* (ps); (98) 
conv., $435* (ps). 

"55 (88) 2-dr. Holiday, $475*, $400* (ps). 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,470* (ps); 4-dr., $1,050* (ps), $950* 
(ps); Belvedere (8) 4-dr. hardtop, $1,- 
275* (ps); 4-dr., $1,250*, $950*, $850", 
$840*; Savoy (6) 2-dr., $870*. 

"58 Savoy (8) 4-dr., $730*, $720* (ps), 
$555, $395*; Belvedere (8) 2-dr. hard- 
top, $590". 

’57 Savoy (8) 4-dr., $550* (ps), $290*; 
Belvedere (8) 4-dr., $550* (ps), $350*; 
Plaza (6) 4-dr., $370*. 

‘56 Suburban (8) Custom 4-dr., $560*, 
$550*, $500* (ps); Belvedere (8) 2-dr. 
hardtop, $400*; 4-dr., $150*; Savoy 
(6) 2-dr. hardtop, $300*. 

"54 Savoy (6) 4-dr., $140. 

PONTIAC—’58 Chieftain 4-dr., $810*; Sa- 
fari 4-dr., $700* (ps). 

’56 Chieftain 2-dr. Catalina, $255. 

’55 Chieftain 2-dr. Catalina, $160*. 

RAMBLER—’59 Deluxe (6) 4-dr., $935. 

’57 Custom (6) Cross Country 4-dr., 
$1,070. 

’55 Super (6) Cross Country 4-dr., $250*. 

STU DEBAKER—’60 Lark (6) station wag- 
on 4-dr., $1,070. 

’56 Power Hawk (8) 2-dr., $255. 

MISCELLANEOUS—’57 Ford 1-ton panel, 
$630. 

’56 Chevrolet i1-ton panel, $400; Ford 
%-ton, $250. 

"53 Chevrolet 1%-ton, $125. 


MASON CITY, IA. 


Central: States Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 16. 
Market perked up and a real lively sale 
indicated a probable pickup in retail ac- 
tivity, Better cleaner cars showing up. 
Late models starting to move better, too. 
Sold 76 percent of 191 consignments. 


BUICK—’57 Special conv., $830*. 

56 Special 2-dr, Riviera, $580*. 

’55 Special 2-dr, Riviera, $315. 

’54 Super 2-dr. Riviera, $395* (ps). 

CADILLAC—’59 (62) 2-dr. hardtop, $3,- 
050* (ps); de Ville 2-dr, hardtop, 
$3,050* (ps). 

5S (60) Special 4-dr. hardtop, $2,000* 
(ps). 

’57 (62) 4-dr., $1,600* (ps). 

"56 (62) Sedan de Ville, $1,410* (ps). 

"55 (62) 4-dr., $800* (ps). 

"54 (62) 4-dr., $660* (ps). 

CHEVROLET—’61 Corvair (700) (6) 4- 
dr., $1,940*. 

’60 Bel Air (8) 4-dr., $1,695*, $1,660*; 
Bel Air (6) 4-dr., $1,575. 

’59 Impala (8) 4-dr., $1,695* (ps); sport 
coupe, $1,680* (ps), $1,595*; Park- 
wood (6) 4-dr., $1,515; Bel Air (8) 
4-dr., $1,325* (ps); Bel Air (6) 
4-dr., $1,240, $1,205*; 2-dr., $1,150; 
Biscayne (6) 4-dr., $1,100. 

758 Bel Air (8) 4-dr., $1,200*; sport 
coupe, $1,190*; Brookwood (8) 4-dr., 
$1,125* (ps); Brookwood (6) 4-dr., 
‘$985; Biscayne (8) 4-dr., $1,080*; Bis- 
cayne (6) 2-dr., $910. 

57 Bel Air (8) 4-dr., $1,130*%; 4-dr., 
$950*; Two-ten (8) station wagon 4- 
dr. (9 pass.), $960*; 4-dr., $920; One- 
fifty (8) 2-dr., $695. 

’56 Two-ten.(8) 4-dr., $685; 4-dr., $635*; 
Two-ten (6) 2-dr., $500; Bel Air (8) 
2-dr., $645. 

"55 Bel Air (6) 4-dr., $505*; Bel Air (8) 
sport coupe, $500*; Two-ten (8) 4-dr., 


Hertz Planning 


Record Purchase 


Of 26,100 Vehicles 


CHICAGO.—Hertz Corp. has an- 
nounced plans for a record pur- 
chase of 26,100 new vehicles, valued 
at approximately $88 million. 

Walter L. Jacobs, Hertz presi- 
dent, said the purchase will include 
14,400 cars for Rent-A-Car service, 
8,000 cars for long-term fleet leas- 
ing, and 3,700 trucks for the com- 
pany’s truck-leasing divisions. 

Compact cars, including the new- 
est makes, will comprise approxi- 
mately 15 percent of the 1961 fleet, 
Jacobs said. 

Initial deliveries to the Rent-A- 
Car Division already have been 
made on a large number of all 
sizes, makes and models, he added. 

The Hertz 1961 model-year fleet 
will:include mainly deluxe hardtop 
four-door sedans equipped with au- 
tomatic transmission, power steer- 
ing; radio and heater, Jacobs said. 
Convertibles, sports cars and other 
models also will be included in the 
fleet. 

Most of-the cars will be in the 
Chevrolet-Ford-Plymouth class, he 
continued. 

The record Hertz purchase does 
not include additional new vehicles 
to be purchased by Hertz licensees 
in the United States, or by Hertz 
American Ex press International, 
Ltd., the company’s international 
subsidiary, Jacobs said. 





$445*; Two-ten (6) station wagon 2- 
dr., $415. 

"54 Bel Air 4-dr., $400*. 

*53 Bel Air 4-dr., $220; Two-ten 4-dr., 


$135. 
CHRYSLER —'56 Windsor 4-dr., $635* 
(ps). 


Desoro — ’57 Firedome 2-dr. hardtop, 
$910* (ps); .Firesweep 2-dr. hardtop, 
$730* (ps). 


‘56 Firedome station wagon, $620* (ps). 
DODGE—’57 Coronet (8) 4-dr., $570*. 
_ 55 Coronet (8) 2-dr, hardtop, $450*. 
FORD—’60 Country Sedan (8) 4- -dr., $1,- 
950* (ps); Galaxie (8) 4-dr, Victoria, 
$1,850" (ps); Falcon (6) station wag- 
on, $1,620*; 4-dr., $1,440*; 2-dr., $1,- 


405. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
400* (ps), $2,385* (ps); Galaxie (8) 
4-dr., $1,500*; conv., $1,500*; Coun- 
try Sedan (8) 4-dr., $1, 250°; Fairlane 
(8) 4-dr., $1,200* (ps); Custom 300 

: (8) 2-dr., $1,050* (ps), $1,000. 

58 Fairlane 500 (8) 4-dr., $1,030*, $1,- 
010* (ps); Custom 300 (8) 4-dr., $845*, 
$710; 2-dr., $800*. 

57 Fairlane 500 (8) 4-dr., $800* (ps); 
Fairlane (8) 2-dr, Victoria, °$755*; 
Custom 300 (8) 4-dr., $685; 2-dr., 
$655. 

*56 Country Sedan (8) 4-dr., $655* (ps); 
Fairlane (8) 2-dr, Victoria, $605* (ps); 
4-dr., $510* (ps); Ranch’ Wagon (8) 
2-dr.. $455". 

*65 Fairlane (8) Crown Victoria, $660* 
(ps); Custom (6) 2-dr., $450; Custom 
(8) 2-dr., $440. 

’54 Country Sedan (8) 4-dr., $305. 

LINCOLN—’58 Capri 4-dr. hardtop, §$1,- 
640* (ps). 
’57 Capri 2-dr., $1,255* (ps). 
MERCURY—’58 Monterey 2-dr., $840. 

’57 Monterey 4-dr., $700*. 

"56 Monterey 4-dr., $425*. 

’55 Monterey 2-dr., $425* (ps). 

OLDSMOBILE—'59 (88) Fiesta 4-dr., $1,- 
850* (ps); 4-dr., $1,800* (ps); 2-dr. 
Scenic, $1,525*. 

"58 (88) 4-dr., $1,395* (ps). 

’57 (88) 2-dr., $645*. 

"56 (88) 2-dr., $715*. 

"55 (88) Super 2-dr, Holiday, $520*; 
4-dr., $515*. 

"54 (88) 4-dr., $335* (ps). 

PLYMOUTH—’59 Suburhan (8) 4-dr., $1,- 
450* (ps); Fury (8) 4-dr. hardtop, 
$1,250*; Belvedere (6) 4-dr., $990. 

’57 Suburban (8) 4-dr., $600%; Savoy 
(8) 4-dr., $530*, 

"55 Belvedere (6) 2-dr., $335; Belvedere 
(8) 4-dr., $265°*. 

PONTIAC—’59 Catalina 4-dr. Vista, $1,- 
610*; 2-dr., $1,520*; 4-dr., $1,510*. 
"58 Star Chief 4-dr. Catalina, $1,050* 

(ps). 

’57 Star Chief 2-dr, Catalina, $800*. 

‘56 Star Chief 2-dr, Catalina, $640. 

’55 Star Chief 4-dr., $420*. 

RAMBLER—’61 Deluxe (6) 4-dr., $1,700. 

"59 Custom (6) Cross Country 4-dr., $1,- 
470; Super (6) Cross Country 4-dr., 
$1,385. 

"58 Super (6) Cross Country 4-dr., 
$1,030. 

’56 Custom (6) Cross Country 4-dr., 
$600; Super (6) 4-dr., $460*. 

STUDEBAKER—’59 Lark (6) Deluxe 4- 
dr., $885. 

’55 Champion 2-dr., $290. 

MISCELLANEOUS—’'60 Ford (6) %-ton 
pickup, $1,275. 

"59 Chevrolet (6) %-ton pickup, $1,075. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Nov, 18. 
Sold 70 percent of 175 consignments. 
BUICK—’57 Century 2-dr., $515*. 

‘56 Special 2-dr., $550*. 
CADILLAC—’60 (62) conv., $4,100* (ps); 

2-dr. hardtop, $3,950* (ps). 

"56 (62) 4-dr., $860*%; 2-dr. hardtop, 
$800* (ps). 

'55 (62) 2-dr, hardtop, $725*. 

'53 (62) 2-dr. hardtop, $250. 

CHEVROLET—’59 Impala (8) sport coupe, 
$1,500*; Bel Air (8) 2-dr., $1,215* 
(ps). 

’58 Bel Air (8) 2-dr., $900*, $830; Bis- 
cayne (6) 4-dr., $835*; Delray (8) 4- 
dr., $650. 

'57 Two-ten (8) 4-dr., $750*; Bel Air 
(8) 2-dr., $625°*. 

‘56 Two-ten (8) 2-dr., $515; One-fifty 
(8) 2-dr., $425. 

’55 Bel Air (8) 4-dr., $440*. 

‘54 Bel Air 4-dr., $365. 

’53 Bel Air station wagon, $205; 2-dr., 
$150* (ps). 

’52 Deluxe 2-dr., $170. 

CHRYSLER—’55 NY 4-dr., $480. 

DeSOTO—’'57 Firedome 4-dr., $700*. 

DODGE—’57 Coronet (8) 2-dr., $450*. 

FORD—'58 Fairlane 500 (8) Skyliner, $1,- 
050* (ps). 

’57 Fairlane 500 (8) 2-dr., $700*; Coun- 
try Sedan (8) 4-dr., $570*%; Custom 
(8) 4-dt., $565; 2-dr., $400*. 

’56 Custom (8) 4-dr., $485. 

'55 Custom (8) 4-dr., $315; 2-dr., $185*; 
Fairlane (8) 2-dr., $190. 

'54 Custom (8) 4-dr., $185*. 

'53 Main (8) 2-dr., $260. 

’52 Crest (8) conv., $185*. 

MERCURY — '59 Monterey conv., $1,365* 
(ps). 

’58 Monterey 4-dr., $855*; 2-dr., $775* 
(ps). 

’56 Custom 2-dr., $375*. 

'55 Monterey 2-dr, hardtop, $350. 

OLDSMOBILE — ’'60 (98) 4-dr., $3,015* 
(ps). 

"57 (98) 4-dr., $810* (ps). 

"54 (98) 4-dr., $310* (ps). 
PLYMOUTH—’'59 Fury (8) 4-dr., $1,250*; 

Belvedere (8) 2-dr., $875*. 

’58 Suburban (8) 4-dr., $750* (ps). 

’5T Savoy (8) 4-dr., $375. 
PONTIAC—’59 Star Chief 4-dr., $1,550* 

(ps). 

’57 Chieftain 4-dr., $475*. 

MISCELLANEOUS — '59 Ford Ranchero, 
$1,055; Chevrolet pickup, $850. 
* * 


— Auctions in Brief — 


COLUMBUS, O. 
Capital Auto Auction, Inc, Sale every 
Thursday (Nov. 17). Market high on '56 


and ‘57 Chevrolet and Ford cars, Steady 
increase on all ‘59, 60 and ‘61. 
* * * 


MANHEIM, PA. 

Manheim Auto Auction,» Sale every Fri- 
day (Nov. 18), Weather: Clear, Sold 73 
percent of 852 consignments. 

* ” * 


NEWINGTON, CONN. 
Newington Auto Auction, Sale every 
Thursday (Nov, 17). Prices now levelling 
off, Older cars and clean late models 
showing well, Sold 81 cars from 139 con- 
signments. 
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The Man Behind the Wheel .. . 





Sales Testing the Toyopet Tiara 


Eprror’s Note: This is another 
in a series of reports on the sell- 
ing features of imported cars. 


By William Carroll 
West Coast Editor 


y= viewing of the Japanese 

Toyopet Tiara discloses a well- 
styled small car that appears much 
larger than it is. The four-door 
Tiara, from Japan’s largest auto 
maker, bids fair to become the com- 
pany’s major automotive export to 
the United States. 

Though the sedan is only 157 
inches long, its four-door body is 
sized to contain four passengers 
in complete comfort. Doors are 
high and wide with plenty of exit 
and entrance room. 

The front seat (foam rubber up- 
holstery) slides back and forth on 
a tubular framework solidly bolted 
to side rails of the unitized body. 

First impressions behind the 
wheel are those of a small but spa- 
cious vehicle. There is plenty of 
room around and underneath the 
pedals for almost any size foot. A 
fitted rubber mat hugs the floor 
closely. 

The full-size steering wheel has 
a half horn ring which doubles as 
a turn signal switch. The entire 
horn ring is turned slightly to the 
right or left to actuate turn signals. 
This can be done without taking ei- 


ther hand from the steering wheel. 
* a * 


Speedometer in Color 


E three-forward-s peed gear- 

shift level igs mounted on the 

steering column. The instrument 

panel is most complete, including a 
* * aa 


Car Tested: 
TOYOPET TIARA 


Body type: Four-door sedan. 

Basic price: $1,613, West Coast 
port of entry. 

Engine: F our-cylinder, over- 
head-valve. 


Carburetion: Downdraft, 

Displacement: 88.67 cubic 
inches. 

Bore and stroke: 3.03 by 3.07 
inches. 

Compression ratio: 8.4 to 1, 

Horsepower: 75 at 5,000 rev- 
olutions per minute. 

Horsepower per cubic inch: 
0.84, 

Torque: 83.6 pounds-feet at 
3,000 RPM. 

Test weight: 2,160 pounds, 
without driver. 

Power-weight ratio: 2838 
pounds per horsepower. 

Transmission: Three-speed. 

Rear axle ratio: 4.375 to 1. 

Steering: Four turns lock-to- 
lock, 

Dimensions: Overall length, 
157.2 inches; width, 58.7 inches; 
height, 56.7 inches; wheelbase, 
94.6 inches; tread, 48.5 inches. 

Springs: Front, torsion bars; 
rear, single cantilever leaf, trail- 
ing arms. 

Tires: 5.60x13 four-ply tubeless. 

Gas mileage: 25.8 miles per 
gallon. 

Optional extras: Radio, heater, 
windshield washer, whitewalls, 
two-tone paint, overdrive. 


Toyopet Tiara 4-Door Sedan— 

The Toyopet Tiara is a comfortable four-passenger sedan that provides a solid ride 
and excellent performance, according to William Carroll, Automotive News West Coast 
editor. Carroll averaged 25.8 miles per gallon on a 1,000-mile sales test. 






















Tive News test car was driven al- 


in keeping up with or ahead of city 
and highway traffic, 
a 


Ride Is Solid 
(FPORSION-BAB suspension in 


blance to Chrysler’s “Torsion-Aire.” 
Single-leaf springs in the rear, cou- 
pled to a coil-spring shock mount- 
ing, give the Tiara an unusual ride. 


firm though low speeds find it a 
little extra solid and perhaps a lit- 
tle too firm, Double-acting tubular 
shocks, front and rear, seem satis- 
factory. 


drum-type speedometer offering 
color changes to indicate variations 
in speed zones. There are turn sig- 
nal indicators, plus red lights to 
warn of an upcoming shortage of 
fuel in the 10-gallon fuel tank or an 
excessively hot engine, 


There also are temperature and 
fuel gauges and the usual charging 
and oil-warning bulbs plus a park- 
ing-brake warning. When an op- 
tional overdrive ig fitted to the 
Tiara, a dash lamp shows when 
overdrive is engaged. 

Interior upholstery is a combi- 
nation of woven fabric with metal 
accents and vinyl trim, A semi- 
perforated head lining is fitted 
closely to eliminate excessive loss 
of interior height. Both sun vis- 
ors are lightly padded. 

There’s an interior light on each 
of the two corner posts. They snap 
on when any door is opened or the 
dash switch is used, 

Interior trim on the Tiara is rath- 
er well done considering its West 
Coast port-of-entry price of $1,613. 
Window and door levers are chrom- 
ed with plastic knobs, Each door 
has a double rubber seal, one on the 
door frame and the other on the 
door rim. The combination of two 
seals provides plenty of sealing 
ability to eliminate air and dust 
leaks. 

oa * * 


Performance Is Good 


ETAILS of interior trim which 

are certainly salable include 
use of metal door sills running the 
full length of the car. In front, they 
cover the “kick panel” area a suf- 
ficient distance to keep cardboard 
side trim from showing evidences 
of long use. 

Doors have a generous amount of 
sound-deadening material inside 
the exterior panels which helps 
them close with the quiet quality 
of a much more expensive car. 

A surprising thing about the 
Tiara is its four-cylinder per- 
formance. The 75-horsepower en- 
gine is similar to that used in 
larger Toyopet cars. As a result 
of being installed in the light- 
weight Tiara body (listed as 2,160 
pounds), there is quite a bit of 
performance. 

Though the sedan is not as quiet 
as other vehicles in its class, spar- 
kling acceleration more than makes 
up for a slight increase in noise 
level. 

Low gear is good for 20 to 25 
miles an hour, and second will eas- 
ily zip up to 55 or 60. The AuTomo- 


most 1,000 miles, with no difficulty 


front bears a startling resem- 


At high speeds it is solid and 


A little lever to the left of the 
steering column the 
* om 































































front-opening hood underneath 
which are a potful of selling 
points. Everything from the dual- 
speed electric windshield-wiper 
motor to the fuel pump can be 
reached easily. 

The battery is located far for- 
ward for cooling, And, bless some- 
one’s heart, the coil is mounted 
high on a fender well to keep it 
above splashing water. Relay, fuse 
boxes and regulator are also 
mounted high on sheet metal. 

Twin horns, appropriately named 
“Elephant Horns,” point forward. 
High on the cowl panel are two 
somewhat transparent nylon bot- 
tles. Eath contains hydraulic fluid, 
one for the hydraulic clutch and the 
other for the hydraulic brakes. 

* * * 


25.8 Miles Per Gallon 


N OCTANE selector on the dis- 

tributor allows instant adjust- 
ment of the engine to match almost 
any type of fuel available. The 
Automotive News car averaged 25.8 
miles per gallon of regular. Spark- 
plug wires are short and sturdy to 
provide plenty of sparking potential 
under every circumstance. 

Fuel lines on the Tiara are large 
enough for a V-8 engine. There 
certainly should never be any ques- 
tion of fuel starvation. A glass 


sump fuel filter ig high and in the 
open where it can be serviced easily 
at any time, A dry-type air cleaner 
sits over the carburetor and has a 
horn to draw cool air forward of 
the engine. 

A real sales point is inclusion 
of a silicone fluid-fan on the 
Tiara, It provides plenty of cool- 


longer takes horsepower. 

At the back of the cylinder head 
is a valve to shut off water to the 
heater. Mechanics will appreciate 
the hood which, while hinged at 
the front, tilts so high that there 
is no question of complete comfort 
while servicing the engine. 

There is extensive use of plastic 
quick-connectorg throughout the 
entire electrical system which would 
make replacement of components 
a simple process. The optional radio 
is a transistor unit which warms 
rapidly. 

a * * 
Safety Door Latches 
| modest little trunk is deep 
enough for average-size s uit- 
cases, It is padded inside, with 
floor and side mats buttoned in 
place. The spare tire stands at the 
right and can be removed easily. 
The trunk lid, a simple stamping 
with interior stiffening, is torsion- 
bar mounted to remain upright 
when open. 

A strong selling point is the clas- 
sic oriental exterior and restrained 
use of chrome. The windshield has 
bright metal trim, but the back 
window does not. Along the base of 
the windows is a handsome bright 





4-Cylinder Engine— 


Powering the Toyopet Tiara is a 75- 
r engine that displaces 88.7 

cubic inches and has a compression ratio 
of 8.4 to 1. All engine components are 
easily accessible to the mechanic when the 
hood is raised. ‘ 


metal strip which makes a well 
styled reverse turn just behind the 
rear doors. 

Below this, at the a line, s a 
trim strip running the length of 
the car to protect doors from 
damage in crowded parking lots. 

The Tiara is one of a new crop 
of small cars that has safety latches 
on every door to prevent them from 
opening during a collision. Another 
safety feature is the overlapping 
electric windshield wipers. 

The overdrive, which can be fitted 
to some Tiaras as an optional extra, 
will be an old friend to most deal- 
ers. 








EXTRA PROFITS 


will go in your 
atlas if you sell 


and install the Prior “LOAD-STER” Helper Spring. Warehouses nearby mean lower 
inventories. The 12 models of the “LOAD-STER” will fit any make or model passenger 
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car, %-ton or %-ton pick-up truck. Passenger cars pulling utility 
trailers or mobile homes, salesmen with heavy sample cases, 
pick-up trucks, in fact, anyone with an overloaded vehicle 
is a mighty good prospect for a “LOAD-STER” Helper Spring 
to increase capacity by 1,000 to 1,500 pounds. The ease of 
installation and complete absence of maintenance will make 
the “LOAD-STER” Helper Spring one of the most profitable, 
sellable items you carry. For further information, write: 


PRIOR PRODUCTS, INC./>. 0. Box 760s . 


DALLAS, TEXAS 


Rude Is Bullish . . . 


AUTOMOTIVE NEWS, NOVEMBER 28, 1960 


Big Future for Lenders? 


BOSTON.—Although the volume 
of installment credit outstanding 
has reached an alltime high of 
more than $42 billion, the nation’s 
financial institu- 
tions are “on the 
threshold of their 
greatest opportu- 
nity to serve 
America’s con- 
sumers,” Alan G. 
Rude, president 
of Universal CIT 
Credit Corp., said 
last week. 

He told mem- 
bers of the New 
England Assn. of 
Sales Finance Companies that in- 
stallment credit “is the mechanism 
that has already raised the com- 
fort and conveniences of the Amer- 
ican home and living standards of 
the American family to higher lev- 
els than those enjoyed by any other 
nation at any other time in his- 
tory.” 

He predicted that the installment 
credit industry will “continue to 
grow as a vital factor in sustaining 
our economy and in continuing to 
improve our standard of living.” 


But he emphasized to the fi- 
nance executives and bankers 
that under these conditions the 
industry has a number of serious 
obligations in serving the nation- 
al interest. 

Rude stated that financing in- 
stitutions should extend credit only 


Sales by Dealers 
Top 1959 Figure 
By Small Margin 


WASHINGTON.—September sales 
of new-car dealers totalled $2,314 
million, off 12 percent from August 
but a scant $9 million above the 
figure for September of last year, 
the Commerce Department report- 
ed. 
Total retail sales in the nation 
during the month ran to $17,889 
million, off 2 percent from August 
but 2 percent above September, 
1959. 

September sales of tire, battery 
and accessory dealers reached $199 
million, down 9 percent from Au- 
gust and off 5 percent from the 
September, 1959, total. 

Service station volume for the 
month wag $1,478 million, down 6 
percent from August but a gain of 
4 percent from the September fig- 
ure for last year. 

Sales of automotive wholesalers 
in September totalled $535 million, 
down 4 percent from August but a 
gain of 2 percent from September 
of last year. 


Parts & Accessories 


Acme Springs Appoints 
Cleveland Representatives 


DETROIT.—Acme Spring Prod- 
ucts Co., has expanded its sales and 
warehouse facilities to include rep- 
resentatives in the Cleveland area. 

Acme has selected Jules Steinberg 
and William Star of Star Sales Co., 
12417 Cedar Rd., as its sales repre- 
sentatives, and Manufacturer’s 
Warehouse Co., 1976 E. 66th St., has 
been chosen as the warehouse dis- 
tributor. 


Alan G. Rude 


* + x 
Latrobe Opens Center 


GRAND RAPIDS, Mich.—Latrobe 
Steel Co.'s latest steel service cen- 
ter, for the warehousing and distri- 
bution of tool, die and specialty 
steels has been opened here at 100 
Walbridge, N.W. 

* * * 


John Black-Sons Formed 


CLEVELAND. —John F. Black 
has formed John Black-Sons Co., 
307 Morewood Parkway, to repre- 
sent manufacturers nationally and 
for export in the automotive, hard- 
ware, houseware and marine indus- 
tries. 


after their own careful appraisal 
of four conditions: 

1. The transaction will benefit the 
customer’s financial, personal or 
family affairs. 

2. The transaction is sound in re- 
lation to both national and local 
economic conditions. 

3. Approval of the transaction is 
based on good business judgment. 

4. That both the firm and the 
customer understand and intend to 
live up to their joint commitments. 

“It is our obligation also to 
work for the greatest possible un- 
derstanding of what consumer 
installment financing is, how it 
operates and what the important 
contributions are that it makes 
to the public,” he explained, “It 
is our continuing responsibility to 
teach people how to use install- 
ment credit to the best advantage 
and how to value it, 

“The industry must supply the 
facts that will offset misconceptions 
about installment credit. For ex- 


ample, there are some who be- 
lieve that when a family contracts 
an installment debt that it is ‘re- 
moved from the market’ and has 
no buying power left. The facts are 
clearly to the contrary.” 

Rude explained that many people 
tend to forget that installment debt 
is constantly being paid off almost 
as fast as new debt is being con- 
tracted—and sometimes faster. In- 
stallment credit, he added, is short- 
term fluid debt that is constantly 
turning over, with repayments cur- 
rently averaging about $4 billion a 
month. 

“Also overlooked is the fact that 
published government statistics on 
installment credit include very 
large amounts that represents sub- 
stitute ways of paying for goods 
and services for which every family 
is obligated, whether installment 
credit is contracted or not,” he said. 

“The couple making payments on 
a washing machine uses money 
that would otherwise be spent hav- 
ing the family wash done. The fam- 
ily that owns a refrigerator saves 
the weekly ice man’s bill; the car- 
owning family saves on bus, taxi, 
train and air line fares. 

“These obligations — and many 
others — were never counted as 
‘debt’ but they were periodic and 
inescapable, nevertheless.” 


Testing for Leaks— 


Cars and trucks coming off the assembly line at Ford's Twin City plant are carried 
through a $200,000 leak-testing wing, which has been put into operation even though 
it still lacks a roof. In the test, vehicles undergo a 250-gallion blast of water in three 
minutes, 20 times the amount of water falling on the same area in the heaviest rain. 
The 216-foot-long station handles four vehicles at once—or 60 an hour. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


Bos. West Germany. — The 
prices of some Fiat cars and 
the Renault Dauphine have been 
reduced in the West German mar- 
ket. 

With the consolidation of Borg- 
ward, Lloyd and Goliath-Hansa 
into one enterprise nearing com- 
pletion, Borgward has announced 





S-P to Introduce 


Multi-Level Loading 

SOUTH BEND. — Studebaker 
this week will begin operating 
new multi-level auto loading fa- 
cilities for triple-deck railroad 
trailer train cars, the first adap- 
tation in Indiana and one of the 
first in the nation. 

Installation of hy dr 0-electri- 
cally powered facilities and new 
automobile loading yards wag fi- 
nanced jointly by New York Cen- 
tral and Wabash. Eighty-five-foot 
trailer train cars will transport 
15 Studebakers apiece, 








U.S. Royal Tires are zealously guarded in production by 234 different quality 
controls. But before they ever reach the assembly line, they must pass a 
series of rigid laboratory tests. For example, a new machine now simulates the 
sound of tires at high speeds while they’re still in the blueprint stage—enabling 
U.S. Royal engineers to make them next-best-thing to noiseless on the road. 








that it will reduce the work force 
at the three factories by 2,500 
men. 

‘Since workers are urgently 
needed in Germany, these men will 
have no trouble finding a job,” a 
Borgward spokesman said. “We 
feel our organizational changes will 
be of benefit for West German busi- 
ness in general.” 

Borgward feels that future pros- 
pects for exports to the United 
States are bright despite the in- 
creasing popularity of the American 
compacts. 

An official said Borgward produc- 
tion is expected to increase again 
after a “period of readjustment.” 

cd * +” 


3 New Models Due 


— company has announced that 
three new Arabella models will 
be offered in 1961—a low-priced 
standard unit with a 37-horsepower 
engine, a more luxurious model with 
a 40-h.p. power plant, and a deluxe 
unit with a 50 h.p. 

All three models will carry new 


prices and the deluxe model also 
will have a deluxe transmission, the 
company added. 

+ * 


* 
Standard Opens Belgian Plant 
REAT BRITAIN’S Standard- 
Triumph Motor, Ltd., hag open- 
ed an assembly plant in Malines, 
Belgium, to produce vehicles in the 
European Common Market. 


The search for new markets 
has been intensified greatly since 
exports to the United States have 
dwindled. 

* ok * 


Czechs Order 100 Minxes 


OR the second time in less than 
two years, the Rootes Group has 
received an order for 500 Hillman 
Minx cars from Czechoslovakia. 
Rootes said the cars will be sold 
by the official Czech sales organiza- 
tion to persons high on a priority 
list. 
Mototechna, a chain of nation- 
alized service stations whose per- 
sonnel has been trained by Rootes, 





*Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 
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Rockefeller Center, New York 20, N.Y. 





Styled in Paris— 

“New look" for big trucks at the Paris 
Auto Show was provided by this futuristic 
vehicle on the Bernard stand. 


will provide service for the cars 
the British firm said. 


Farina Flabbergasted 
ININ FARINA, who displayed a 
special Corvair two-seater sports 
coupe at the Paris auto show, re- 
portedly was nearly bowled over 


“TIRE 
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when General Motors executives 
asked him whether he could turn 
out 100 such cars daily. 


Tires Too Good 

HE West German tire-recondi- 

tioner association is reported to 
have requested that tire manufac- 
turers discontinue efforts to im- 
prove tires. The tire recondition- 
ers’ business ig getting worse as 
tire quality improves, it is claimed. 

* + * 


Austin, Morris Add Wagon 
A NEW station wagon, styled by 
Pinin Farina, the Italian de- 
signer, has been added to the 
Austin and Morris medium-class, 
1.5-liter engine lines. 
Austin calls its model the A-55 


comer hag been christened the 
Oxford Traveller. The only differ- 
ence between the two is the 
grille. 

These four-door wagons have 
seats which can be folded to pro- 
vide maximum loading space, or 
placed in such a way that two 
“beds” with headrests can be pro- 
vided. 










* * 


+ 
New Vauxhall Service 


Yaa has opened a deliv- 
ery center for foreign visitors 
who wish to pick up cars in Lon- 
don. The center will equip the cars 
with any desired options, provide 
drivers or have the cars delivered 
to the dock or airport for the ar- 
riving visitors’ convenience. 
+ * + 


Daimler Gets 2 Patents 


AIMLER-BENZ has been 

awarded two more patents. One 
covers an hydraulically controlled 
telescope steering column, and the 
other is on a new dashboard with 
warning lights to alert drivers to 
oil-pressure, gasoline, battery, 
brake and other troubles. 


Cadillac Forms 
Atlanta Zone, 
Shifts Managers 


DETROIT. — Establishment by 
Cadillac of a new Atlanta sales zone 
covering Alabama, Georgia, Florida 
and part of South Carolina is an- 
nounced by Fredric H, Murray, 
general sales manager. 

S. I. O’Connor, who was the Jack- 
sonville (Fla.) district sales man- 
ager, will be the new zone manager, 
with offices in Atlanta, Ga, He will 
be assisted by Atlanta district sales 
manager W, L. Cox, formerly busi- 
ness management field representa- 
tive, and Miami district sales man- 
ager M. E. Van Vliet jr., former 
Albany district sales manager. 

New zone service manager will be 
J. F. Koonce, who was the Jack- 
sonville district parts and service 
manager. 

Other changes in the Cadillac 
sales field organization were an- 
nounced by Murray. 

E. J. Davis, who was Washington 
district sales manager, has been 
appointed assistant organization 
manager, reporting to T. J. Moran, 
organization and analysis manager. 

New Washington district man- 
ager is R. H. Snyder, who previ- 
ously held the same position in the 
Charlotte district. 

H. R. Wilson replaces Snyder in 
Charlotte and L. C, Difloe assumes 
Wilson’s post as Buffalo district 
sales manager, C, E. Filkins, dis- 
trict sales manager under the New 
York zone, has been transferred to 
the Cincinnati district replacing 
Difloe. 

W. R. Lewellen, former business 
management field representative, 
has been named New Jersey dis- 
trict sales manager, replacing Fil- 
kins. W. R. Kent, former merchan- 
dising field representative, has been 
appointed Albany district sales 
manager, replacing Van Vliet. 

The Pittsburgh zone has added 
a new area known as the Akron 
district. Former used-car merchan- 
dising representative R. A, House- 
holder, hag been named Akron dis- 
trict sales manager. 

C. C. Wagner is the new Pitts- 
burgh zone service manager, He 
had been Detroit district parts and 
service Manager, 


Ford Dealership Burns 


CRESTVIEW, Fla.—Fire de- 
stroyed Lee Ford Sales, Inc., on 
West US-90 here. 
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Mich. The package is identified as 
HC-548. 

The assortment contains 13 con- 
tact sets, 12 condensers, five rotors 
and three caps, of which two con- 
tact sets, one condenser and one 
ory are free to the dealer, Holley 
said. 























































GAS FILTER—An in-line gas filter with 
a micro-bronze element has been an- 
nounced by Kem Mfg. Co., Inc., Fair Lawn, 
N. J. Micro-bronze is said to be a sintered 
metal made by heat-fusing tiny bronze 
particles into a durable semiporous filter- 
ing element which withstands the deterior- 
ating effect of gasoline, alcohol, water, 
fuel additives, age and vibration. It is 
said to remove dust particles from fuel 
supply and prevents water and sludge 
from reaching the carburetor. The micro- 
bronze filter can be cleaned out in an 
emergency, and reinstalled. 
yar. <@ 


Oil Seals 


Oil seals for rear wheels, called 
Ad-A-Seal, have been introduced 
by Better Part Specialties, 2601 San 
Fernando Rd., Los Angeles 65, 
Calif, The sealing quality is not 
affected when axle gets out of cen- 
ter because of the seals’ side seal- 
ing principle, it igs said. 

ca a * 





TIRE CHANGERS—Two low-cost, air- 
powered tire changers have been an- 
nounced by May Brothers Mfg. Co., 21300 
Eureka Rd., Taylor, Mich. The machines, 
models 58D and 58DM, are said to offer 
features such as an improved Jet-Flo bead 
breaker that frees beads instantly, a self- 
adjusting guide finger for quick alignment 
of the bead breaker shoe, plus an off- 
center guide ramp and an extra heavy 
center column. Both models require 1.4 
square feet of floor space. They operate 
from a standard air chuck, and are fur- 
nished with all tools, it is said. 

Shoe 


Belt Dressing in Can 


Spra-3-Grip, a belt dressing, is 
said to renew the pulling power of 
belt-driven farm machinery, shop 
equipment, refrigerators, mowers 
and air blowers and end the squeak 
of auto belts. It is available in pres- 
surized three-ounce cans and is 
marketed by A. W. Chesterton Co., 
3 Ashland St., Everett 49, Mass. 





SPRAY PAINTER—The HydraAirless 30 
system for airless spray painting has been 
introduced by the Spee-Flo Co., 6614 
Harrisburg, Houston 11, Tex. It is designed 
to take full advantage of the total atom- 
ization H-Gun introduced by the company 
early this year. The system features the 
new Atlas Il pump, a high-pressure, re- 
ciprocating pump designed for airless 
spraying. This divorced construction, long 
stroke pump is powered by a 5%-inch 
air motor of balanced design. Operating 
Pressures to 3,000 pounds per square inch 
are available with this 30 to 1 ratio pump, 
it is said. 


* * * 


* * * 


Monoxide Detector 


Testair, a carbon-monoxide detec- 
tor, is offered by Dorrod, Inc., 18 E. 
lith St., Kansas City 6, Mo. The 
Testair capsule is hung in a sus- 
pected area, and it changes color 
within five minutes if carbon mon- 
oxide is present. 


MIRROR—The 24-inch Hi-Cabber mirror, 
announced by Velvac, Inc., 3534 W. Pierce 
St., Milwaukee 15, Wis., is designed to 
eliminate inadequate rearward vision at 
the truck's or tractor’'s right side. The 
mirror is said to feature a retracting 
“swing-in" safety loop, fog and frost-free 
insulation, wide vertical focusing range, 
shock and vibration-free construction, and 
aluminum frame and brackets. 

oe 


Oil Conversion Kit 


A direct oil conversion kit for 
postwar six-cylinder Chevrolets has 
been introduced by Planet Metal 
Products Corp., 964 Dean St., Brook- 
lyn, N. Y. It contains copper tubing 
and fittings required for rocker arm 
lubrication. 








HOSE CLAMP TOOL—K-D Tools, Lan- 
caster, Pa., has introduced a hose clamp 
tool that is said to reach into tight places, 
inaccessible to pliers-type tools. Turns of 
the handle operate a screw within the 
sleeve on end of cable, compressing clamp. 
All sizes of clamps are securely held for 
removal or replacement, it is said. 

2 ee 





OIL PRESSURE GAUGE—A _ twin-pack 
illuminated oil pressure gauge and am- 
meter has been announced by Eelco Mfg. 
& Supply Co., P. O. Box 4095, Inglewood, 
Calif. The 100-pound oil gauge may be 
installed on any automotive engine, while 
the 120-ampere gauge is adaptable to 
either six or 12-volt systems, it is said. 


PARKING GUIDE—A parking guide to 
help fit large cars into small garages and 
even small cars into cluttered garages 
has been introduced by Mercury Products, 
Inc., Box 687, 22 Kirkpatrick St., New 
Brunswick, N. J. Called Kar-Guide, this 
combination warning signal and position- 
ing marker attaches to the ceiling so that 
when the car is within the garage yet 
still away from the far wall, a red warning 
ball gently touches the windshield telling 
the driver exactly when to brake the car 
to a stop. Kar-Guide is said to take the 
guesswork out of parking. 

Ss 


Simpson Electric Markets 


Spark-Plug Connectors 


Simpson Electric Co., 400 N. 
Laramie, Chicago 44, Il., has intro- 





ASBESTOS GLOVE—An answer fo an 
old—and hot—problem is this cotton as- 
bestos glove for work on hot engines. 
Available from Electric Autolite Co. wire 
and cable suppliers, the glove fits either 
hand and can save many a burnt knuckle 
or finger when removing spark plugs, 
spark plug wires or doing other work while 


a car engine is still hot, it is said. 
¢4¢ "% 


Holley Carburetor Offers 


Ignition-Parts Assortment 


An ignition-parts assortment 
package to service all Ford cars 
from 1949 to 1960 has been an- 
nounced by Holley Carburetor Co., 
11955 E. Nine Mile Rd., Warren, 





WELDING OUTFIT—A medium-sized full 
capacity welding and cutting ovtfit, the 
Marquette Star-Jet, available in a tool box 
as the Marquette Redi-Pac, has been an- 
nounced by Marquette Mfg. Co., Inc., 307 
E. Hennepin Ave., Minneapolis 4, Minn. 
The Redi-Pac includes gas regulators, 25 
feet double line hose, four welding tips, 
one medium-size cutting tip and all acces- 
sories. A full range of welding, heating 
and special purpose tips is available to 
fit the Star-Jet Torch Handle. In addition, 
a range of cutting tips is also available, 
to fit the cutting assembly. 





NEW PRODUCTS 


and pull plate. 
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duced a set of spark-plug connec- 
tors, which the firm said can be 
used with all types of automotive 
test equipment. - 

Where insulations are a barrier, 
Simpson said, these connectors 
make connecting the test instru- 
ments to the spark plugs easier. 
Timing light hookup, secondary 
current tests and power balance 
tests are simplified and faster, the 
firm added. 







































TUNEUP TESTER—An automotive tuneup 
tester for any four, six, or eight-cylinder 
engine with six or 12-volt system has been 
introduced by Fox Valley Instrument Co., 
of Cheboygan, Mich. The tester, designated 
as model 850, is capable of testing tach, 
dwell, volts and amp in servicing regula- 
tors, generators, distributors, batteries, car- 
buretors and transmissions, it is said. 
According to the manufacturer, the unit 
has an 41-inch meter and simple instruc- 
tions printed on the case. Detailed tune-up 
and servicing procedures are covered in 
a booklet furnished with the tester. The 
unit, which requires only one hookup for 
measurements, is equipped with 5-foot- 
long flexible test leads. 

* * * 
Spark Plug Offer 

A 6%-foot aluminum Christmas 
tree—complete with decorations— 
is being offered by AC Spark Plug 
Division, General Motors Corp., 
Flint 2, Mich., to dealers at a special 
price with any order of AC Fire 
Ring spark plugs. 


































MUFFLER—A 60 percent longer muffler 
life has been engineered into its line of 
fiberglass-packed muffler line, according to 
Pratt Muffler Division, 168 N. Michigan 
Ave., Chicago 1, Ill. Engineering advance- 
ments are said to include heavy-duty end 
caps and thicker end tubes, both manufac- 
tured of 25 percent heavier gauge steel 
to add strength, durability and longer life 
in these critical areas, and alloy-coated 
steel sheels inside and out. In addition, 
Pratt's fiberglass mufflers are packed with 
spun glass which is neither too heavy nor 
too fine, it is claimed. The heavier fibers 
next to the tube perforations protect 
against the spun glass becoming too brit- 
tle, thus breaking and pulverizing. The 
spun glass then “graduates” into a blanket 
of finer fibers which provide the cushion 
for acoustic effects and serve as an ab- 
sorption mat as well, it is claimed. 
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FUEL PUMP TESTER—A fuel pump tester 
has been developed by the Kal-Equip Co., 
Otsego, Mich. A flow meter has been built 
into the tester giving instant reading in 
pints-per-minute without the use of a stop 
watch and measuring can, it is said. Call- 
ed the Kal-Pump Tester, the chrome-plated 
instrument is connected into the gas line 
by means of a rubber hose and the engine 
is started. Pump pressure is read directly 
-| from the dial. Press a button, and a fuel 
capacity reading is given, it is said. An- 
other feature of the tester is that it also 
reads engine vacuum, helping to find the 
cause of many engine complaints. 























BODY PULL CLAMPS—A line of pulling 
attachments, designed to operate with 
10-ton pulling devices such as the Dam- 
age-Dozer and Unit-Dozer on both unitized 
bodies and conventional frame cars, has 
been introduced by Blackhawk Automotive 
Division, 5325 W. Roger St., Milwaukee 
46, Wis. The attachments for all sheet 
metal pulling are versatile because they 
can be effectively used with 10-ton Porto- 
Power rams and tubing, it is said. The at- 
tachment line includes a 4-inch wide 
clamp, 13-inch wide clamp and I-Bolt 






* *” * 












GAGE—An adjustable “go-no go"’ gage 
has been announced by Speed Tool Co., 
1144 N. LaBrea, Los Angeles 38, Calif. It 
is usable wherever the “go and no-go” 
philosophy is applicable, with two pair of 
independently adjustable, oppositely op- 
posed and spring loaded gaging arms. 
One pair (with green identification dots) 
can be set for a given go" dimension (a 
predetermined maximum tolerance), and 
the second pair of gaging arms on the 
other side of the center rib (red dots) set 
for a given “no-go” dimension (a pre- 
determined minimum tolerance) which is 
ideal for checking both and/or either the 
inner diameter and outer diameter where 
face grooves, ring grooves, “O" rings, 
thread reliefs, and slots, etc., are ma- 
chined or inspected in any quantity. The 
model 900 has a capacity of five inches 
with the arms set in relation to each other, 
as shown on the left, and approximately 
three inches when set, as shown on the 
right; accuracy has been tested to the mil- 
lionth, it is said. 













BRAKE BLEEDER WRENCH—A compact 
master brake bleeder wrench, No. 270, 
that works interchangeably on compact or 
standard-size cars and trucks, has been 
announced by Herbrand Tools, Fremont, 
©. According to the manufacturer, it is 
the only wrench of its type that can be 
used on all three types of vehicles. A %4- 
inch hex socket opening on one end cov- 
ers compact-car bleeder valves, while a 
%-inch hex on the other end is for stand- 
ard-size cars and trucks. This tool also 
has vent holes in each socket end, which 
permits bleeding the line without removal 
of the wrench from the bleeder valve. 
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What's Happening 
In Auto Shuffles 


(Continued from Page 1) 


and little could be gained by split- 
ting up the automotive divisions. 
* * * 
division is a fixture at Gen- 
eral Motors and the company 
has made no recent moves to in- 
dicate that it is planning a shuffle. 
However, the company does have 
the B-O-P Assembly Division which 
handles field assembly operations 
for the Buick, Oldsmobile and Pon- 
tiac divisions. 

While all five auto companies are 
in the same business, there are few 
similarities in the way each of the 
companies set up their forces to 
plan, make and sell autos. 

There is probably no right and 
no wrong way to set up an auto 
company, Each company’s pres- 
ent structure is the result of its 
history and development, the in- 

dividual problems it faces and 
the men it now has to fill the key 
posts. 

There are a few things that can 
be said about corporate structure 
that apply to all auto companies. 
All are publicly owned. The stock- 
holders are the seat of all power 
and they elect a board of directors 
to run the company. 

The board decides many ques- 
tions and elects the officers who are 
responsible for all other matters. 

x a” cd 

kp eres is one key difficulty in 

deciding who does what in a 
large company. Some decisions are 
made by committees of executives, 
some are made by two executives 
and some are made by one man. 
The decision of any Man or com- 
mittee is likely to be reviewed by 
some other man or group, so it is 
almost impossible to say where any 
one decision is made. 

Just below the board of directors, 
each auto company has a commit- 
tee or committees which acts on 
major matters when the board is 
not in session. The importance of 
the committees varies from com- 
pany to company. The committee is 
probably most important at GM be- 
cause of the company’s former ties 
with duPont, considered the father 
of the committee form of manage- 
ment. 

Under the board of directors 
and playing a key role both on 
the board and on the operating 
committees come the head men 
of the auto companies. AMC and 
Chrysler are run by one man who 
serves as chairman and president. 

Top billing is shared by two men, 
a chairman and a president, at GM 
and Ford. The chairman is the 
head man at S-P. Thus the five auto 
companies have worked out three 
different formulas on who will be 
head man. 

Moving from the head-man level 
down to those who are assigned 
the various individual responsibil- 
ities, the differences between the 
five auto companies become greater. 

* oe ” 
(URsaNG to GM, the company is 
headed by Frederic G. Donner, 
chairman and chief executive of- 
ficer, and John F. Gordon, presi- 
dent and chief operating officer. 

The titles would indicate that 
Donner handles matters of broad 
policy while Gordon directs day-to- 
day operations. In practice, both 
men work together on major mat- 
ters. 

Three powerful committees 
play a big role in deciding what 
GM will do. The Finance Com- 
mittee, consisting of part of the 
board of directors and with Don- 
ner as chairman, handles major 
financial questions and related 
matters. 

The Executive Committee, made 
up of directors and officers who 
are not directors and headed by 
Gordon, is in a position to run the 
company on a day-to-day basis 





serve on all three of the key com- 
mittees. 

Four executive vice-presidents 
stand a notch below the Donner- 
Gordon level. They are responsible 
for activities in fairly specialized 
areas. They are Louis C. Goad, 
Sherrod E. Skinner, Cyrus R. Os- 
born and George Russell. 

At this point, it might be well 
to note the difference between 
line and staff activities. The line- 
staff distinction goes back to 
military organization where the 
line shoots at the enemy and the 



















































staff provides the services that 
enable the line to fight. 

In business, line operations are 
generally considered those related 
to producing and selling the prod- 
uct. Staff personnel do not make 
or sell products but assist those 
who do. 

In practice, it is sometimes diffi- 
cult to say where the staff ends 
and the line begins. The line in an 
auto company might be thought of 
as running from styling and engi- 
neering, through manufacturing 
and assembly to the sales functions. 
This would put all other activities 
in the staff class, 

a * ag 
ye the auto companies fol- 
low this distinction between 
staff and line functions fairly well, 
there are some exceptions. For in- 
stance, many of the styling func- 
tions at Ford Motor Co, are han- 

dled by a staff ‘agency. 

GM has two of its executive vice- 
presidents in the staff area and two 


in the line area. Goad is in charge 
of eight corporate staffs. These 
staffs handle distribution, engineer- 
ing, personnel, manufacturing, re- 
search, styling and public relations. 
The eighth is Motors Holding Divi- 
sion, considered a unit of the cor- 
porate staff. 

(Despite their designations, these 
units are engaged in staff activities. 
The manufacturing staff, for in- 
stance, does not manufacture any- 
thing. It advises on manufacturing 
problems and handles purchasing 
and scheduling.) 

The other executive vice-presi- 
dent in a staff operation is Rus- 

sell who heads the financial staff. 

Osborn’s_ responsibilities are 
mainly in the nonautomotive but 
line areas of GM’s business, 

++ * + 

EPORTING to Osborn are the 

Allison (aircraft engines), De- 
troit Diesel (diesel engines) and 
Euclid (heavy machinery) divisions, 
the divisions in the Dayton area, 


TODAY 7 


the household appliance divisions 
and the Electromotive Division, and 
the Canadian and overseas opera- 
tions. 

Nelson C. Dezendorf is the group 
executive in charge of the Dayton, 
household appliance and Electro- 
motive divisions. Carl H. Kind] 
heads the Canadian and overseas 
operations. 

Skinner heads the operations 
which produce and sell cars and 
trucks in the United States. There 
are four groups of divisions 
which come under Skinner’s au- 
thority and report to him, 

1. One group consists of the car 
and truck divisions, At GM, these 
divisions have some voice in styl- 
ing, do some of their own manufac- 
turing and most of their own as- 
sembly work and handle all sales 
operations. 

* * oe 
a= is no one man in charge 
of all car and truck divisions. 
(Continued on Page 50, Col. 1) 





MODERN WAY... 
win PER-MAX 





when the board is out of session. 
* * + 

ORE detailed matters are han- 

dled by an Administration 
Committee, which is headed by 
Gordon:and consists of the four ex- 
ecutive vice-presidents, the group 
executives and the general man- 
agers of automotive divisions. Top 
officials of the company frequently 
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What's Result of Auto Shuffles 


(Continued from Page 49) 


Each division has its own general 
manager who reports directly to 
Skinner. 

2. The body and assembly divi- 
sions are directed by James E. 
Goodman. This group includes 
Fisher Body, Ternstedt and B-O-P 
assembly divisions. 

3. The accessory group is su- 
pervised by Roger M. Kyes, who 
like Goodman is designated vice- 
president and group executive. 
This group produces parts and 
accessories for automotive prod- 
ucts. 

4. The Defense Systems Division, 
a unit recently set up to compete 
for defense business, is also in 
Skinner’s area. 


and can draw on the resources of 
the GM staff. 

The corporation staff does most 
of the styling work for the divi- 
sion but the division’s engineers 
the car 


sign is ready for production, the 
parts must be secured, 

The division may make some of 
its own parts and may buy some 
from companies which are inde- 
pendent of GM. Kyes’ accessory 
group may also get orders for some 
of the parts. The Fisher Body Di- 
vision in Goodman’s group will pro- 
duce the body. 

* * * 
vss bodies and the parts are 
brought together. The division, 
most likely, will assemble the car. 


Henry M. Hogan, which reports 
directly to Donner. 

There is also the finance and in- 
surance group which includes Gen- 
eral Motors Acceptance Corp. These 
are subsidiaries which are set up 
as companies with officers of their 
own. They all report to Donner. 

~ * 


AT™ THE top, there are not many 
real differences between Ford 
and GM. Ford has a two-man top 
level—Chairman Henry Ford II and 
President Robert S. McNamara. 

Officers who are directors sit on 
an Executive Committee which 
handles important questions when 
the board is not in session. Key 
officers are members of the Admin- 
istration Committee which manages 
day-to-day operations of the com- 
pany. 


is the styling setup. William Clay 
Ford is vice-president for product 
planning and styling and heads ac- 
tivities on those two areas, 
* * o* 

a W. WALKER is styling 

director and a vice-president of 
the company. The product planning 


unit which is said to bring the 


wishes of the car-buying public to 
the attention of stylists and engi- 
neers is managed by Chalmers L. 
Goyert. 

While Walker and Goyert report 
to William Ford, they also work 
with the sales divisions—Ford and 


Lincoln-Mercury—to make sure 


that these divisions wil get prod- 
ucts that they can sell. 

A notch below the Ford-Mc- 
Namara level in the line organ- 
ization is James O. Wright, a cor- 
porate vice-president who directs 
the car and truck divisions. 

On Wright's level is John 8S. 
Bugas, head of international opera- 


tions; Irving Duffy, general prod- 


ucts group; C. H. Patterson, stamp- 


* * * 


gpa is the way a car division 

works in the GM setup: Of course, there are many func- 
The division is headed by a gen-| tions at General Motors which do 

eral manager who is likely to be a| not fit into the organization out- 

vice-president of the corporation.| lined so far. There is, for in- 


The ultimate responsibility—sales— 
rests with the division. 


The division has a staff of its own| stance, a legal staff, headed by Typical of the staff organizations 


ing and power train group, and the 


Ford has the usual array of 
defense products organization. 
* ot + 


corporate staff agencies, The 
heads of these units report to 
the chairman while the operating 
or line organizations report to 
McNamara, 


companies in that its production 
produces about half of its own steel, 








IN SOLID 
SALES 
FOR 10 
SOLID 
YEARS... 


GS solid reasons! 


dL... BMC opened the modern U.S. import 
market. Morris, Austin, Austin Healey and 
MG have been on the American market 
longer than any other group of imported 
cars. 


hh BMC is the world’s largest manufac- 
turer of sports cars and Britain’s largest pro- 
ducer of all types of cars. 


3. Americans have become familiar with 
what Britons knew for decades—fine crafts- 
manship and superb engineering are hall- 
marks of BMC. 


4. BMC maintains the largest parts in- 
ventories in the U.S. of any British car man- 
ufacturer. BMC has more U.S. warehousing 
and distribution facilities and more service 
training schools for U.S. dealer personnel. 


5. In addition to the world’s fastest selling 
sports cars, BMC makes economy cars, com- 
pacts, station wagons, luxury cars, commer- 
cial models. 


S. BMC cars avoid both extremes—that 
of never changing and that of changing for 
changing’s sake. BMC designs move for- 
ward naturally. 


Little wonder there’s big satisfaction in selling 


AUSTIN * AUSTIN HEALEY * MG* MORRIS 


for further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 


roe is unusual among auto 
is more integrated. The company 


even has ore boats which bring the 
iron ore from the mines and also 
produces glass. These basic manu- 
facturing operations are in Duffy’s 
group as is the tractor and farm 
implement business. 

‘ord has three automotive divi- 
sions which are under the direction 
of Wright. Lee A, Iacocca heads 
the Ford Division, Ben D, Mills is 
in charge of the other sales divi- 
sion—Lincoln-Mercury, and D. J. 
Bracken directs the automotive as- 
sembly operation. 

Taking the Ford Division as 
typical of the sales divisions, Ia- 
cocca has a fairly complete staff 
organization, handling such mat- 

ters as industrial relations and 
purchasing. 

M. S. McLaughlin is the number- 
two man in the sales setup with the 
title of general sales manager, The 
field sales force reports to Mc- 
Laughlin as does E, F. Laux, ve- 
hicle marketing manager. 

Laux is in charge of many of the 
sales functions including fleet sales, 
advertising, sales promotion and 
sales training for both cars and 
trucks. 

. * * 


AUX has two chief assistants. 

R, A. Godfrey is car marketing 

manager and Wilbur Chase is truck 
marketing manager. 

Another key official on Mc- 
Laughlin’s level at Ford Division 
is Hans A. Matthias, chief engi- 
neer who is tantamount to chief 
engineer for the entire company 
because he directs engineering for 
the Lincoln-Mercury products. 

On the same level are Will Scott, 
manager of product planning for 
the division, and Paul F. Lorenz, 
parts and service manager. 


+ * + 

A GIVEN car might follow this 
course through Ford Motor Co.: 
Styling and product planning are 
done at the staff level under the 
direction of William Clay Ford, 
Walker and Goyert; Duffy’s general 
products group produces some of 

the needed steel, glass and parts. 
Some of the steel is passed on 
to Patterson’s group where it is 
stamped into parts. This group 
also makes the power compo- 
nents, The parts produced so far 
plus those bought from outside 
companies go to Bracken’s as- 
sembly operation and then on to 
a sales division for sale to a deal- 


er. 

Ford, like GM, has a number of 
agencies which do not fit into the 
pattern already outlined. There are, 
of course, the finance and insurance 
subsidiaries. 

Ford has a dealer policy board 
headed by Benson Ford which re- 
ports to the board of directors, All 
factories have dealer policy units 
and most stay at arm’s length from 
the rest of the staff and line opera- 
tions to protect their impartiality. 

+ * * 


A UTBORITE at Chrysler flows 
from the board to L. L, Col- 
bert as chairman and president. 
E. C. Row as first vice-president is 
much like a chief operating officer 
because all operating officers report 
to him. 

The upper layer of management 
includes three key committees. The 
Finance Committee, consisting of 
part of the board and headed by 
Colbert, handles financial matters. 

There is an Administrative 
Committee, headed by Row and 
including most of the company’s 
chief officers, which sets long- 
term policies and goals, The third 
committee, the Operations Com- 
mittee, is headed by Colbert and 
consists of most of the top ex- 
ecutives, It runs the company on 
a day-to-day basis. 

As is often the case, the dealer 
relations operation functions on an 
independent basis at this level, It is 
headed by C. L. Jacobson, a cor- 
porate vice-president and director. 

* . * 
At CHRYSLER, the public rela- 
tions function is above and in- 
dependent of the line and staff 
functions. It is headed by J. A. 
Baubie, who reports to Row. 

The next level of Chrysler man- 
agement is a list of vice-presidents, 
some of whom direct staff func- 
tions and some of whom are line 
officers. Some who head more than 
one operation are designated group 
vice-president. 

On this level are Lynn A. 
Townsend, who heads interna- 
tional operations which include 
such things as Chrysler of Cana- 
da and U. S. sales of Simca ve- 

(Continued on Page 52, Col. 1) 
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Chrysler-Plymouth Tie Seen .. . 


DeSoto Death Termed 
Step in Consolidation 


(Continued from Page 1) 


a complete wholesale organization— 
a terrific expense. 

On a pro-rata basis (and 
Chrysler Corp. has become very 
conscious of pro-rata costs late- 
ly), this is termed a luxury the 
corporation can no longer afford. 
The makeup of the Chrysler- 

Imperial dealer organization is an- 
other argument in favor of a mer- 
ger. At the beginning of this year, 
about 80 percent of those dealers 
also handled Plymouth. 

Most of the others had Dodge 
along with Chrysler or Chrysler and 
Imperial. 

* * * 

F; PLYMOUTH and Chrysler-Im- 

perial were to merge, it would 
simplify operations for the dealers 
handling those lines. It would pre- 
sent no special problem for the 
Dodge-Chrysler outlets, for those 
dealers have long been accustomed 
to working with two divisions. 

Some observers contend that 
the birth of the Dart and the 
resultant splitup of the Dodge- 
Plymouth duals was the begin- 
ning of a long-range move to 
merge Plymouth and Chrysler- 
Imperial Divisions. 

DeSoto was merged with Plym- 
outh a week before the Dodge- 
Plymouth divorce was announced. 

Now DeSoto is gone, and the 
corporation’s major dualling setup 
involves Plymouth and Chrysler. 
Many automotive people feel that 
merging the divisions is a logical 
step. 
* * * 

VEN before DeSoto’s demise, 

many of its key dealers had 
added Chrysler to their showroom 
offerings. Only six dealers sold 
more than 100 DeSotos during the 
’60 model year. When the end came, 
1,649 dealers were moving about 
40 cars a day. 

An estimated 2,000 ’61 DeSotos 
were in dealers’ inventories when 
the car was dropped. 

Billboards advertising the car are 
being taken down, and the DeSoto 
exhibit at the Pittsburgh Automo- 
bile Show was closed the day of 
the factory’s announcement. The 
car will not appear in any future 
shows this season. 

Efforts to absorb DeSoto’s spot 
in the market will be made by 
Chrysler and Dodge. Chrysler an- 
nounced last week that December 
production schedules have been in- 
creased 6 percent. Dodge mentioned 
a 10 percent hike in Polara output. 

og ee + 

NLY nine of the nation’s 1,649 

DeSoto dealers were left with- 
out a “live” make in the showroom 
when the car was dropped. The 
other 1,640 handle at least one other 
Chrysler Corp. line. 

Some of the nine exclusives will 
be offered other Chrysler Corp. 
franchises. Some will be bought 
out and the points will be closed. 

The situation was similar to 
that of Edsel, which died a year 
ago. There were only two exclu- 
sive Edsel dealers when that 
make folded. 

Also like Edsel, DeSoto dealers 
and customers will participate in a 
rebate program. 

To help dealers clean out their 
stocks, Chrysler Corp. is paying a 

$300 rebate on ’61 and '60 DeSotos 
in dealers’ hands as of Nov. 18. The 
payment applies to all new models, 
including demonstrators. 
+ t om” 

WNERS of ’61 DeSotos purchas- 

ed prior to Nov. 18 have been 
notified that they will be entitled 
to a $300 rebate if they trade for a 
new '61 or '62 Chrysler Corp. car 
before Jan. 1, 1963. 

There have been reports that 
Chrysler igs planning to produce a 
Thunderbird-type car with the De- 
Soto nameplate, but a Plymouth Di- 
vision spokesman threw cold water 
on that idea. 

“If we should build a specialty- 
type sports car, it would not be 
called a DeSoto,” he said last 
week, 

He added: “What advantage 
would there be in putting the De- 
Soto name on a sports-type car? 
It's a completely different image. 


Also, the DeSoto name is a rather 
unhappy one right now. It has small 


value.” 
* * * 


HE death of DeSoto was not un- 
expected. The car had been in a 
sales coma for three years. In Sep- 
tember, only 1,243 new DeSotos were 
registered, the lowest monthly total 


in the make’s 32-year history. 


DeSoto’s high point was 1953 


when 122,000 cars were registered. 
The total dipped to 76,000 the fol- 
lowing year, but rebounded to 118,- 


000 in 1955 and stayed above 100,000 


in 1956 and 1957. 

Then came the beginning of the 
end, Registrations plunged to 47,- 
000 in recession-plagued 1958 and 
failed to come back the next year, 
slipping to 42,000. 


During the first nine months of 


this year, DeSoto registrations to- 
talled 19,491, a decline of 43 percent 
from the year-ago figure of 34,464. 
It was reported that only 4,000 
DeSotos had been projected for the 
61 model run, but from other 
sources came word that tooling for 
the ’62 model has been completed 
and that some work has been done 
on a ’63. The similarity between the 
DeSoto and Chrysler lines of the 
last two years might account for 
this. 
+ * * 
GALES difficulties pared DeSoto’s 
dealer organization from 2,454 
at the beginning of 1957 to 1,649 on 
Sept. 30 of this year. 


Of that number, 1,575 also han- 
dled Plymouth. There were 1,444 
DeSoto-Plymouth duals and 131 out- 
lets that had DeSoto, Plymouth and 
one or more other Chrysler Corp. 
lines. 

There also were 51 DeSoto- 
Dodge duals and nine DeSoto ex- 
clusives. 

Throughout its early history, De- 
Soto was noted for innovation. It 
often was a proving ground for new 
ideas at Chrysler Corp. 

The late Clarence E. Bleicher, De- 
Soto president from 1944 to 1952, 
foresaw trouble for this concept. 
After the war he speculated that 
there was a trend toward giving 
new things to a volume line of cars, 
instead of a more-expensive line, in 
order to get the cost down by 
spreading it over a greater number 
of units. 

* * * 

ESOTO was born in 1928, the 

same year as Plymouth. That 

also was the year that the growing 
Chrysler Corp. bought out the 
Dodge brothers. Walter P. Chrysler 
Saw an expanding market for a 
medium-priced car—at that time, 
less than $1,000. 

The first DeSoto, a 1929 model 
that appeared in 1928, was priced 
at $845. The car was named for 
Hernando deSoto, 16th Century 
Spanish explorer and discoverer 
of the Mississippi River. The 
name was picked because it sym- 
bolized “pioneering, travel and 
adventure.” 

Incidentally, there had been an 
earlier car of that name. It was the 
deSoto (small ‘“d”), introduced in 
1913 by deSoto Motor Car Co., 
Auburn, Ind. 

Before seeing even a prototype, 

+ bk & 


Remember the Airflow?7— 





500 prospective dealers took fran- 


chise options and paid their own — 


expenses to Detroit to see Chrysler's 
DeSoto. More than 95 percent of 
them signed franchises. 

od * * 


Tse first to sign, on July 14, © 
1928, was Hayden Automobile © 


Co., Stamford, Conn. Hayden stayed 


with DeSoto throughout the car’s © 


32-year life and was one of 22 
“charter” dealerships handling the 
line when the ’61 model was intro- 
duced. 

By the end of 1928, the dealer 
force had expanded to 1,500 and 
34,518 cars had been shipped. 
First-year sales totalled 81,065. 
DeSoto produced its two-millionth 
car in 1959, and more than a mil- 
lion of them are still on the road. 
DeSoto first shared production 

facilities with Plymouth, but it soon 
moved to Chrysler’s Jefferson Ave. 
plant in Detroit. In 1936, the divi- 
sion moved into its own facilities 
on Wyoming and Warren Aves. in 
Detroit and remained there 22 
years. 

With the ’59 model, production 
was transferred to the Jefferson 
plant, where Chrysler and Dodge 
Polara are assembled. 

* * * 
BpURiIne its lifetime, DeSoto 
earned a reputation for engi- 
neering innovations. In the early 
’30s, it offered an all-steel body and 
its first eight-cylinder engine. 

Next came “Floating Power” en- 
gine mountings, which reduced en- 
gine vibration. “Free Wheeling” 
and “Airwheel’” low-pressure tires 
followed. 

In 1934, the “Airflow” design 
was introduced. It was a great 
departure from the box-like bod- 
ies of the day, but it failed to win 
favorable public acceptance. One 
of its features was unit construc- 
tion. 

DeSoto put the gearshift lever on 
the steering column in 1939. The 
power-operated convertible top and 
electric windshield wipers followed. 

* ” * 


IVE men led DeSoto Division. 
J. E. Fields was its first presi- 
dent, and he was succeeded by 
Byron Foy, who held the reins from 
1929 to 1944. Clarence E. Bleicher 
led the division from 1944 to 1952. 
Next came L. Irving Woolson, 
1952-58, and James B. Wagstaff, 
1958-59. Woolson now is general 
manager of Chrysler’s Parts and 
Accessories Division, and Wag- 
staff heads the corporate sales 
staff. Both are vice-presidents. 
In May, 1959, DeSoto was merged 
with Plymouth Division under 
Harry E, Chesebrough. 


Cleveland Unit 


First and Last DeSotos— 


More than two million DeSotos were assembled during the car's 32-year lifetime, and 
about a million of them still are on the road. A side-by-side view of the first and the 





last models tells the story of automotive styling through the years. 





Dealer Forum By Robert M. Finlay 





(Continued from Page 3) 
like -selling cans of tomatoes. If| to increase profits is to sell more 


brand names have no significance, 
profits must become low because 
price becomes the major factor. 

He said that manufacturers 
have a price structure, but asked: 
Do dealers? Revenue, less ex- 
pense, equals gross margin, If 
gross margin is set by competi- 
tion and by overabundance of 
product, then all a dealer can do 


Starr Family Leaves 


Dealer Field in Decatur 


DECATUR, Ill.—The Starr era 
in auto selling here came to an end 
last week when W. E. Starr sold 
Starr Pontiac Co. to Carl C. Bard- 
ing, owner of Barding Buick-Pon- 
tiac in Clinton, Ill. 


Members of the Starr family have 
sold cars, buggies and bicycles here 
since 1856, They operated one of 
the first Ford agencies in Illinois 
until 1929, W. C, Starr, Inc., was 
Decatur’s Chrysler-Plymouth deal- 
ership for 25 years, changing over 
to Pontiac in 1958, 

W. E. Starr said he had no fu- 
ture plans beyond liquidating his 
present used-car stock. Barding has 
changed the name of the local 
Pontiac firm to Barding Pontiac, 
Inc., and put up his Clinton dealer- 
ship for sale, 


Chartered 


By Salesmen’s Guild 


(Continued from Page 6) 
the presidents of Ford, GM and | da officials have denied charges 


Chrysler Corp. 

Ford told the UAW president, 
“We do not believe that a general 
objective of acting in concert with 
the UAW, or with our competitors 
and the UAW, as you propose, is 
either sound or consistent with the 
position and function that each of 
us has in the American scheme of 
things.” 

Ford’s answer to Reuther was 
made in a letter from Kenneth D. 
Cassidy, Ford industrial relations 
vice-president. GM’s rejection also 
was made in a letter to Reuther, 
but its contents were not made pub- 
lic, Chrysler, too, is expected to 
turn down the proposal. 

In Toronto, Volkswagen of Cana- 





“Revolutionary, but . . ."" was the public's verdict on DeSoto's Airflow design which 
appeared in 1934. The car was a great departure from the box-like bodies of the day, 
but it failed to win favorable public acceptance. One of its features was unit con- 


struction. 


that the company has intimidated 
its employes to keep them from 
joining a union. 

The charges were made by the 
Ontario Federation of Labor fol- 
lowing an unsuccessful attempt by 
the UAW to organize some 400 em- 
ployes at the firm’s plant here. The 
company has been acquitted of six 
unfair labor practices filed by the 
union. 

“We leave it up to the good 
judgment of the public as to 
whether such statements should 
even be recognized,” Werner Jan- 
sen, VW of Canada managing di- 
rector, said, 

The VW Toronto operation in- 
cludes the head office for the Ca- 
nadian sales organization, parts 
depot and engine reconditioning 
plant. 


3 U.C. Dealers 
Indicted for Theft 


HOUSTON.—Three former used- 
car dealers have been indicted here 
on 15 charges of felony theft in- 
volving the sale of cars for which 
a finance company held the titles. 


Grand jury indictments have been 
returned against C. C. Cody, owner 
of Cody Motor Co.; Weldon A. 
Rhodes, owner of Rhodes Motor 
Co., and Ray Joseph, owner of Roy- 
al Motors, The three are charged 
with swindling Montgomery, Inc. 

Grafton Montgomery, coowner of 
the finance company, said he lost 
$46,000 in the alleged swindles over 
a period of three years, 





cars or decrease costs. 

If brands lose impact, what 
worth is brand-name loyalty or 
even a franchise? it wag asked. 
Doesn’t the merchandise become 
just another item of a full line or 
a@ cross line? 

+ 


Organization 


he THE field of employe relations, 
Prof. Trickett said that the base 
for good relations lies in clear or- 
ganization: 

1. Basic objectives of the organi- 
zation and its components must be 
clearly defined and understood, 

2. Work to be done by each—di- 
rected toward objectives. 

3. Must know organization ar- 
rangement. 

4. Span of control as short as 
possible. 

Dealers were urged to give au- 
thority or freedom to act as far 
down as possible; to give respon- 
sibility equal to accountability. 

Prof. Trickett suggested that 
dealers: 

1. Analyze their responsibility for 
the employe’s individual perform- 
ance, keeping in mind that the boss 
is the most important man, 

2. Ask why people work (to 
achieve self-fulfillment, to gain 
favorable recognition, to belong to 
something, security, dollars to live). 

3. Devise a plan to help each em- 
ploye in his performance improve- 
ment—discuss goals and results ex- 
pected; once a year discuss consid- 
erations in job adjustment. 


* * 


ERE are a few comments of 

those who attended the semi- 
nar: 

“I feel the greatest good de- 
rived from the Santa Clara sem- 
inar was the practical approach 
given to the so important a seg- 
ment of our national economy 
heretofore overlooked by our edu- 
cators. The research which they 
made into our industry and the 
answers to our problems were 
astounding. Dealers everywhere 
should solicit NADA help and put 
one on in every area.”—Les Vogel 
jr. San Francisco. 

“Santa Clara conference was out- 
standing in some sections. The 
labor-management discussion was 
outstanding. The economic lecture 
was excellent. The accounting por- 
tion was not up to expectation.”— 
Ross Fanning, Gresham, Ore. 

In a two-hour discussion period, 
the group spent most of its time 
on this question, offered by a 
dealer: 

“Our major operating problem 
seems to be to make gales of new 
vehicles without giving the dis- 
counts and over-allowanceg the 
public demands. With the keen 
competition in the automobile in- 
dustry, a new-car sale at full 
‘price-label’ price without a dis- 
count is indeed a rarity, We realize 
this problem is shared by the entire 
industry, and I would be greatly 
interested in knowing how other 
dealers are combating this situa- 
tion.” 





Pugmire L-M-Comet 
ATLANTA, — Pugmire Lincoln- 
Mercury, Inc., including Comet, has 
opened at 600 W. Peachtree as At- 
lanta’s first Comet outlet, John 
Pugmire is president and general 
manager. 
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ies Stand Now... 





What’s Result of Auto Shuffles 


(Continued from Page 50) 


hicles by non-Chrysler dealers; 
T. F. Morrow, defense and spe- 
cial products including the Chrys- 
ler missile operation; F. W. 
Misch, finance; R. P, Laughna, 
planning; John D, Leary, person- 
nel, and B, W. Bogan, who is in 
charge of operations in three 
areas which include quality con- 
trol and purchasing. 

The chief automotive line execu- 
tives on this level are R, S. Bright, 
E. C. Quinn and Paul C, Ackerman. 


* * * 


See, oversees planning of 
the product, assisted by Virgil 
M, Exner, director of styling, and 
A. G. Loofbourrow, director of en- 
gineering. 

Corporate organization charts are 
seldom neat even when they reflect 
a dynamic company, Chrysler's 
product planning setup is a good 
example. Ackerman is on the /Jine 
of chief executives of the com- 
pany and is a corporate vice-presi- 
dent and director. Two men report 
to him, Exner who is a vice-presi- 
dent and Loofbourrow who igs not. 

As a car moves from planning 
to production, it becomes the re- 
sponsibility of Bright who is in 
charge of all automotive manu- 
facturing operations, Under him 
come the power train group, 
stamping plants and the car and 
truck assembly operation. 

When vehicles are ready for sale, 
they become the responsibility of 
Quinn who igs vice-president in 
charge of the sales division. Under 
him are the three sales divisions, 
each headed by a general manager 
who is a corporate vice-president. 

The division heads are Harry E. 
Chesebrough at Plymouth, Byron 
J. Nichols at Dodge and Clare E. 
Briggs at Chrysler-Imperial, 

Also reporting to Quinn are L. L. 
Woolson, general manager of the 
Service Parts and Accessory Divi- 
sion, and R. E. Forbes, director of 
corporate advertising. U. S. sales 
of Simca vehicles by Chrysler deal- 
ers are also under Quinn’s wing. 

*~ cd * 

N CONSIDERING how a sales 

division does its job, Chese- 
brough’s Plymouth operation 
might be inspected. Chesebrough’s 





chief assistant is F. J. Suslavich, 
assistant general manager. 

The number-three man in the 
sales setup is the division’s gen- 
eral sales manager, R. C, McCur- 
ry. Then come W. H. Wilson, as- 
sistant general sales manager, 
and R, H. Mead, fleet sales man- 
ager. Then come the field sales 
officials in the various areas, re- 
gions, zones and cities. 

At McCurry’s level are a number 


of directors who manage specific) 
functions, Some of these men di-| 


rect such staff functions ag finance, 
public relations and personnel. 


rector of advertising and sales pro- 
motion; George J. Cutler, director 
of service, and Paul Herpolsheimer, 
director of dealer relations. 
++ ca * 
EORGE ROMNEY serves as 
chairman and president under 
the board at American Motors. The 
company has a 14-man Policy Com- 
mittee which acts when the board 
is not in session. 

Other key figures at the corpor- 
ate level are Edward L. Cushman, 
a corporate vice-president who di- 
rects a number of staff functions, 
and John W. Raisbeck, who serves 


More closely related to car re-| as Romney’s assistant. 
tailing are John C. Guenther, di- 





Deception Is Target tis 


The company has the usual 





Miami Adopts Ad Code 


(Continued from Page 6) 


address given in the copy at the 
time the advertisement appears and 
willingly sold. If a buyer to the 
advertisement is told that the car 
has been previously sold, proof of 
such sale shal] be available, on de- 
mand, to the Executive Secretary 
of the Greater Miami Automobile 
Dealers Assn. 

(c) PRICE ADVERTISING. 

Where price of a car is stated in 
an ad, the price stated shall be the 
complete sales price to the purchas- 
er for delivery in the Miami area, 
“Liberal allowance for your old 
car’ may be used. 

(d) All cars advertised for sale 
must be in operating condition 
unless otherwise plainly stated. 

(e) Any offer of a motor vehicle 
previously licensed, registered or 
used as a taxicab, police car and 
current model U-Drive-It or Long 
Term Lease cars, shall be clearly 
identified as such in advertising 


and a sticker stating the prior use! 


of the vehicle shall be affixed to the 
windshield of said vehicle, U-Drive- 
It and Long Term Lease automo- 
biles not current models are ex- 


SOUND DEADENERS 


SPECIALIZED CAULK EXTRUSIONS 


BODY SEALERS 


ADHESIVES 








empt, (Section 319.14, Florida Sta- 
tutes.) 

3. SPECIFIC NEW CAR AD- 
VERTISING, 

(a) DEMONSTRATOR. 

In advertising a car as a Dem- 
onstrator, such car must have been 
a new car used by the authorized 
dealer or his salesmen. 

(b) Cars advertised as “Execu- 
tives” or “Officials” must be cars 
used by bona fide executives or of- 
ficials. 

(c) “Brass Hat” or “Factory Ex- 
ecutive Cars” may not be adver- 
tised as new cars by dealers. 

4.GENERAL ADVERTISING 
PRACTICES. 

(a) Any offer made on a circular, 
post card or in a letter shall be a 
bona fide offer subject to the same 
rules set forth in these Standards 
for advertising published in news- 
papers and/or used in broadcast 
and telecast programs. 

(b) “Free” shall be used only to 
describe a gift or bonus offer when 
the price does not include all or 
any portion of the cost of the so- 
called gift. 

(c) “WHOLESALE”—“AT COST” 

“BELOW COST” “FLEET 
PRICE.” 

“Wholesale”’—“At Cost” if used 
by the Dealer in selling new cars 
means that the Dealer will sell the 
new car at his invoice price. “Below 
Cost” means the Dealer will sell the 
car below his actual cost. If needed, 


invoices should be shown to the} 


Executive Secretary of the Greater 
Miami Automobile Dealers Assn, 
Dealer must sell a new car ad- 
vertised at “Fleet Price” at the 
same price he sells new cars to 
Fleet Companies. Upon question- 
ing he should show sales records 
to the Executive Secretary of the 
Greater Miami Automobile Deal- 
ers Assn, 
(d) “Free Trial,” “Free Driving 
(Continued on Page 53, Col, 3) 


Hawaii Chooses 


First NADA Rep 


WASHINGTON, — George W. 
Murphy, Honolulu General Motors 
dealer, has been elected the first 
representative of the 50th state to 
the board of di- 
rectors of the Na- 
tional Automobile 
Dealers Assn. His 
three-year term 
begins in Janu- 
ary, 1961. Hereto- 
fore, Hawaii was 
always represent- 
ed by the NADA 
director for 
Southern Califor- 
nia. 

Murphy, presi- G,. W. Murphy 
dent of Aloha Motors division of 
Murphy Motors, Inc., and of Mur- 
phy Oldsmobile, Ltd., started in the 
auto business with his father as a 
boy in Canada. He continued his 
automotive career in California be- 
fore going to Hawaii in 1931 where 
he worked as a salesman, used-car 
manager, sales manager and finally 
general manager of Universal Mo- 
tors. 

In 1938, Murphy acquired the 
Oldsmobile and GMC franchises, 
and two years later purchased 
Aloha Motors (Chevrolet). 








corporate staff and a Special 

Products Division, headed by 
Joseph Eskridge, which makes 

defense equipment. The company 
has two major divisions—automo- 

tive and appliance, 

B. A. Chapman, with the title of 
executive vice-president, heads the 
appliance operation with the aid of 
Homer L, Travis, sales vice-presi- 
dent. 

+ * * 
OY D. CHAPIN JR, holds the 
comparable job in the Automo- 
tive Division, Both divisions have 
committees which consider major 
decisions, The Automotive Division 
has a six-man Control Committee 
which operates mainly in produc- 
tion and sales areas and a nine- 
man Product Committee which 
handles product questions such as 

styling and engineering. 

Chapin has two chief assistants: 
Roy Abernethy, vice-president for 
automotive distribution and mar- 
keting, and E. W. Bernitt, vice- 
president for automotive opera- 
tions. 

Abernethy’s forces take the fin- 
ished car at the assembly plant 
and handle all marketing duties. 
Abernethy has a large number of 
assistants reporting to him, in- 
cluding Fred W. Adams, who 
serves as sales manager and di- 
rects the field sales force. Under 
Adams are E. B. Brogan, adver- 
tising manager, and J, H. Mc- 
Guckin, merchandising manager. 

On or near Adams’ level and re- 

porting to Abernethy are V. E. 
Boyd, director of sales operations 
(mainly the administrative duties 
in the marketing area); Harry E. 
CardozZe jr., used-car manager; 
C, M. Tillinghast, service manager; 
John §S. Krider, general parts and 
accessories merchandising man- 
ager, and G. B. Stone jr., dealer 
capital investment manager. 

Bernitt’s automotive operations 
group does everything from design- 
ing cars to assembling them. His 
chief assistants include E, E. An- 
derson, director of styling; Ralph 
Isbrandt, director of engineering 
and research, and Joseph W. Muel- 
ler, manufacturing manager. 

. * * 

HE number-one officer at Stude- 

baker-Packard is Clarence 
Francis, chairman of the board and 
chief executive officer. While Fran- 
cis takes overall charge Of the 
company, he is particularly active 
in S-P’s acquisition program. 

The company has the usual cor- 
porate equipment at the top—an 
Executive Committee of the board 
and an Administration Committee 
plus staff agencies. A staff group 
directed by W. D. Mewhart han- 
dles the details of the acquisition 
program. 

At this point on the chart of 
organization, S-P operations split 
into two channels—the Automo- 
tive Division which handles all 
car and truck business and the 
group of companies acquired in 
S-P’s diversification program, 

The acquired companies are con- 
sidered to be five divisions of S-P 
but each one is set up like an in- 
dividual company. Harold E. 
Churchill, who headed S-P for a 
time, now receives the reports of 
the acquired companies and still 
carries the title of president, 

* ok 7 

LL car and truck activities fall 

under A, J. Porta, executive 
vice-president and general manager 
of the Automotive Division, The di- 
vision has its own staff agencies 
plus styling, engineering, manufac- 


Mass. Reduces 


Excise Valuation 


BOSTON.—Massachusetts motor- 
ists will save more than $4 million 
in auto excise taxes next year. Gov. 
Foster Furcolo hag signed a bill 
which places a ceiling of $66 per 
$1,000 of valuation on the motor 
excise rate. 

Enactment was applauded by the 
Massachusetts division of the 
American Automobile Assn, Robert 
S. Kretschman, executive secretary, 
had predicted an excise rate in ex- 
cess of $70 for 1961. 

“In holding down this skyrocket- 
ing tax rate, a great step forward 
had been made,” he said, The rate 
is arrived at by computing. the 
average real estate tax levy for the 
preceeding three years. 


turing and sales departments and 
controls Mercedes-Benz Sales, Inc. 
The latter is a wholly owned sub- 
sidiary which markets Mercedes 
and Auto Union-DKW vehicles. 


Randall D. Faurot heads the 
styling operation with Robert 
Andrews in charge of advance 
styling. E. J. Hardig controls en- 
gineering and the manufacturing 
operations are directed by A. D. 
Whitmer. 

L, E. Minkel, vice-president for 
marketing, heads the sales force. 
He reports to Porta as do Faurot, 
Hardig and Whitmer. The latter 
three are all vice-presidents. 

Under Minkel, Sydney A. Skill- 
man heads sales of S-P cars and 
trucks in the U. S, Skillman is a 
vice-president of the corporation 
and carries the title of general sales 
manager. The field sales staff, sales 
officials in the South Bend head- 
quarters and the fleet sales depart- 
ment are directed by Skillman, 

* * * 
R, WEAVER, a vice-president, 

* is in charge of the export de- 
partment and reports to Minkel. 
He directs foreign sales of S-P 
products and the company’s foreign 
licensees, The Canadian and Mexi- 
can operations are independent and 
report directly to Porta. 

Another operation reporting to 
Minkel is the parts and service de- 
partment, headed by R. B. Bender. 
Bender’s organization handles parts 
j}and service problems for Stude- 
baker-Packard, Mercedes and Auto 
Union-DKW vehicles across the na- 
tion. 

The Mercedes and Auto Union- 
DKW lines have a sales organ- 
ization in Mercedes-Benz Sales 
which is separate from the S-P 
sales organization. 

M-B Sales is set up as an indi- 
vidual company with Lon A. Fleen- 
er as president. He reports to Porta. 
F,. L, Armstrong is administrative 
vice-president, J. Bruce McWilliams 
is a vice-president and is in charge 
of Mercedes sales, and Gordon Mil- 
ler is sales manager for the Auto 
Union-DKW line. 


Ready Made Auto Headlinings 


Send samples you want matched. 
meres, of factory —ot geen. 
A repai r 

COLOR $10.50 c.0.D. 

ANY CAR or STATION WAGON 
Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 








DEFIANCE: OHIO 


TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
truck registrations tells 
owner name, address, 
make, number cylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of 
California, 523 E. 14th IAS 
Street, Oakland 6, Calif. 











Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath 
letic events, parties. Visible for miles as 
adv, for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
ulne neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102 Main St., Greenport, N.Y. 
A RRS oe ENR RN ao Sa Se 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 
Week 





Week 


Ended Same Ended Output, To To 
Nov. 26, Week, Nov. 19, Nov., Nov. 28, Nov. 26, 
1960 1959* 1960* ToDate 1 1 

AMERICAN MOTORS 
TRO» visas cenistsstesosesess 357,422 436,467 
CHECKER MOTORS 373 4,461 6,441 
CHRYSLER CORP. 64,770 676,209 960,350 
Chrysler Division 7,983 82,376 93,875 
Chrysler ................... 6,399 718,556 
Hamper aad 0... .....0.005050 1,584 18,792 15,319 
Dodge Division 24,995 173,876 393,714 
Dart-Polara 17,702 173,876 347,360 
UNO Sid ievsstiniwtinccaccte SS. Apiishebe 46,354 
Plymouth Division 31,792 419,957 472,761 
BOD Sn iiktsssscbysckcisivcde 907 «=: 39,349 =: 19,364 
Plymouth. .................. 19,973 no 234,813 
Valiant ........... 10,912 218,584 
FORD MOTOR** 144,177 anaes 1,722,300 
Ford Division 111,460 1,375,657 1,375,624 
UN Stsacccernsevestetsiegs 34,527 61,546 464,964 
Ford (Std.) 71,046 1,245,854 832,635 
Thunderbird 5,887 68,257 78,025 
L-M Division 32,717 166,250 346,676 
DS Cietatecncceceads AVES > idee 183,589 
Lincoln. .................... 1,742 26,469 15,935 
ROR ORIG i dicsinssssccccnie 13,920 189,781 147,152 
GENERAL MOTORS 270,965 2,342,186 2,877,105 
Buick Division 34,635 209,201 271,685 
Buick (Std.) 23,853 209,201 245,087 
TOE ssn cisieesincidsintys Ge. csteiceass 26,598 
CHI. shendcicns. dissrternitions 12,111 126,651 142,762 
Chevrolet Division .... 38,500 __.......... 43,860 151,626 1,309,061 1,699,565 
Corvahr oo... ape 6,796 22,769 57,013 229,778 
Chevrolet (Std.) .... 32,400 _.......... 37,064 128,857 1,252,048 1,469,787 
Oldsmobile Division .. 9,330 _.......... 10,558 37,143 337,120 360,290 
I. sisudnsdty cndecuntignignricks TAM osckvsceve 2,737 9,880 oo. 28,270 
Oldsmobile (Std.) .. 7,140 ........... 7,821 27,263 337,120 332,020 
Pontiac Division. ........ GO aucbssssee 10,337 35,450 360,153 402,803 
Pontiac (Std.) ........ 6,100 __.......... 7,006 24,070 360,153 385,836 
Tempest ..............00 ee ee 6208. -41800- | ~ vcnin 16,967 

S-P CORP. 

Studebaker .................. 1,638 2,044 1,825 1,273 138,961 99,228 





Total Cars, U. S.** . 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





Week Week dan. 1 dan, 1 
Ended Same Ended Output, To To 
Nov. 26, Week, Nov. 19, Nov., Nov. 28, Nov. 26, 
1960 1959* 1960* 1959* 1960 
CHEVROLET ................. Be ancmtacns 7,516 27,655 305,243 361,063 
DIAMOND T ..}...........0.. 30 96 81 80 5,092 2,359 
SEER». cstsksintusensusoicebctioei 60 61 37 166 3,186 3,197 
SET: vcssconsincsscdicesspanvente: Si@MAiK | 2 apaeia 1,637 3,573 66,554 64,886 
a ibnaiandvlecksuilesnansh@ubigh 7,680 3,452 8,243 24,564 304,250 301,357 
ated 1,200 175 1,496 5,665 71,250 95,651 
INTERNATIONAL jee 572 1,920 824 4,819 132,446 111,171 
I Al iS cabal sanhhas sias Aplin y. sepeiaaitl 183 277 768 15,829 13,381 
STUDEBAKER .............. ak > - i niowake 189 824 10,695 11,896 
MIEN Soesesiantedsichest soveses sees 175 53 249 875 18,216 14,406 
III sits itis snappexestpens 1,050 3,331 1,657 5,820 104,850 114,923 
MISCELLANEOUS ...... 70 38 90 322 4,036 4,231 
Total Trucks, U. S. 16,391 9,309 22,246 75,131 1,041,647 1,098,521 
Total Cars, Trucks, 
BPI ccnssstacticesetesstchonors 133,917 56,145 172,112 596,045 6,132,470 7,200,412 
Total Cars, Trucks 
ical scekktpisonege 8,300 3,976 71,837 29,729 338,786 356,260 
Grand Total, 
Cars and Trucks 


U. S. and Canada... 142,217 
*Revised. 





Braden Foresees Expansion 


Of Sports-Car Demand 


(Continued from Page 8) 


usefulness. He said that production | anyone able to pay for the automo- 


of the 300 series this year will total 
about 2,000, the biggest output since 
1957. 

Walker Way, general manager 
of Chrysler Manhattan, sells by 
far the largest number of 300s of 
any Chrysler dealer in the United 
States. Approximately 18 percent 
of the 300 production is sold in 
this area, and it is reliably esti- 
mated by a Chrysler official that 
Way sells about 15 percent of 
this total, 

According to Way, when the first 
300 was introduced the sports car 
driver was its most enthusiastic 
proponent. 

“We found that almost all of our 
300 sales were being made to the 
Sports car crowd, who loved its 
performance, and found that they 
enjoyed the feel of a big car, with 
all of the reliability and perform- 
ance built into the 300,” he noted. 

As time moved on, however, Way 
stated: “We found that more and 
more people in the professional and 
managerial categories were show- 
ing an interest in the 300, Not only 
that, but they were buying it.” 

Today, according to Way, almost 





...117,526 46,836 149,866 





60,121 179,949 625,774 6,471,256 7,556,672 








520,914 5,090,823 6,101,891 








bile is a’ prospect. 

“We even find that women have 
become increasingly interested in 
the 300, as a kind of personal type 
of transportation,” he said. “We 
have been having great success 
with them lately.” 

Word of mouth, plus newspaper 
advertising and sales promotion 
in the dealership are credited 
with the success of the sales ef- 
fort behind the 300 at Chrysler 
Manhattan by Way. 

“We have no startling techniques 
that we use,” he said, “and no 

secret weapons in the sale of this 
vehicle. We give demonstrations 
and even allow prospects to take 
one home for a weekend, when we 
know they are giving serious con- 
sideration to a purchase. 

“In addition to which, we give 
the very best kind of service we 
can, knowing. how important this 
is to subsequent sales to friends 
and business acquaintances of the 
owner, Our techniques are the 
standard ones, but they do work.” 

Amorig 300 buyers have been Gov. 
Nelson Rockefeller of New York 
State. 















last week, compared with 2.8 per- 
cent on 4,212 units the previous 


week. 

A BREAKDOWN of production 
operations on a corporate and 

divisional basis showed: 

General Motors, with Chevro- 
let, Buick, Oldsmobile and Pon- 
tiac working Saturday to make 
up for losses sustained through 
Thanksgiving Day shutdowns, 
turned out 68,678 cars last week, 
— with 76,963 a week ear- 

r. 

Chevrolet, with seven of its 
standard-size car assembly plants 
working five days, built an estimat- 
ed 32,400 “big” cars last week, com- 
pared with 37,064 standard models 
the previous week 

Chevrolet’s compact-car lines 
worked four days at Oakland, 
Calif., and five days at Willow Run 
to give its Corvair lines a total of 
6,100 assemblies last week. A week 
earlier, Corvair turned out 6,796 
units for its best showing of the 
current model year. 

Among the other GM divisions, 
Buick, working five days at Flint, 
turned out 6,284 standards and 
2,876 Specials last week, compared 
with 6,062 standards and 2,780 Spe- 
cials a week earlier; Cadillac, work- 
ing four days, dropped from 3,366 
to 2,688; Oldsmobile turned out 
2,190 F-85s and 7,140 standard-sized 
cars last week, compared with 2,737 
F-85s and 7,821 standards a week 
earlier, and Pontiac, working five 
days at its “home” plant, turned 
out 6,100 standards and 2,900 Tem- 
pests last week, as compared with 
7,006 standards and 3,331 Tempests 
rolled from its assembly lines the 
previous week. 

* 


* * 

c= output at Ford Motor Co. 
declined from 40,411 a week 

earlier to an estimated 30,650 last 

week as both Ford and Lincoln- 


6-Millionth Auto Built .. . 


Car Output 117,000 
For Holiday Week 


(Continued from Page 1) 


Mercury Divisions invoked stagger- 
ed schedules—some plants down 
Thursday and Friday, but working 
and 
Saturday, and others working only 


Saturday, some down Thursday 


three days. 
Ford Division turned out 14,400 


L-M showed an increase from 
478 to 600 assemblies at its Lincoln 
plant in Wixom, Mich., but de- 
clined from the previous week in 


its Comet and Mercury lines. 
Comet, which worked only its San 


Jose lines five days, declined from 
4,264 to 4,175, and Mercury, with 
only its Los Angeles plant working 
dipped from 3,973 to 


four days, 
1,525. 
* - * 


YSLER CORP., with two of 


its plants down the entire week 
and only one plant working as 
much as four days, declined from 
20,022 assemblies the previous week 
to an estimated 10,050 last week. 
The corporation’s plants in 
Hamtramck, Mich. and St, Louis 
were down the entire week; De- 
Soto-Chrysler- Polara plant 
in Detroit worked four days, and 
its Plymouth-Detroit, Newark 
(Del.), Los Angeles and Imperial- 


Hudiburg Adds Plymouth, 
Drops Renault and Fiat 

OKLAHOMA CITY.—Paul Hudi- 
burg has dropped Renault and Fiat 
and has opened Plymouth-Valiant 
Center, 2815 N. May Ave, 

Hudiburg also operates Hudiburg 
Chevrolet Co. here. 
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Detroit plants worked only three 


The result was that Plymouth 
was dipped from 5,423 to 4,700 as- 
semblies; Dodge Dart-Polara de- 
clined from 6,215 to 1,600; Chrysler 
dropped from 1,770 to 1,500; Valiant 
was off from 4,247 to 1,000; Lancer 
fell from 1,756 to 800; Imperial was 
off from 368 to 250, and DeSoto, in 
possibly its last week of production, 
declined from 263 to 200, 

Some improvement in Chrysler 
Division output forecast for m- 
ber with the announcement that 
production schedules for Chrysler 
Newport, New Yorker and Windsor 
cars will be increased by 6 percent. 
A 10 percent increase in output of 
the Dodge Polara also wag planned. 


a ow: working only 

days, turned out 1,638 

ca and Hawks last week, com- 

pared with 1,825 of the two lines 

produced a week earlier. 
Studebaker 


production will be 
cut back in December adjust 
output to field it was 


American Motors, also working 
three days, turned out 6,410 Ram- 
blers last week, compared with 
10,532 units rolled from its Kenosha 
assembly lines a week earlier, 

Checker Motors, working four 
days, turned out an estimated 100 
cars last week, compared with 113 
the previous week, when it worked 
five days. 

* * * 

((OMMERCIAL-CAR output, with 

most makers on either three or 
four-day schedules, turned out an 
estimated 16,391 trucks last week, 
compared with 22,246 a week ear- 
lier. Last week’s output compared 
with the 9,309 trucks turned out 
during the week ended Nov, 28 a 
year ago. 

Sizable gains in both car and 
truck output at Ford Motor ~ 
helped send Canadian output to 
its highest level of the current 
model run. 

The five Canadian auto makers 
turned out an estimated 7,160 cars 
and 1,140 trucks last week, com- 
pared with 6,819 cars and 1,018 
trucks the previous week . 

Last week’s Canadian output 
compared with the 3,976 cars and 
trucks built during the week ended 
Nov. 28 last year. 





Miami Adopts Code of Ad Ethics 


(Continued from Page 52) 


Trial’ or statements of similar im- 
port shall not be used if the cus- 
tomer is required to make a down- 
payment, or trade in an old car, 
and/or sign an obligation to pay 
any money or trade in a car, or is 
restricted in any way, including 
depositing the title to his car. 

(e) “For Unpaid Balance” or 
“For Balance Due” shall not be 
used in connection with an adver- 
tised offer to sell a used car by the 
dealer or financing agency unless 
such balance actually is due as 
evidenced by possession of the pur- 
chaser’s unpaid note or notes. 
Proof of the claim shall be avail- 
able upon demand. 

(f) “AS LOW AS.” Such state- 
ments as “As Low As,” “From,” 
etc., shall not be used in connec- 
tion with a price unless a car or 
cars are available in each of the 
years, makes, models and types 
named in conjunction with the “As 
Low As” price quoted. 

(g) Where a picture showing a 
car is accompanied with a state- 
ment of price, the amount stated 
shall be the actual selling price 
of the car shown in the picture 
unless otherwise clearly and con- 
spicuously stated. 

5. USED CARS. 

(a) If a group of cars are adver- 
tised at a range of prices, the num- 
ber of cars of each make as well 
as the range of prices for each 
make shall be stated. Examples: 
“16 Chevrolets, 1954 to 1958 , . . $450 
to $1,800.” “5 Buicks, 1956 to 1958 
models . . . $1,150 to $1,750,” 

(b) Cars shall not be advertised 
as “repossessed” unless they are 
bona fide repossessions for failure 
to adhere to the terms of the pur- 
chase contract. Proof of actual re- 
possession shall be available to the 
Executive Secretary of the Greater 
Miami Automobile Dealers Assn. 

6. TERMS AND FINANCING. 

(a) DOWNPAYMENT. 

Any advertising stating the 
amount of the downpayment re- 





quired must be the downpayment 
that the dealer will accept to sell 
the car. 

(b) MONTHLY OR WEEKLY 
PAYMENTS. 

Any advertising stating an 
amount as monthly or weekly 
payments which may be made for 
the purchase of a car, such ad 
must clearly and conspicuously 
state the amount of downpay- 
ment necessary, the number of 
months or weeks that such pay- 
ments must be made and the 
monthly and weekly payments 
should state if the finance and in- 
surance charges are included. If 
not included, the ad should so 
state. 

(c) BANK FINANCING. 


In advertising, this term shall 


Light Testers 


6-Nation Team Spends 


Week in Arizona 


PHOENIX.—A six-nation team 
of automotive lighting experts has 
come here to test turn signals, tail- 
lights and braking lights. The 
group studied the daytime visibility 
of various types of automotive sig- 
nal lights—and the brighter the sun 
the better they like it. 

The week-long series of tests 
was part of an international pro- 
gram for continuing motor vehicle 
lighting progress. Culminating ear- 
lier studies conducted here and in 
Europe, the current tests compared 
the effective performance of lamps 
operating in intense sunlight, dusk 
and darkness. 

The testing program covered sev- 
eral systems of turn signals, tail 
lamps and brake lamps, varying in 
size, color and candlepower, 

Represented in the 50-man group 
were vehicle manufacturers, auto- 
motive lamp makers and trade and 
government agencies from the 
United States, Belgium, France, 
Germany, Italy and England, 


mean that the dealer hag bank fi- 
nancing available. 

(d) “We Do Our Own Financing” 
shall be used only if the installment 
notes will be held by the advertiser. 

7. ITEMIZATION OF COSTS IN 
INSTALLMENT SALES. 

In the installment sale of any 
motor vehicle, the dealer shall, be- 
fore the consummation of the sale, 
furnish the buyer with a written 
itemization separately disclosing 
the finance charge, insurance costs, 
and other charges which are to be 
paid by the purchaser. The specific 
procedures to be followed by the 
dealer in this respect shall be i 
accordance with the Florida Motor 
Vehicle Sales Finance Act ag pro- 
mulgated on Oct. 1, 1957, 

8. GUARANTEE AND WAR- 
RANTY. 


(a) When such words as 

“Guarantee,” “Warranty” or 
other terms implying protection 
are used in advertising, explana- 
tions shall be given in clear and 
concise language as to the time 
and extent of coverage of such 
guarantee or protection, The Pur- 
chaser shall be provided with a 
written document stating the 
specific terms and extent of cov- 
erage of the Guarantee or War- 
ranty. 
(b) MONEY BACK GUARAN- 
TEE shall mean that upon request 
by the purchaser, the transaction 
will be cancelled, any money that 
has been paid will be refunded 
and/or any traded in car shall be 
returned or the full allowance for 
the traded in car to be paid to the 
purchaser, The specific period of 
time that such guarantee is effec- 
tive must be stated. 

9. LIQUIDATION OR QUIT- 
TING BUSINESS. 

(a) “Liquidation Sale” or “Liq- 
uidation” or “Going Out of Busi- 
ness” shall not be used unless in 
truth and in fact the advertiser is 
going out of business and the date 
thereof must be stated and a license 
covering such a sale must be se- 
cured. 
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the Kickbacks . 





AUTOMOTIVE NEWS, NOVEMBER 28, 1960 


Dealer-Lender Ties 
Under Fire in S. C. 


By L. D. Bray 
Staff Correspondent 

COLUMBIA, S. C.—The relation- 
ship between auto dealers and fi- 
nancing companies is being probed 
by a state legislative committee. 

‘Committee members are asking 
searching questions about the re- 
bates dealers receive from financing 
companies and the sliding scale of 
interest rates. 

“The truth is that Joe Doakes 
doesn’t know what interest rate 
he is going to get when he goes 
to buy an automobile,” B. O. 
Thomason, a member of the 
Greenville County legislative dele- 
gation, declared. 

Representative William Wilson, of 
Camden, another committee mem- 
ber, said he doubts “the average 
member of the public realizes the 
dealer is getting something back 
from the finance company” in addi- 
tion to the profit from the sale of 
the car. 

However, spokesmen for dealers 





Obituaries 


Fred Dart, 88, Early 


Hartford Dealer 


HARTFORD.—Frederick Warner 
Dart, 88, a pioneer of automobile 
sales in Connecticut, died Nov. 16. 
After trying to produce a single- 
cylinder car in New Haven, which 
failed, he opened the Palace Ga- 
rage on Trumbull St. in Hartford. 
Opened in the heyday of electric 
cars, it was crowded every night 
with the electrics being recharged. 


Mr. Dart organized the Hartford 
Auto Dealers Assn., the Connecti- 
cut Automobile Dealers Assn, and 
the Hartford Automobile Club. He 
promoted the first auto show in 
Parsons Theater showing the 
Thomas Flyer, the first car that 
went around the world on its own 
power. Then he staged two auto- 
mobile shows in his garage and one 
in a public hall. 

The first cars Mr. Dart sold were 
the Sturdy Northern, or Autocar, 
the Palace Flyer, Locomobile, 
Haines, Rickenbacker, Pope-Hart- 
ford, Pope-Waverly, the Pope-Trib- 
une, Willys-Knight, Overland and 
Auburn, 





* cd * 


Alfred T, Howes 
KEENE, N. H.—Alfred T, Howes, 51, 
president and treasurer of A, T. Howes, 
Inc., automobile dealer in this city, died 
at the Eastern Maine General Hospital in 
Bangor, Me., Nov, 11. He was stricken 
with a heart attack while on his way to 

New Brunswick for a fishing trip. 

* * * 


W. Durell 

JACKSONVILLE, Fila. — Harry Wagner 
Durell, 63, branch manager here for Gen- 
eral Motors Acceptance Corp., died Nov. 
16 at a local hospital after an illness of 
several months, A native of Philadelphia, 
Mr. Durell came here from Tampa, where 
he held a similar position for seven years. 
He had been with GMAC since 1926, 

* * * 


William C. Rogers 
BISHOPVILLE, 8. C.—William C, Rog- 
ers, 63, who was co-owner of Rogers Motor 
Co, (Buick) here until ill health forced 
his retirement from business, died Nov. 16. 
4 * 


Willard G. Burt 

TOLEDO.—Willard G, (Cy) Burt, 54, 
credit manager of Willys-Overland Export 
Corp., died suddenly Nov. 16 at the Wil- 
lys export sales offices in Zug, Switzerland. 
Mr. Burt entered the automobile business 
with Chrysler Export Corp. in Detroit in 
1934, and joined Kaiser-Frazer Export 
Corp. in 1947 as credit manager. He moved 
to Toledo in 1953 as export credit manager 
when Kaiser and Willys automotive inter- 


ests were consolidated. 
+ a * 


Robert A. Powers 
GRANBY, Conn.—Robert A. Powers, 69, 


president of Powers Chevrolet, Inc., died 
Nov. 14. He was a member of the Con- 
necticut Automobile Dealers Assn, 

Eg 


Clare W. Vandecar 
GRAND RAPIDS, Mich.-—-Clare W, Van- 
decar, 62, former Dodge-Plymouth dealer, 
died at his home of a heart attack, He sold 
his dealership in 1942 and has been a rep- 
resentative in the metals industry since. 
cm 


* * 
Lou Pastor 
PHILADELPHIA,—Lou Pastor, 44, pres- 
ident of Woodbine Motors (Studebaker), 
died Nov, 12. 
* * * 
Charles W. Verkler 
PEORIA, Ill.—Charles W, Verkler, 65, 


vice-president of Verkler-Peyer Co., is 
dead, He had been a director of the Iili- 
nois Automobile Dealers Assn. and was a 
member of the Peoria Automotive Dealers 
Assn. 


and finance companies insisted no 
regulations are needed in South 
Carolina like those that govern auto 
financing in many other states. 


“The public in South Carolina is 
indeed fortunate in the caliber of 
its automobile dealers,” said Ed 
Latimer, of Charlotte, N. C., presi- 
dent of American Discount Corp. 


“That has a lot to do with the 
absence of abuses in this state 
and throughout the southeast.” 


Latimer went on to say that any 
law preventing dealer rebates would 
depress automobile sales and run 
up the price of cars because this 
so-called “dealer reserve” is used 
as a cushion against repossessions 
and in giving dealers greater bar- 
gaining leeway with customers. 


Arthur K. Pringle, Columbia man- 
ager of General Motors Acceptance 
Corp., commented: “Competition 
among finance companies effective- 
ly prevents unscrupulous lending 
operations.” 

Alan Lerner, a New York attor- 
ney specializing in regulator legisla- 
tion for Universal CIT, urged the 
committee not to seek regulative 
laws unless “you find a real need 
for it.” 

Lerner added, “Unnecessary 
legislation already has brought 
too much bureaucratic restric- 
tion in this county.” 

A spokesman said the legislative 
committee learned that banks as 
well as finance companies give 
dealers rebates and that kickbacks 
apply to the financing of boats, ap- 
pliances, and mobile homes, as well 
as to auto sales. 

One observer here commented: 
“The word ‘interest’ has become a 
wry joke with committee members 
during four days of hearings which 
have delved into all phases of con- 
sumer financing, including depart- 
ment store sales, home loans and 
the ‘hip-pocket’ lenders, 

“None of the score or more credit 
officials who have appeared before 
the committee has conceded that 
the difference between cash price 
and credit price is interest—which 
igs to some extent regulated in ex- 
isting state usury laws. 

“They have insisted that the price 
differential is a finance charge, 
carrying charge, service charge or 
simply an ‘add’ to the cash price.” 

“Interest is a dirty word,” re- 
marked Carlisle Bean, of Spartan- 
burg, a member of the committee. 
Assistant Attorney-General James 
S. Verner commented: “We're deal- 
ing with real money here,” making 
the observation just before the in- 
vestigating committee turned its 
attention to auto financing. 
Verner, the committee counsel, 
said motor vehicles in South Caro- 
lina have a total value of about 
$744 million. 

Testimony at the hearing here 
has indicated that cash is paid for 
only about two out of every 100 
cars bought in the state. 

Verner said interest rates in 
South Carolina are among the 
highest and added: 

“Is the buying public in South 
Carolina dumber than that in 
other states?” 

“What we are talking about here 
affects the lives, happiness and wel- 
fare of everybody living in South 
Carolina,” the assistant attorney- 
general told the committee. 

“The people should be warned 
and told of the lending operations.” 

Verner added that the influx of 
out-of-state corporations into the 
lending field in South Carolina must 
be blamed in large measure on 
state banks, 

“South Carolina lending institu- 
tions failed years ago to meet a 
growing need for consumer financ- 
ing and now they woo you with 
perfume and charm you with hula 
dances to get you to do business 
with them,” Verner declared. 


Distributor Appointed 


LOS ANGELES.—Alert Supply 
Co, has appointed Van Waters & 
Rogers, Inc., with offices and ware- 
houses at Seattle, Spokane, Port- 
land, Ore., and Boise, Id., as its dis- 
tributor in the Washington-Oregon- 
Western Idaho territory. 








HELP WANTED 





SALES MANAGER 


with a minor investment (which is secondary) 
to become associated with a new company, 
to manufacture and sell a sensational NEW 
AUTO MERCHANDISING PRODUCT, the 
"‘Auto-Lift."” It elevates a new or used-car 
to a seven (7) foot turntable, outside display 
to help auto dealers to better merchandise 
their cars. A proven unit by present users has 
unlimited possibilities for the right man. In 
reply state salary desired, picture, complete 
history of background. Phil J. O'Toole, P. O. 
Box 570, Corvallis, Oregon. 





HELP WANTED-—SERVICE MANAGER. 
Reliable, steady party to take over com- 
plete operation of shop, including body 
shop. Wonderful chance for someone to 
move to the fabulous Southwest, save 
$1,200 annually or more on heating bills, 
doctors and extra clothing. Good climate 
for bronchial sufferers. This position is 
steady, guarantee and bonus, fringe bene- 
fits, etc. Must be money maker and 
good manager, not too hard a job for 
the right man. To be filled by January 1, 
Tell all particulars in first letter. Box 
2014, c/o Automotive News, Detroit 7. 


SALES MANAGER or assistant manager. 
Excellent and permanent opportunity for 
right man who can supervise and manage 
sales force of seven to ten men. Dealer- 
ship selling 150 to 200 units per year 
of General Motors’ best, located in a 
town of 60,000 population in the expand- 
ing Ohio Valley. Good sctiools and living 
conditions, Send complete résumé of your 
experience and qualifications including re- 
cent photo to Box 1984, c/o Automotive 
News, Detroit 7. 


BUSINESS MANAGER to guide office man- 
ager and understudy genefal manager. 
Chevrolet, 1,000 PP, single, city south- 
west Pennsylvania. Applicants must be 
thoroughly familiar operating controls, 
budgets, forecasts, and capable coordi- 
nating all departments. Send complete 
résumé and photograph to insure your 
future to Box 2001, c/o Automotive News, 
Detroit 7. 


PARTS MANAGER — Volkswagen-Porsche 
dealership, Volkswagen experience pre- 
ferred but not necessary. Excellent salary 
plus percentage and fringe benefits, Los 
Angeles area. Box 2002, c/o Automotive 
News, Detroit 7. 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 
ager for a car dealer, or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for nationally 
aavertieed Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 
your business background and references. 
Will send you names of es with high 

s. Bob Childers, Childers Mfg. Co., 
Box 7467, Houston, Texas. 


PARTS MANAGER — For Chrysler-Plym- 
outh dealership in fast growing Southern 
city of 40,000, Excellent opportunity for 
capable individual, Must be able to han- 
die all phases of parts department and 
assist in service department when needed. 
Sober and reliable man under 45. Good 
salary and incentives. State qualifications 
in first letter. Box 155, Anderson, South 
Carolina. 

WANTED—A parts manager for a Chrys- 
ler Corporation dealership in the Hart- 
ford, Connecticut area, Send résumé to 








Box 1996, c/o Automotive News, De- 
troit 7, 
SALESMEN—Now “contacting | new and used 


car dealers. Take orders for Chrome- 
Plastic-Scotchliite-Transparent name- 
plates. We furnish catalogs, order books, 
samples, etc. Easy, extra commissions. 
Write Aash Specialties, 3011 Greenmount 
Ave., Baltimore, Maryland. 





Eleven years’ experi- 
ence as sales and general manager with 


SALES MANAGER: 


dealerships. Married, 
39 years of age, college graduate. Hard 
working, aggressive, can train, develop 
and direct top-notch sales force, Prefer 
Chevrolet or Ford in greater New York 


leading Chevrolet 


area, Would consider buy-in, Presently 
employed — excellent references, All re- 
plies confidential, Box 1998, c/o Auto- 


motive News, Detroit 7, 

BUSINESS MANAGEMENT—25 years’ ex- 
perience, Desire relocate Florida or Pa- 
cific Coast states. Ford or Chevrolet, Box 
1997, c/o Automotive _News, Detroit 7. 


GENERAL MANAGER or general sales 
manager available for Phoenix-Tucson 
area. GM and Ford approved. Young and 
energetic, I can get those sales and profits 
for you. Fully trained and tried, would 
consider buy-in after short period. Reason 
for relocating, family health, Box 2003, 
c/o Automotive News, Detroit 7. 


COLLEGE GRADUATE, parts manager 
major import distributorship and experi- 
ence with U, 8. jobber, seeking position 
as manufacturers’ representative, parts 
work or public relations. Box 2005, c/o 
Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


FAST GROWING OZARK LAKES, large 
franchise area, dealership handling Chrys- 
ler-Plymouth-Valiant-GMC, Dodge truck. 
Rent eight years and it’s yours, including 
large, modern building—or buy outright 
with or without building. Owner swamped 
with three full-time businesses, will make 
any reasonable deal that suits you and 
will be right here to help anytime re- 
quested. Fine opportunity to own substan- 
tial dealership showing good profit in spite 
of neglect. Must have sufficient working 
capital to satisfy factory approval re- 
quirement. Box 1988, c/o Automotive 
News, Detroit 7. 


THE U. S. DISTRIBUTORS of one of the 
world’s acknowledged leaders in the fine 
car field are interested in hearing from 
qualified dealers with the intention of es- 
tabli an outstanding network of sales 
and service in the Eastern U. S. from Maine 
to Florida. Our products range in price from 
ee to $13,000, and we will give out- 

territory to the right applicant. 
Write: FACEL VEGA, 1888 Broadway, New 
York 23, for further information. 





DEALERSHIP HANDLING CHEVROLET 
in Georgia. 235 new units, only one com- 
petitor. Will sell parts and equipment. 
Lease or sell real estate. Terms if desired. 
Box 1980, c/o Automotive News, Detroit 7. 


NORTHERN CALIFORNIA — Metropolitan 
dealership handling Ford, sales’ potential 
600 to 800 units. Also excellent used-car 
lot and good service volume. Dealership 
has been established over 35 years. Leases 
on facilities negotiable at this time, Ex- 
cellent opportunity for ambitious man. 
reasonably well capitalized, to do an out- 
standing job. Applicant must have Ford 
Motor Company approval. Box 2013, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING RAMBLER in 
Illinois, 250 new units per year. $16,000 
will handle parts and equipment, Box 
2006, ¢/o Automotive News, Detroit a. 


ESTABLISHED — 8U CCESSFUL. With or 
without ‘‘Big 3.'’ Garage building 7,500 
sq. ft., showroom and offices. Small town. 














Mallalieu-Golder, Inc., Realtor, phone 
5167, Williamsport, Pennsylvania. 
SOUTHERN OHIO dealership handling 


Ford, 250 new, 500 used, Only used car 
lot in town. $35,000 in current parts and 
new equipment, modern facilities, reason- 





able rent. Sell for cash only. No used 

cars or accounts. Box 2007, c/o Auto- 

motive News, Detroit 7. 
ESTABLISHED 25 YEARS — Dealership 


handling Chrysler- Plymouth - Valiant, 
south central New York. Owner's death 
forces: sale. Stable economic area. Com- 
pletely equipped for sales and service. 
Factory approval necessary, Box 2008, 
c/o Automotive News, Detroit 7. 


SOUTH CAROLINA—Dealership handling 
Rambler, also Buick. Low overhead, mini- 
mum parts, no land or building to buy. 
Box 2009, c/o Automotive News, De- 
troit 7. 


FLORIDA DEALERSHIP handling DeSoto- 
Plymouth-Valiant and Fiat. Central part 
of state, Price $17,000, can finance part 
of this. Box 2010, c/o Automotive News, 
Detroit Ta 


DEALERSHIP IN SOUTHWEST handling 
Chevrolet, Olds and Cadillac, 200 new-car 








potential. Applicant must be financially 
responsible and have factory approval. 
Box 2011, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS WANTED 

THE LOCATION—-LONG ISLAND—West- 
chester or Southern Connecticut, The 
product — Chevrolet, Ford or Rambler. 
Outright purchase of assets or buy-out 
agreement, Have twelve years’ experi- 
ence as Chevrolet sales manager. Excel- 
lent references. Box 1999, c/o Automotive 
News, Detroit 7. 


WANT TO “INVEST | $5,000 to $10,000. in 
a GM single or dual dealership, Prefer 
a buy-in basis. Fifteen years’ experience. 











D. H. Bildsten, 1015 Oak St., Baraboo, 
Wisconsin. 
CHEVROLET OR FORD, located in Sou- 


thern California, Will pay top cash or 


buy-in, Factory approval assured, Con- 
fidential Box 1994, c/o Automotive 
News, Detroit 7. 


GM SINGLE OR DUAL WANTED, 200- 
500 new cars. Anywhere but N.E. United 
States. Confidential. Edward Perry, 4505 
W. 66th St., Prairie Village, Kansas. 
CO 2-5572. 

GM-CADILLAC DUAL preferred. Top cash 





price. Have approval. Immediate action. 
Box 1975, c/o Automotive News, De- 
troit 7. 

FLORIDA ONLY—Small domestic deal. 
Can get approval. Confidential, Box 2015, 
c/o Automotive News, Detroit 7. 

DANE SERIE NEB SS So SS AIT BREE CO, 


SELL IT! 
HIRE HELP! 


BUY IT! 
TRADE IT! 


Through 


AUTOMOTIVE NEWS 
Classified Want Ads’: 














DEALER SERVICES 





MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . .. for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 








1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, ''AUTO COSTS,"' gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Fpeneee a haem Company, 
Liberty, N. Y. 








BUSINESS OPPORTUNITIES 


DAILY CAR RENTAL 
FRANCHISE 





Ground-floor opportunity to join grow- 
ing national system. Limited fee for 
major cities. 


Gross potential 


$350 


per car per month. 


All tested forms provided. Station lo- 
cation sites available in some cities. 
Box 2000, c/o Automotive News, De- 
troit 7. 


NEW LINES WANTED 


WE DESIRE NEW PRODUCTS for our 
expanding distributorship calling on new 
car dealers. Sales force covers eastern 
Missouri and southern Illinois. 250 active 
accounts growing steadily. Write to Box 
1976, c/o Automotive News, Detroit 7. 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





1961 
VOLKSWAGENS 


Fully Americanized 
* 


Immediate Delivery 


e 
Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 
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CARS FOR SALE 


1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 


EXCISE TAXES PAID 
Equipped as Follows: 
Leatherette interior .. . tool 
kits . . . mile speedometers 
.- + ASI windshields .. . heat- 
ers... turn signals ... bump- 
er rails . . . outside mirrors 
- « « wired for sealed beams. 


PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J 
ESsex 2-9698 
So. Orange 3-0575 


Ex-Taxis 










FORDS 195 CHEVROLETS 
Custom Biscaynes 
Standard Transmission 







Four Door 
Jack, Spare Tire 
Exceptionally Clean Cars 
Beautiful Motors 
WHOLESALE ONLY 
We arrange shipping anywhere. 
2,000 cars to choose from. 
UNIVERSAL AUTO 


WHOLESALERS, INC. 
America's Largest Used Fleet Dealers 
885 Communipaw Avenue 
Jersey City, N. J. 

HE 5-8400—New York, BO 9-0216 















VOLKSWAGENS 
1961s—All Models 


IMMEDIATE DELIVERY 
Will Ship to Any Port 


CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 





1947 LINCOLN CONTINENTAL tudor 
hardtop, This car has been remodeled 
with new 1953 Lincoln V-8 engine, trans- 
mission, rear axle, springs and power 
steering. Original black paint that has 
never been exposed to weather, Price 
$2,500. Write: A, J, Mauterer, 5503 
Forest Drive, Columbia, 8, C. 





CARS FOR SALE 


SAVE ON 
1960s 


‘60 Ford Galaxie Sedan ....$1,950 

60 Chevrolet Impala ........$2,200 

‘60 Chevrolet Bel Air ........$1,950 

‘59 Ford Galaxie ................$1,600 

V-8, radios, heaters, power steer- 

ing. matched tires—Ready to sell. 
Contact: 


UNIVERSAL 
AUTO RENTAL 


614 Sth Avenue 
New Brighton, Pa. 
Phone: Ti 3-6670 


Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed. Hogan AD 4-6000 











1959 FORD $275- 


SALE TAXICABS $375 


A-| condition. Ready for the road. All 
good motors, transmissions, rear ends. 
Clean bodies. 

Call, Write or Wire 
EMKAY MOTOR SALES 
1046 Bedford Ave., Brooklyn 5, N. Y. 
“QR «Tel: Ulster 7-0651 


SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 














CARS FOR SALE . 


ye ATTENTION 
FLEET OWNERS! 


LEVITTOWN 





RAM 


BLER 


IS EQUIPPED WITH THE 


EXPERIENCE ano tue 
INVENTORIES 












OARS FOR SALE 


sharp 
used 
cars! 


HERTZ 
has ‘em! 


1959 and ’60 models are 
now available at Hertz 
offices across the coun- 
try. All cars in top 
shape, clean and sharp! 


Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 


Good colors — power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes —the works! 


CALL 
THE HERTZ 
MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Ave., N.Y. 21, N.Y. 


CARS WANTED 








WANTED 
1961 CADILLACS 


We need new Cadillacs for our leasing 
operation. Dealers protected. Replies con- 
fidential. 


Executive Lease Purchase 
Division 


P. O. Box 216 
Fairfield, Connecticut 




















































TO HANDLE ALL RAMBLER 


FLEET NEEDS! 


CONTACT JACK SCHWARTZ 
LEVITTOWN RAMBLER 


3130 Hempstead Turnpike, Levittown, L. I., N. Y. 
Minutes from New York City 


PErshing 5-9400 





VOLUME PACIFIC NORTHWEST DEAL- 
ER must buy distressed stocks of clean 
units up to three years old. One to 
twenty-five. Phone or wire: A-Z Motors, 
llth and Oak, Eugene, Oregon, Phone: 
Dt 4-2512. 


PARTS FOR SALE 


NSU PRINZ AND SPORT PRINZ PARTS 
and accessories. Contact your nearest 
distributor or National Parts Center, 
Ludwig Motor Corp., 421 Bast 9l1st St., 
New York 28, N. Y, TRafaigar 6-7010. 


FOREIGN CAR PARTS FOR SALE, Re- 
tiring from business, will accept reason- 
able offer for purchase of my complete 
stock of parts for Hillman, Volvo, Jag- 
uar, Alfa Romeo, Triumph, etc, cars. 
Parts inventory at cost approximates 
$92,000, Box 1956, c/o Automotive News, 
Detroit 7. 















_____PARTS FOR SALE | _ MISCELLANEOUS __ 
LLOYD PARTS for all models. Complete | iii. 


stock. Fast service. Foreign Cars Corpo- WHY SETTLE FOR LESS sai 


ration, 1812 South Andrews Ave., Fort 
No Other Tow Bar 


Lauderdale, Florida, JA 2-7491. 
BMW PARTS AND ACCESSORIES for 
Can Give You These 
Outstanding Engineering Features 


Tsetta ‘‘300,"" ‘‘600,"" ‘*700.’’ Contact 
}}our nearest distributor or National 
Parts Center, Ludwig Motor Corp., =. 
*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


East Q9ist St., New York 28, N 
TRafalgar 6-7010, 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


ACCESSORIES FOR SALE 





e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


€ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 


CORVAIR CONVERTIBLE 
VINYL TOP KITS 


for changeover 


$135.00 


Also supervision for chan 
ranged. FLIP TOP ENTER 
Ave., Vassar, Mich. 


eover can be ar- 
ISES, 112-114 Cass 





SEAT COVERS—complete sedans, tudors, 
1948 and older, Regular $19.95, closeout 
price $4.00 set in %-dozen lots. Please 
send check with order. Bay Auto Sales, 
211 Bay St., Rochester 5, New York, 





PORTABLE DUAL CONTROLS 
Recommended for Driver-Education Cars b 


the Auto-Industry Highway Safety Committee FO oo 

and by Chevrolet, hr h and Ram- R SM TH & SAFE 
bler for all their models, including compacts. TOWING. 
Automatic transmission $25; standard $30. a 

Money back guarantee. PORTABLE DUAL 

CONTROLS, INC., 1701 Balmoral, Detroit 3, BOLTS, NUTS & WASHERS 
Mich. ARE USED TO MAINTAIN 





SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
FOR SALE OR TRADH. Diesel tractors CAUSE PREMATURE WEAR 
in good condition, D932 GMC 2-speed 


axle, DF922 with roadranger transmis- * 


sion. D862 GMC with 2-speed axle, one THE SUPERIOR 


with sleeper. Five GMC D632—1958 and 
BLUE CHIP 


TOW PILOT 


GMC Co., Inc., 216 South 12th St., 
Birmingham, Alabama, FAirfax 2-4563. 

With Lubricated Automatic Brake 
and Brake Cable 


HEAVY DUTY WRECKER—1953 GMC 
650 diesel with Holmes wrecker unit, in 

| Dealers’ List Price, F.O.B. Factory. . .$69.80 

| Dealers’ 25% Discount .......... 17.45 


excellent condition. Reasonably priced. 
Box 2012, c/o Automotive News, De- 
Dealers’ Net with 4 
or call CLoverdale Standard s 2 Large $52.35 
s Fed. Tax. Inc. 


TRUCKS FOR SALE 


SHOP EQUIPMENT FOR SALE 
ONE FRAME MACHINE and all equip- 
ment. Very reasonable. 5321 18th Ave., 
Brooklyn 4, N. Y. 
6-5600. 


ANTIQUE, CLASSIC CARS FOR SALE 

1940 CADILLAC SEDAN, perfect. Low 
mileage, interior and origina) black finish 
sparkles, practically like new, Be driven 
anywhere. Asking $700, Cartwright Mo- 
tors, Elgin, Illinois, 

1931 CHEVROLET VICTORY two-door, 
very good condition. New tires, tubes, 
fuel pump, etc. D. E. Ryan, Cashier, With Universal Swivel Action! 
First National Bank, Villa Grove, Illinois. 


QUIGLEY’S REPOSSESSION SERVICE — | Dealers’ List F.O.B. Factory ................ $59.80 





troit 7. 
Adapter 





THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 










HO 3-0257, We repossess anything, any | Dealers’ 25% Discount ...................... 14.95 
time, any where, 8127 Broadway, Lemon Dealers’ Net with 4 $44 BA 
Grove, Calif. (suburb of San Diego). Standard s 2 Large e' 

Adapter Clamps e Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


inventory SALE 


Buy NOW & Save $$} sectors te, 202 Foctory 81-00 
Dealers’ Net with 2 
$100,000 Bars, Etc. || seers gies? teres 538.25 


QUANTITY USERS 
GET OUR DIRECT 
FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1|-8717 


Call Collect “3.0000 n3:. 
40 So. Clinton St., Chicago 6, lil. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
"Leaders in the Industry 
since 1939" 











Send Automotive News to Address Below 


One Year $9 [] or Two Years $16 [7] 
All Other Countries — One Year $13 [] or Two Years $22 [] 
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TRADE CONNECTION: 


Car Dealer [1] Truck Dealer (J 
Jobber [] Insurance [J Financial [] Supplier [] 
Make of Car...... wecccccscecece eeccecececcceces cce Povcces oeeress ee 


| 
i 
Manufacturer [] 
| 
| 
| 
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SEALED POWER 


KromeX Ring Set 
with the 


Stainless Steel 
Oi. RING 


-does things 
no other ring 
can do!* 


Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 

The unusually high number of 
spring tension points assures positive 
oil control even in tapered and out- 
of-round bores. 

Side seals in piston groove—stops 
oil going around in back of ring— 
elimjnates smoking. 

End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Preferred 
Performance 


KromeX 
PISTON RING SETS 


PISTONS « « PINS « « SLEEVES AND 
SLEEVE ASSEMBLIES eae VALVES 
e © WATER PUMPS « © TAPPETS 


STAINLESS STEEL OIL RING 
U. S. PAT. NO. 2,789,872 








